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Key PHOUGHTS OF THE WEEK 


RETARDATION of business growth has been 
going on while the American public has been sit- 
ting in the ticker-room seats. The energy needed 

for business development through the sale of commodi- 
ties to consumers has been misspent in the wastage of 
time and money in stock gambling. It’s high time for 
America to go back to the normal, healthy activity of 
brains and hands and to the work of making and selling. 

We believe that there is an immense store-house of 
financial credits ready for immediate utilization in that 
business that can show “demonstrative earning power 
or dividend returns somewhere equal to quoted values of 
its securities.” 

We also believe that the shoe industry is in a safe and 
sound economic condition for it has neither hit the peaks 
of market prosperity nor the depths of market deprecia- 
tion—it’s a solid, sensible business filling a universally 
useful place. 

The stock market has been anticipating values much 
too quickly—eventually with time and toil values will 
appreciate tremendously but 1929 values cannot make a 
into 1950. 


forward pass 


“y' /U can’t satisfy an automobile (luxury) appetite 
with a wheelbarrow (necessity) income” is a 
pertinent line of reasoning applicable today. Let’s start 
a national campaign on how to live within an income. 


Let’s begin to teach the man who spends before he earns 
—for the worker with the installment plan automobile, 
fur coat and radio does precisely this—that thrift and 
industry give the only true contentment. 

Wealth is created slowly but surely and knows no 
speed greater than time and toil combined. 


W§ have noted in the past year an increase in the 
production of “economically useful footwear.” 
Crazy extravaganzas have passed out of the mid-winter 
picture. 


Idiocy of designing has crept into the new 
dress mode—let it stay there. Present shoe stocks are the 
smartest styles on record. 

And in all the range of commodities offered to the 
public, the American shoe remains just what it has been 
for many years, namely: one of the cheapest manufac- 
tured articles in the world, considering the cost of the 
material, the multiplicity of its parts, the detail and 
process required for its manufacture, the expert skill re- 
quired for its fitting, and its durability and usefulness. 
It is not today a luxury; it is not priced as a luxury; 
it never has been priced as a luxury. 
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How Chester Herold Creates a Christ- 
mas Atmosphere That Makes December | 
a Profit Month id 


store 

v YVHAT the _ endeavor to get into the spirit of the season. They use the 
weeks just lavish decorations in the windows and interior. Last shop 
prior _ to year they used an abundance of red and green ribbon Here 
Christmas should be in their window displays. In the center window was an a 
barren for the shoe elaborate background, a Christmas scene on compo The} 
man is anabsurdidea board. A real atmosphere was created for slippers and Pi 
icul: 


according to Chester Herold of Herold’s, San Jose, Cal. hosiery as Christmas gifts. The windows invited shop- 
Shoe men could get much more Christmas trade if they pers in—actually said: “Here is a place where you can 
but entered into the holiday spirit and planned definitely get practical Christmas gifts for alf the family.” 
for big sales, this aggressive merchant believes. The Lavish Christmas decora- 
fact that December is next to the biggest month in the _ tions were also used on the in- 
year in point of sales volume is evidence indeed that terior in the form of wreaths, 
Herold’s beliefs are more than theory. garlands and red and green 
Slippers and hosiery make very splendid gifts, but streamers. It is pretty diffi- 
unless the shoe man is adequately prepared to meet the cult to entirely eliminate the 
Christmas demand, not only through sufficient stock, odor of leather, even in the 
but also through adequate display methods, the Christ- best arranged shoe store, but 
mas shopper will pass the door, according to Mr. Herold. greens were used in such 
Christmas selling is different from regular shoe sell- abundance that their scent 
ing and this factor is taken into consideration. Herold’s dominated for the season, 
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OWTORE A GIFT SHOP 


By Marceille Conkling 
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helping to build the necessary atmosphere. All this type 
of thing does much to classify the shoe store as a gift 
store, a place in which to make Christmas purchases. If 
the store is not in tune with the season, the Christmas 
shopper is pretty apt to pass the door, according to 
Herold. 

Christmas shoppers like actually to see merchandise. 
They want before them many articles that they might 
choose from the large assortment. They do not par- 
ticularly want too much personal attention, for many 
of them enter a store with but a vague notion that they 
want something and they know 
not exactly what it is. Ac- 
cepting this as a _ working 
principle for Christmas sell- 
ing, Herold’s use large tables 
for the display of slippers and 
hosiery. These are also deco- 
rated in keeping with the 
spirit and they are laden with 
various types and kinds of 
slippers. There are slippers 
for mother and dad and for 
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the children. They are prom- 

inently displayed and the cus- 

tomers can make their selec- 

tions with freedom. The method has a distinct advan- 
tage, for it falls in line with the plan of Christmas shop- 
ping to which many are so accustomed. Then, too, it 
means that many people can be waited on in shorter 
period of time and thus is an economy measure. 

Lavish decorations and open display of merchandise 
is not enough though. Herold’s believe that all mer- 
chandise going out must carry with it the Christmas 
spirit. For this reason, special holiday boxes, wrapping 
paper and ribbon are used. Months ahead of the season, 
about the time they order their Christmas merchandise, 
these shoemen order these special holiday boxes, paper 
and ribbons. They plan for Christmas, and they want it 
to go over big, even down to the last detail, so they take 
no chances on not having sufficient wrapping acces- 
sories which will help them to carry out the spirit. 

The windows and the store interior are truly adver- 
tising, but Herold’s believe in using an adequate news- 
paper campaign in order to put their plan over. This 

[TURN TO PAGE 110, PLEASE] 





OW MuCH CHRISTMA 


OTAL Savings 
Through Christmas 
Clubs in 1928 Amounted 
to Over $500,000,000. 
More Than 8,000,000 
People Received Christ- 
mas Club Checks Last 
Year—The Number This 
Year Will Be Even 
Larger—W hat Will This 
Vast Reservoir of Holi- 
day Buying Power, to Be 
Released a Few Weeks 
Hence, Mean to Your 
Business? That Depends Mainly om 
W hat Plans You Adopt, in the Next Fety 
Weeks, to Make Sure of Your Share, of 
the Extra Holiday Volume. Heré Are 


Some Practical Ideas 


HERE are many ways of getting an early sfaty F 


on the sale of shoes and accessories for sta ; 
A 


mas gifts, and cashing in on the Christmas s 
ings checks is one of them. 
extra money to spend is a good time to push the saléof 
your merchandise, at least so believes one aggressive @ 
shoe merchant who took his cue from the newspaper 
advertisements of other stores, got busy and worked up’, 
several neat display cards for his show windows. 
he distributed at logical points about the store. He also 
sent out notices to his mailing list to the effect that he 
would cash Christmas Savings Checks, and at the same 
time incorporated in the circular a list of itéms ranging 
in price from $1 up to $25, coming well within the 
range of all savings checks issued and thus getting a nice 
slice of the melon. 

The Christmas season is ushered in as Thanksgiving 
makes its exit bow, and the aggressive shoe dealer who 
is awake to his opportunities will not let this occasion 
slip by to cash in on some of the Xmas money floating 
around at this time. Getting the early Christmas shop- 
per to bring in his shekels is merely a matter of getting 
more customers into your store instead of allowing them 
to stroll into the store of your nearest competitor, 
through inaction and the lack of aggressive business- 
getting methods on your part. 

This shoe merchant had a hunch and he followed it 


At a time when people havey ¥ 


Others Y 


Wi At | s Sissies results. He figured that ii 

Other stores {oninkd it good business to cash these checks, 
ANGFE was | n@ longer any good reason why he shoul 
nor take 4 \flingd at it himself and pocket the protits on 
Pic othiér stokes were cashing in. 

He fotirs tana figured wisely—that those whv came 
% hig with: their checks to be cashed would fec! that 
they oight toybuy something either at the time or later 

BN nen Brine the Shristmas season, and that tho» 
es him nirey. mught also take advantage of th 

unity, toupay _ their bills. He found that not 
fl this method attract a lot of extra business, but 


istanieug cate imho might not otherwise hav: 
Fath his Atore; aud “these seeking this accommodati: 
shee Ghetks (cashed not only looked around 


Gi pavi 


hey came‘there ip fact for the express purpose of 


iler atso” _—_ that if these people took 


rth hank-Or to anther store, very littl 
c fhis cash register. At 

is” is fAefommodagion would be 

Ath be Rae about, which 

ity of ree /advertisiug but 

st BSS sales \ 


“Christris 5 


appreda 


would hot, . 


the store and in thé w 
display sign: Stoel yor 5. zéstions 
ing” here and there in thy’ ‘ste - See he Arie 
well defined groupings of attractive kitts, 

And by arranging his Christmas displays “earlir, fea- 
turing articles appropriate for Christmas gifts 11 logical 
array, he got started on his program of selling 
mas gifts in plenty of time to catch the early 
And in this way he sold many arti 


hrist- 
hopper 
oll 

on the wing. es well 
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W-LUB MONEY FOR. SHOES? 


in advance of the regular shopping period and the final 
Ubrisimas rash) The plan not only provoked friendly 
feelr among his/ regular customers, but the ensuing 
g6ssij) about the“plan helped him to swell his receipts 
for tie month through valuable word-of-mouth ad- 
veTtis ng. 


[TE~results of this enterprise were very gratify- 

ing,” he Said, My display advertising in the 
widows, was timed Simultaneously with the issuing of 
Christies Savings check§ by the yatiougs banks in the 
city. ‘he jobjée® was to bring,people “here to-eash their 
checks. and we madé special prepardtions.for thé, event. 
The psychology Of \the* thing) was that they world pot 
their bills if they owed as\some reorney, busithey 
would naturally look around’the.store. We made fo par- 
ticular attempt to sell the merchandis¢ when théy came in, 


only pity 


but we 
display and the necessary Christh@§ atmos phere int the 
store which would naturally interest them, and that-sates 
would tollow as a necessary consequenge. / And they id! 
Most of those coming in looked d afourtdl thé~stere and 
many of them bought such items as ‘Sik hosiery, Sati 
and kid slippers, pajama sandals, hosi¢ty bouquets, felt 
house slippers, slipper buckles, slipper ornayhents, Rhing? 
stone heels, riding boots, spurs, boot Lg iw 3 
slipper trees, evening slippers, shoes ZYy 
for every occasion, galoshes, arctics, 
and also articles and for 
young people—in fact, we outfitted 
family in some cases. 
suggestions 


men’s 


the entire 
All these 
were made in our circular 
and in effective counter 
displays in the store. As 
a result our sales in- 
creased during the month 
just about 157 per cent 





















= better service 
@ suggested ‘now that 
you have received your 


Christmas savings check |! yr 










you will be interested in 
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figured that we had the type@@femerthandise op 
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securing the best possible gifts for those on your list,’ 
and in this way we paved the way for a nice string of 
sales.” 

All of which aptly demonstrates that at a time when 
people have extra money to spend is the logical time to 
push the sale of your Christmas merchandise, by appeal- 
ing to the customer to invest his savings wisély and 
prudently, and to do it early before the cream is picked, 
at a time when assortments are full and fresh. 
after the Christmas gift checks is not only 


Going 
good sales 
strategy but it also catches many early Christmas shop- 
pers on the wing and so bags their dollars. 


T has been well said that Christmas time is the time 
to advertise and naturally the retailer 
secures the widest range of sales publicity at the least 


shoe who 
possible cost is the one who rakes in the most shekels. 

Displays alone will not sell shoes, hose and accessories, 
nor will a variety of seasonable merchandise for public 
handling necessarily induce a large quota of sales Some- 
thing else is necessary. It is that which brings the public 
into your store instead of that of your nearest competi- 
fOr, in the same or similar line of business, who is also 
competing for Xmas dollars and so the shoe dealer has 
found the Xmas circular a particularly attractive piece of 
Advertising literature which has piled up profits on his 

front door 
step. 

A two-fold 
circular print- 
both 
sides, which is 
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mas Club 
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self 
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NE possible reason why shoe stores have not 
O profited to a greater extent from the extra busi- 
ness of the holiday season is the fact that the 
many people prefer not to give shoes as Christmas 
presents because of the fitting problem involved. To 
meet this difficulty a great many stores are making suc- 
cessful use of gift certificates, or shoe orders as they 
are commonly called in a number of the Pacific coast 
cities, where they have been used more extensively, per- 
haps, than, in most other sections of the country. The 
use of gift certificates at Christmas time is increasing 
rapidly everywhere, however, and it is being recognized 
more and more that they offer an excellent way of in- 
creasing Christmas volume in the shoe store. 

The store that adopts this method of getting holiday 
business makes use of newspaper and direct mail ad- 
vertising, window displays, etc., to promote the idea. 
Instead of selecting a pair of shoes, slippers or other 
merchandise and running the risk that they may not fit 
or that the style of pattern may not be to the recipient’s 
liking, the customer simply buys from the shoe merchant 
a certificate, or order, attractively designed and printed, 
to express the sentiment of Christmastide, which is pre- 
sented to the person who is to receive the gift. The re- 
cipient, on presenting the certificate, is entitled to choose 
a pair of shoes or other merchandise of his or her own 
selection to the amount of the order. 

Like most other sales promotional ideas, the success 


40 


of the gift certifiggie pian is determined mainly by the 
manner in whicht ts presented to thé public. Featured 
in cleverly worded and ‘gttractiveyadvertising, it has 
proved most successftil with aiafiy stofes. Others have 
been somewhat ‘disappointed at \the“results of their 
efforts along this lin& "fe=the Christmas shopper who 
is in doubt as to™what to, givé;"who. wants to select 
something pleasing an@-g@t the-same time practical, the 
gift certificate idea .oftérs an idéal solution, and there is 
no good reason Why it‘sHould riot produce results for the 
merchant if presented front this’ $tandpoint. 


A’ occasional difficulty involved and one that has 
doubtless caused some merchants to.complain of the 
results they have experienced, is the’fact that many 
persons do not wish the recipient of a gift to know the 
purchase price. At least they do. not wish it written all 
over the gift, so to speak. This can be overcome by 
making the certificate or order call for a pair o{ shoes 
and name the brand or line, omitting any reference to 
the price. 

Whether the retailer is advertising gift certificates 
or other holiday merchandise, he should make sure to 
have his advertising breathe the spirit of the ‘ uletide 
season and should strive for novel and appealiny ways 
of getting across his holiday message. Some -triking 
and effective Christmas advertisements are illustrited on 
this page. Original advertisements with a C/!)ristmas 
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LO Sett MORE SHOES 


flavor, appealing Christmas window displays and effec- ly feast the eye and attract many persons to the depart- 
tive direct-by-mail publicity will go far to help the retail ments that would otherwise be slow in keeping the 
shoe merchant claim his fair share of holiday business pace and selling of quota. : 
and reap some of the abundance of holiday profits. With proper sales promotion, the shoe sections as 
Staples are rarely thought of during the intensive well as the stocking counter have an opportunity ler 
Christmas season. Odd gifts, pretty novelties and un- extra sales during Christmas season. 
usual trinkets are the mer- 
chandise that attracts the 
public during the festive 
Christmas season. The gift 
atmosphere and vivid colors 
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Getting More Shoes Sold Right 


E. O. Ray 


Go Back to Work 


HE vast economic upheaval the past fortnight 
in the stock exchange is no reason for expect- 
ancy of a merchandising crash to follow it. The 
great losses have been, in the main, gambling losses. 
It is true that the economic structure of these 
modern days may be far from perfect but there is 
a difference between the structure of Wall Street 
and the great business of making and distributing 
goods. 

After the lesson is over, may we not expect a 
return of the merchant to his store and the manu- 
facturer to his factory and a return of dependence 
upon energy and-brains and good business practices 
for the creation of wealth rather than reliance upon 
the symbols on the numbering board ? . 

There will be many, however, who will look to the 
place where their money was lost for its return; but 
as a whole the business man’s interest will be less 
in the ticker room and more in his own store. 

It has happened. 

There has been less of market fever in the shoe 
industry than perhaps in any other. Shoe stocks 
have shown no sharp declines—maybe the reason is 
they showed no marked increases. Such shoe stocks 


as are listed in the market show demonstrated ear: 

ing power and dividend returns somewhere equ: 
to present time money rates and the values as liste: 

of the stocks. These stocks are pretty well stabiliz 

on a sound basis because they have not been mark: | 
pets. 

In taking a good look at the shoe industry at lar 
and without any false music of the drums 
optimism, here is a trade that has not materially ov: 
produced in a year when other industries seem 
have been building commodities at capacity. 

We look for a very practical Christmas period 
one in which practical purchases will be made by 1 
public for gift-giving and for expression of 
holiday season. Shoes, slippers, hosiery and all : 
accessories that are salable in the shoe store sho: 
therefore come into their own. 

There will be less of luxury sales and more 
necessity buying and maybe that’s a good index 
a return to sanity in this hectic period of false val 
tions. 

The shoe industry is a hard-working, serious bi 
ness, knowing no peaks of prosperity and perhi 
by the same token no depths of despondency. 

It will naturally be affected somewhat by the gcn- 
eral purse conditions of the American public but 
no way will it suffer the agonies of the purely luxin 
business. 

The best minds of the trade are in accord on ‘|x 
possibilities of a very practical Christmas season 
a steady and successful period of business al 
When we move the center of public attention fri 
the stock-market ticker back to the factory and | 
store, we have brought about a return to busin 
sanity. 

There is still plenty of money in the United Sta’ 
to do business upon. Our present economic st! 
ture has plenty of opportunity within it for ind 
trious people dealing in a commodity needed ev: 
day by the American public. 


he Be 


A New Training School 


OR years and years the training school for 

ture retail shoe merchants has most always ben 
the Jobbing Huse. Not so long ago we mad: a 
little test at a meeting of merchants, in an effort ‘0 
find what previous experience they had. We fov id 
out that the majority of the merchants started t! 
shoe careers in jobbing houses. 

This was most natural at that time, for the - 
merchants of those days were always searching 
energetic and ambitious young men and the 
place of contact was in the jobbing house. 
alacrity with which an order clerk filled out a s 
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equi 
liste: 


ilize | 


ark: 


ment was somewhat of an index of his hustle ability. 
\‘sually the young man who worked on stock in the 
jobbing house became a Saturday extra in the mer- 
chant’s store. 

In time the young man became a shoe store sales- 
man under the watchful eye of the merchant. Then 
in the course of still more time (because those were 
the patient days) apprenticeship in the school-of- 
experience led eventually to the ownership of the 
store. 

[he jobbing house route to the eventual owner- 
ship of a shoe store is still effective but there are 
less jobbing houses and there is a lessening num- 
ber of young men who will wait that long length of 
time for an opportunity to become a merchant. 

Recently we discovered, perhaps, the key to the 
new source of supply of future merchants of this 
country. In a large Western city, a door to door 
study of the new stores brought out this interest- 


ins fact. The majority of the new merchants were 


rauduates of the new school of experience—the 


been incorporated by him in his new shoe business. 

He had added to that splendid foundation of an 
orderly store-keeping mind those very welcome ad- 
ditions of a sparkling personality and hunger for 
intelligent service to his customers because he knew 
the success of his store depended upon it. 

In drawing quick conclusions—are we to find our 
future shoe merchants now in training in chain 
stores ? 


ti 


Utmost Value Given 


N every hand there is evidence that the average 
merchant is going to far greater lengths than 

ever before in the endeavor to scientize his business. 
In years past the mercantile world was inclined to 
look upon the word “science” as a word that smirked 
of colleges, universities and chemical laboratories—a 
term that might be of possible use in the so-called 


gr 
Chain Store. 

()f the twenty-one new 
shoe stores in that city 
which have opened in the 
last year, eleven of the 
potential independent 
merchants came “up” as 
follows: five out of shoe 
chains, four out of gro- 
cery or drygoods chains, 
and two out of indepen- 
dent shoe stores. The 
balance of the twenty-one 
stores were chain stores 
operating under $6. 

One young man gave a 
clue to the reason for this 
new crop of shoe mer- 
chants. He said that in 
his first year’s business for 
himself he had turned his 
stock four times and could 
show 10 per cent earnings 
for the year. Systematic 
experiences, obtained from 
chain store practice had 








—Good News— 


“Had we never availed ourselves of 
the advantage of the Boot and Shoe 
Recorder we would have managed to 
get along in a rather haphazard way 
but since we have been so fortunate 
as to receive this publication, reg- 
ularly, we often wonder what our 
difficulties would be without its 
sound advice and counsel.” 

AARON KATZENSTEIN, 
United Shoe Stores, Inc., 
Shreveport, La. 


* * * 


Righto—I believe we must tell our 
readers now is the time when they must 
read to succeed. I am not at all inter- 
ested if a man does not want to open a 
paper—that’s his lookout. It is a mat- 
ter of voluntary effort and voluntary 
education. Failure to keep pace with 
progress, and its recording in a busi- 
ness paper, marks him as a second rater 
for he cannot keep up with the tide. 
I would not go to a doctor, dentist or 
chemist or anyone in the professional 
field who didn’t keep pace with the new 
things in his business and by the same 
token, in time, the public won’t go to 
business men who don’t keep pace with 
their field. 


President. 








higher professions, but 
one that had no place in 
ordinary merchandising 
activities. 

Today the definition of 
the word “science” has 
been simplified until it has 
come to mean “to know.” 

Any man_ conversant 
with industrial and com- 
mercial conditions realizes 
that business no longer can 
be done by guess. He who 
would succeed must know. 

The live wires in busi- 
ness, the merchants who 
are achieving success, are 
seeking to know the best 
in system and methods. 

The average merchant 
is at heart honest, sincere 
and conscientious. He is 
too good a business man 
not to know that an at- 
tempt to filch his custo- 
mers is a boomerang. 
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FOOTWEAR TYDES v7 


T the recent Joint Styles Conference in New York, perhaps the 

most outstanding one yet held, types of shoes, skirt lengths, color; 

and the acceptance of the new dress mode came in for serious con. 
sideration. 

The attendance largely consisted of men and it was by far the most serious 

conference yet held. Collections of shoes were shown, not just as shoes, 
Abmesn Gini Tore tar but the place of each shoe, bag, hat, stocking and glove in the correct 
Tea and Lounging : sequence of costume blend and contrast. 

The importance of the hat and shoe relation was shown on ten models 
illustrating the color card. Color 
combinations, contrasts, and the 
breaking up of the one color en. 
semble into contrasts and blends. 
were among the new notes for 
spring and summer. 

Green shoes may be worn with 
gray or black gowns, likewise purple 
footwear with gray for afternoon. 


Prado Brown Walking Type in 
Suede and Baby Calf Ke Brown daytime footwear is a base 


Trim 


Red 


Suede and Reptile Combination 
in Formal Oxford Types 
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TYLES CONFERENCE 


shade for a smart ensemble of gray or gray beige, tan, and tones of brown, 
also any tone of green, lavender, purple or wine colors. Blue shoes comple- 
ment gray as well as blue harmonies and if the hat is blue the shoes may also 
be blue when the costume is tan. 

In buying a spring line of footwear the retailer must bear in mind that 


white shoes cannot replace a line of colored footwear. He must choose some 
vivid shades, some pastels, plenty of whites, some dark brown and some 
beige claire. Suntan shoes are being questioned by some retailers, as it is 
anticipated that beige claire and Prado brown will be the favorites of the 


brown family. 

In shoes at a price, suntan and 
tropical tan are expected to feature, 
but remembering the past history of 
overbuying these colors, it behooves 
every merchant to think well of his 
particular clientele. It is forecast 
that stockings will be darker than 
last summer. 
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Thracian Sandal Worn with 


Pajamas 


Prince of Wales Oxford in 
Beige Claire 


and Kid in Eggplant 
Coloring 


Riviera Blue 


rai 


Nautical Blue Kid, with Beige 
and Peacock Trim 





| Gays Apt to CHARLES. 
ars Jays Fe: 


Overheard in the Broadcasting 
Room in St. Louis. Chairman 
Arthur Ebbs, of the N.S.R.A. Con- 
vention Committee, and Charles 
E. Williams, Chairman of Pub- 
licity Committee, rehearse plans 
for making that thriving shoe city 
the Center of the Shoe Universe, 
January 6, 7, 8 and 9, 1930 


HARLES: “We must tell the shoe world the 

story of the National Shoe Retailers Associa- 
tion convention. Give us facts and reasons why mer- 
chants should attend.” 

Artuur: “All right, here’s the message. Tell it and sell it like 
shoes in your store. St. Louis is nearer to everyone from every- 
where than most cities. Little time wasted going and coming. 
Travel on reduced convention railroad rates.” 

Cuartes: “That’s a sock that jars a merchant in his business 
budget. Let’s say he’s in St. Louis, where does he sleep, if any ?” 

ArtHurR: “Nine thousand sleeping rooms are available, allotted 
by the St. Louis Hotel Men’s Association. More accommodations 
on the fringe of the immediate business district are available. St. 
Louis always provides for its guests and at normal rates.” 

Cuar.es: “All this has cost the merchant time, morey and hard- 
earned profits from his business. Where and how does he cash in 
on his investment ?” 

ArtHuR: “Charlie, you know buying one wrong style, material or 
pattern is the greatest hazard to a merchant’s profit. There'll be 
over five hundred lines of Spring shoes shown at the convention 
for the first time. With this definite style trend wrong guesses are 
eliminated. Five hundred lines can’t be wrong nor can one mer- 
chant when he studies them at one time and place.” 

Cuartes: “Seeing many lines, merchants will know what styles 
to dispose of and those to close out. This can’t be done staying at 


“on . 
‘ ° e . ’ t JR: e € ~atione TOI 
home, cutting prices on shoes in January that will be “hot” numbers Artuur: “The educational | 


in F ri » big dividends in ‘cash dr: 
in February.” will pay big dividends 


ArtHur: “There’s a dividend for you. But we’re going to declare 
an extra for merchants. No matter what grade he buys, the style 
show will reveal the finest in every grade. Also an entertainment 
that has this and that plus.” 

Cuares: “Keen competition compels merchants to adopt latest 
retail practices, and we should offer a storehouse of practical busi- 
ness helps.” 


ideas.” 
CuHar.es: “What will be the sou 
this fountain of wisdom ?” 
ArtHur: “Avoid in your pul 
any reference to ‘cure all’ bu 
speeches. Most of these are ‘li 
We'll have merchants who can t 


Sige 
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“Lunch and Learn! Hear the Headliners of Business. 
See the Newest Styles. Come to St. Louis and the 
Greatest Convention Ever of the N.S. R.A.” 

---- “O. K.” says Charles 


achievements from which others can 
profit. . . yes, and progress. Practical 
experiences—‘on the floor’ or ‘in-the-of- 
fice’ types. The kind that merchants un- 
derstand—can go back to the store and 
make work . . . for greater volume and 
more profit. Contact with other success- 
ful operators is always beneficial.” 
Cuartes: “Most of us like to hear the 
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great executives of the business world. All of us 
have that inquiring nature to know more about suc- 
cessful people.” 

ArTHUR: “At the ‘Lunch and Learn’ sessions held 
each day men who head great businesses will speak. 
Those business leaders who are ‘Front Page’ head- 
liners. 

Cuares: “What merchant or operator should 
attend this convention ?” 

ArtuHuR: “Everyone who sells shoes. Big. small, 
giant or pygmy. This is their outstanding business 
opportunity in 1930.” 

Cuarves: “What is the reaction throughout the 
industry toward the convention ?” 

ArtTHuR: “The spirit of cooperation that exists 
at this very moment in the industry is such that I predict the 
N.S. R. A. will present its greatest convention in 1930.” 

CHARLES: “Just one more point not covered. In what manner 
can the merchant participate in all the activities outlined ?” 

ArtTuur: “The registration fee is just $1. This includes official 
convention badge, railroad validation privileges, admission to ‘Brass 
Tacks,’ business forums, noon ‘Lunch and Learn’ sessions and admis- 
sion to the style show.” 

Cuares: “High-powered advertising executives say: ‘When the 
product is right and there is a market for it, success is assured.’ The 
convention, ‘Our Product,’ is O. K. Merchants are the market— 
we're going over the top 100 per cent.” 

Artuur: “If planning, work and cooperation can do it, we cer- 
tainly will.” 

Cuartes: “The facts you give me are sufficient to bring every 
representative merchant in America to this convention, and I am 
telling you now that over 100,000 pieces of mail matter are in the 
works to arouse a national interest in this next convention.” 

Artuur: “O. K. by me—that’s what I expect from our publicity 
committee.” 

Cuartes: “And can I tell them to fly to the convention so as to 
get a “birds-eye view” of the greatest gathering of merchants and 
manufacturers ever staged?” 

Artuur: “You sure can. You can even tell them to come in sub- 
marines so as to get a “worms-eye view” of the convention, for this 
is a convention where we want every sole in the industry present.” 

Cuar.es: “Come on, all ye shoe men—get ready now for 
St. Louis in January—start the new year right.” 













EPISODE XIV 


HE first inkling that Billy had, that his “collection letter” was 
wrong came to him the morning after he had mailed it out 
to all his charge customers. 

A Mrs. Bartoll came into the store at ten o’clock with the collec- 
tion letter in her hand. “Good morning, Mr. Rogers,” she began 
calmly. “I’ve come to pay this bill; sixteen fifty, I think.” She 
fumbled in her handbag until she produced the exact change. 

“Thank you, Mrs. Bartoll—and while you are here I would like 
to show you a new, very smart shoe that came in this week.” 

“No, thank you, Mr. Rogers—goodbye.” 

Billy didn’t like the inflection she put on that “goodbye” but he 
quickly forgot the incident in the hurly burly of the morning’s work. 

It was, however, brought back vividly that noontime when Billy 
went out to lunch. He met Bert Bartoll—the eldest of five Bartoll 
boys. Bert was a freshman in high school the year Billy graduated, 
so they knew each other slightly. 

“Hello, Billy,” he hailed. “Not dead? Gee, but mother was ready 
to skin you alive this morning. You sure got her goat,” and Bert 
grinned maliciously. 

A puzzled frown came on Billy’s face. “What’s up? Your mother 
was in the store this morning—paid her bill—but didn’t say any- 
thing. Weren’t the shoes O. K. ?” 

“That’s what got the dear mater all hot and bothered. She liked 
the shoes she bought for the two kids”—Bert referred to his two 

youngest brothers as “the two kids’ — 
“and was planning to give up Mor- 
land’s and buy all the family shoes 
from you—and then—bingo!—she 
gets a letter from you saying her 
- credit’s no good. Chee, but did she 
read off your pedigree and say where 
you fitted! Too bad Billy—we sure 
eat shoes at our house. Well, 
toodle-oo. I’ve got to slide along.” 
Billy blinked hard. He could say 
nothing because he was completely 
nonplussed! He forgot all about 
lunch and hurried back to the store. 
en He must read that letter again and 
Ka see what was the trouble. Couldn’t 
afford to lose such big shoe buyers as 
the Bartolls. 

He read the letter carefully but 
could see nothing wrong with it. 
While puzzling over the matter, an- 
he other customer, Martin Blythe, came 
a in. “Hello, Rogers—getting hard 
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WHAT FE 


ILLY ROGERS wanted to own a 
shoe store. He had $17,000 and 
some practical experience acquired as a 
salesman in Parker’s Shoe Shop. George 
Morland was willing to sell his store for 
$22,000. Too willing, in fact, as it ap- 
peared when Billy, acting on the advice 
of June Solent, consulted Jethro Blunt, 
president of Fretton National Bank, and 
the latter scanned the figures on Mor- 
land’s business. Billy decided not to 
buy Morland out and, after consulting 
his former boss, Parker, decided to 
launch his own business. He picked a 
promising location, acquired a stock and 
opened his store. Experience taught him 
that store management has its problems. 
Billy’s competitors made trouble by cut- 
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ting prices, and to meet the situation the 
young merchant studied the possibilities 
of advertising. He also found out what 
it means to appease the wrath of the 
displeased customer and learned the im- 
portance of watching incidental expense. 

en a new problem confronted Billy 
when a competitor threatened to bring 
suit against him. Averting this difh- 
culty, he soon found himself faced with 
others equally serious. He finds some 
of the traveling salesmen most helpful 
and accepts their advice on buying prob- 
lems. But the matter of collections 
causes Billy and June a lot of worry. 

ty decide to go on a cash basis and 
send out a collection letter to customers 
whose accounts are overdue. 
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By Harold Whitehead 


up? I'll help you out to the tune of, let’s see—here it is.” He fished 
out Billy’s bill from a stack of letters, “six-fifty—.” He gave the 
amazed Billy a ten dollar bill. 

“Thank you, Mr. Blythe—but I’m not hard up—if you want to 
let it run, have all the time you—” 

“Who the hell asked you for extension?” 
“Give me my change.” 

“Sure, Mr. Blythe—but tell me what’s wrong. I want your 
business pretty bad—lI don’t understand—” 

“Nah? Well, I do; my credit’s no good, eh? I've paid you 
two bills already. I always square up on the tenth of the month. 
The wife and my two daughters wanted to trade here, but nothin’ 
doing. You don’t want our trade—we might gyp you, eh?” 

“Gosh, no, Mr. Blythe,” Billy protested. “You can have an 
account if you want it.” 

“Like hell we can—when you write me to pay up your damned 
account P. D. Q.” 

“I didn’t mean it that way. That letter was merely a form 
letter outlining my—er—my policies—that’s all.” 

Blythe cooled down as quickly as he had flared up. “All right, 
Rogers; suits me. My policy is to pay all bills by check every tenth 
of the month. Now give me my change. No hard feeling, but you 
and me just can’t play together—that’s all.” 

Billy gulped nervously. He did 
not know what to say, so in silence 
he gave Blythe his change. 

During the next week he had 
three other unpleasant experiences. 

Not much was said—but Billy sensed 
an air of resentment in the attitude 
of the customers who came to pay 
their bills. Several more checks 
came by mail—and Billy wondered if 
there was any unexpressed resent- 
ment as an accompaniment to them. 

Billy showed the perplexing letter 
to Lyman Acks, his assistant—but 
“Lilacs” shook his head and _ said 
that it seemed all right to him. His 
friend, Seymore Jones, the advertis- 
ing solicitor of the Fretton Courier, 
was called in for his opinion. Seymore 
had helped to write the letter. He 
read it through and pronounced, 


Blythe flared up. 








“Don’t see anything wrong with it. 
[TURN TO PAGE 52, PLEASE] 
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Bers DEVELOP THE 
WIRTER SPORTS MARKET 


HE boy or girl who hasn’t experienced the thrill 
of a new pair of skates, with shoes attached, on 
Christmas morning doesn’t know what Christmas 
really means. Aside from the fact that skates and skat- 
ing shoes wear a long time, why doesn’t the average shoe 
merchant sell more pairs of both during the holiday 
season’ Is there a real opportunity here that can be 
developed through more intensive merchandising effort. 
The writer believes there is. 
Outdoor sports in winter are distinctly in line with the 
Interest and participation in all sorts 
The time is 


trend of the times. 
of outdoor recreation is on the increase. 
ripe to cash in on the slogan “Make This a Skating 
Shoe Christmas.” 
Christmas time boys and girls are home from school 
and college and winter sports and recreation are at their 
height. Attractive window displays and well timed 
advertisements featuring skates and skating shoes, ski 
boots, hiking boots, hi-cuts and all sorts of footwear for 
winter outdoor wear can be made effective from the 
practical standpoint of more dollars in the cash register. 


The idea is entirely logical. At 


URING the past few winters popular interest in 
hockey and other winter games has been growing 
by leapsand bounds. In New England the hockey games 
in the winter arouse fully as much interest as the base- 
ball games in summer or the football games in autumn. 
The games are broadcast by radio and this publicity is 
contributing to a nation-wide interest which shoe mer- 
chants should help to foster. Where professional hockey 
is played people in general take more keenly to the idea 
of skating and winter sports, and this is as true of 
grown-ups as it is of the youngsters. 
High-grade skates and skating shoes sell for prices 
that permit a substantial margin of profit and there is 


no reason why the shoe stores should not rec: 
major part of this business. There can be no 

but that the shoe merchants themselves are pari 
blame for the fact that most of it has, in recent 

gone to sporting goods stores and the sporting 

section of the department store. Rightfully it | 
to the shoe merchant, for skating shoes call for « 
fitting and expert service which the shoe merch 
best prepared to give. This is an angle of the 
that can well be stressed through advertising. 


ie Canada and in parts of New England winter - 
including skating, hockey, tobogganing, etc., « 
popular interest on a wide scale, and with the 

enthusiasm for open air recreation that is takin: 


an increasing hold of the American people it | 
sonable to expect that this interest will spread to ot 
portions of the northern section of the country 
shoe merchants who have had a striking illustrat 
what can be done in sports footwear for summer 
lose no time in preparing to get their share of the 
sports business. 

The methods to be used are parallel to those tha 
proved so effective in developing volume in s' 
sports footwear. Advertising, consistent and cai 
planned, backed up by effective window displa 
systematic suggestive selling by, the salesmen 
store. The last named method of sales promotion 
by no means be neglected, for exhibiting the s! 
skate, the hiking boot or other article of mercha 
the customer with a tactful suggestion as to its 
ness, will often produce an immediate sale when 
pression conveyed by an ad or a window disp! 
be obliterated or forgotten. 
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to help Brown tilt retailers 
sell more shoes 

















EVERY FRIDAU £VENING 
BEGINNING Nov.Ld 


with a nation-wide hook-up of stations 


penetrating every inch of Cmerica 7 


@ hom 
Nas 








Www Gaoe Goungewa, 


MANUFACTURERS ST. LOUIS 


Boor anp SHom RECORDER 
combining Tam SHom RETAILER, Nov. 2, 1929 51 





Bitty Roéers—SJHOE MERCHANT 


[CONTINUED FROM PAGE 49] 


Of course, some people will kick at anything, old timer. 
sut the real thing is—did it get the money?” 

“Yes,” Billy admitted. “Some—about five hundred 
dollars, I should say—about twenty-five per cent of the 
total.” 

“Then I'd say the letter was O. K.—but if you care 
to, why not drop over to the office and see Zinner— 
he’s our advertising manager and knows his stuff.’’ 

“T'll do it first thing in the morning. You might teil 
him I’m coming, will you, Seymore?” 

“Sure thing, old timer. But I'll bet he’ll say it’s 
x.” 

That evening Billy showed the fatal letter to his two 
part-time assistants, Mallory Hupp and Elmer Reames. 
But they knew even less than Billy on letter writing and 
credit policies. Mallory pursed his lips, looked wise and 
said, “I think people may not know what you mean by 
saying every pair of shoes is ‘guaranteed uncondition- 
ally’ to satisfy. What is meant by ‘guaranteed’? ” 

“That’s a good point,” agreed Elmer, also looking 
Wise. 

He knew the two high 
school boys meant well—but they were ignorant. As 


“Thanks,” Billy said drily. 


usual, Billy found he was forced to think and act 
himself. 

June was the first to throw a gleam of light on 
situation. “Of course, Billy boy, you’ve got in s 
money—but the only people who have paid are tl 


who'd pay anyhow. All the ‘regulars’ have squared wy 
-but the customers who were behind hand appare: | 


took no notice of your dun.” 

“But, June—it isn’t a dun—it’s a request to help 
get on a cash basis.” 

“You ask for the money—and I’d call it a 
Billy.” June nodded her pretty head. 

Billy called on Zinner the next morning, as arran 
Luke Zinner was a youngish looking man of a 
thirty-five, slim, dark, clean-shaven and wearing gl: 
with tortoise-shell rims. 

“Glad to meet you, Rogers—yes, Jones told me a 
your letter. This is it, isn’t it? Yes. Want to | 
what’s wrong with it, don’t you? Yes.” 

“Yes,” Billy agreed. He was bewildered by 
vigorous, direct man who seemed to answer all his 
questions. 
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“Brownbilt Footlites” is the type of radio program that 


has a broad popular appeal. 


It is designed to please that 


84% of Americans who buy shoes within the price range of 


Brown Shoe Company's lines. Buster and Tige, of course 


have their place on the program, so that 


the children, too, will insist on tuning the dial 


" BROWNE! 


FOOTLITES 
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“Poor letter. Bunk letter. See what I mean? No; 
'll tell you. Got a copy of the letter with you? Yes.” 

They spread out the letter between them, and Billy 
: again re-read it. 
=“Dear Mrs. 

q “In the interests of our good friends, we have de- 
Sided on definite service policies. We feel that you have 
ja right to know what you can expect from us. 

“First, every pair of shoes is guaranteed uncondition- 
ally to satisfy. 

“Second, our stock of shoes must represent the latest 
word i) shoe vogue, so far as our judgment, after a 
careful study of the trade, dictates. 

“Thir'!, our judgment and experience in scientific 
shoe fiti'ng is at your disposal free at all times. 

“Four, to keep prices at the lowest possible price 
to you, »e have decided on a strictly cash policy. We 
know, ) wever, you will realize that we cannot give 
credit ai:| sell at cash prices, so will you clean up this 
obligation right away. 

“Come in this week, and while paying this bill, let us 
show you some of the newer styles we have just re- 

ceived. 
Respectfully yours, 
t it,” Zinner seemed to bite his words. “All 

First sentence all right if it didn’t lead to 
the face. Your ‘firstly’ is blah!—every re- 


“Look 
bunk—y« 
a kick 11 


spectable merchant stands back of his stuff. 
it? Yes. Now your ‘secondly.’ Ever hear of a shoe 
man who didn’t offer the best? No. You don’t get 
business by crying ‘Stinking Fish,’ as the English say. 
No. I don’t know what your ‘thirdly’ means—do you?” 

The question was so suddenly whipped at Billy that 
he gave a jump of surprise. “Yes—of course—it means 
—it means—that I’ll tell them what’s right to wear— 
I’ve studied foot anatomy. I know the various forms 
of foot trouble. I know there are 26 bones in the foot 
and 38 joints and what a combination of foot troubles 
can come from them. I’ve helped lots of people to get 
rid of the pain of flat feet. I know that there are nat- 
ural flat feet and that you'll cripple a fellow with nat- 
Say, Mr. 
Zinner, I’ve got a diploma for knowing all about foot 
troubles.” 

“Stop, stop—you’re saying something now, aren't 
you? Yes. I guess you must know your stuff—yes. 
Look at my foot.” 

Billy looked over Zinner’s feet and quickly diagnosed 
his foot trouble. “Your metatarsal has fallen 
some. That means you are suffering from flat feet and 
have for a long time. To correct it means making the 
gradual change upward of the bones—and it must be 
done gradually if it’s to be successful.” 


True, isn’t 


ural flat feet if you give him arch supports. 


outer 


“Wait, what’s a metat—something or other?” 
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Radio advertising as it is being handled in the broadcasting 


of “Brownbilt Footlites” places sales and profits right at 


the door of Brownbilt retailers. They have been given com- 


plete plans to make “Brownbilt Footlites’ THEIR show in their 


community—and reap the publicity that results in profits. 


If you are not selling Brown Shoes, and 


want particulars of this tie-up, write us. 


BROW.N 
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“It’s the second joint of the toe—between the phalan 
and the cuneiform.” Billy was at home now and full 
of confidence. 

“I see—and I see you can really advise on fitting— 
but anybody reading your letter would think you re- 
ferred to ordinary fitting of a pair of shoes.” 

“But fitting shoes isn’t ordinary,” Billy protested. “If 
people knew the importance to health and energy of 
proper shoes—” 

“Whoa!” Zinner gave a short laugh. “I’ll take your 
word for it, but you can use some good publicity in 
talking about the details of proper shoe fitting, can’t you? 
Yes. A letter on correct fitting would impress people— 
give ’em confidence—yes. But your ‘thirdly’ says noth- 
ing—just bull—yes.” 

“T see,” Billy admitted. 

“Then you give ’em the kick in the face by telling 
them to pay up right away. And you emphasize it in the 
last paragraph by telling em to come in this week, didn’t 
you. Yes, anybody can see that the whole letter means 
pay up and pay cash in future—the rest of the letter is 
cheap bull—yes.” 

“But how else could I tell them of the change and get 
in some cash?” 

“You should have sorted them out. The regular good 
customers should have been told when they came in— 
if you really mean it—do you?” 


Again that sudden question! “Yes,” 
“that is, I don’t want to give credit if I can avoid it.” 


you don’t mean it. Now listen Rogers. You got sop 
dead beats I suppose? Yes. Well, go for thew har 
Stop their credit. To good-pay folks, who are wd 
rated in the retail credit rating book give credit if the 
ask—see? Yes. Leave your notice about ‘cash trag: 
up in the store, but tell your regular trade who ask jy 
it, that they can have credit. But why didn’t you ¢ 
that all settled before you started your store? No, Pe 
tell me, I know.” 

Billy thought of June’s advice on credits and how clow 
it was to Zinner’s. How he had muffed the telling of jj 
credit policy! 

“Tell me, Mr. Zinner, would it be a good idea to writ 
to the good-pay people that they can have credit after 
all ?” 

“Heavens, no! You’ve written too much already, 
haven’t you—yes. Better see ’em personally. [ think 
they’ll see you just made a dumb crack, and will over. 


look it because you’re a young fellow, just learning—yes, 


Good day—here’s a copy of the Courier just off the 


press.” 


Billy walked back to his store feeling vexed with him- 
Then he realized that Jones 


self and Seymore Jones. 
was not an expert on advertising, even if he did sell 
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Flere is the list of Columbia network stations 
over which Brownbilt Footlites will be broadcast. 


KLZ 
WGHP 
wowo 
KMJ 
WFBM 
KMBC 
KLRA 
KHJ 
WREC 
Wwcco 
WLAC 
WDSU 


9 P.M. 
8 P.M. 
7 P.M. 
8 P.M. 
Indianapolis, 7 P.M. 
Kansas City, 7 P.M. 
Little Rock, 7 P.M. 
8 P.M, 
7 P.M. 
7 P.M. 
7 P.M. 
New Orleans, 7 P.M. 


8 P.M. 
8 P.M. 
8 P.M. 
7 P.M. 


WADC Akron, Denver, 
WWNC ., Asheville, 
WCAO 
WBRC 
WNAC 
WMAK 
WDODP 
WwjjD 
WKRC 
WHK 
WAIU 
KRLD 


Detroit, 
Baltimore, Fort Wayne, 
Birmingham, Fresno, 
Boston, 8 P.M. 
Buftalo, 8 P.M. 
Chattanooga, 7 P.M. 
7 P.M. 
8 P.M. 
8 P.M. 
8 P.M. 


7 P.M. 


Chicago, Los Angeles, 


Cincinnati, Memphis, 
Cleveland, Minneapolis, 
Columbus, Nashville, 


Dallas, 


BROW-SN 


KFBK 
KDYL 
KFRC 
KVI 
KFPY 
WFBL 
WMAL 
KFH 


Sacramento, 


Salt Lake City, 


WABC 8 P.M. 
WTAR 
WLBW 
KFJF 

KOIL 

WCAU 
WJAS 
KOIN 

WEAN 
WDB 
WHEC 
KMOX 


New York, 
Norflolk, 8 P.M. 
Oil City, 8 P.M. 
Oklahoma City, 7 P. M. 
Omaha, 7 P.M, 
Philadelphia, 8 P.M. 
Pittsburg, 8 P.M. 
Portland, Ore. 8 P.M. 
8 P.M. 
8 P.M. 
8 P.M. 
7 P.M. 


San Francisco, 
Seattle-Tacoma, 
Spokane, 
Syracuse, 
Washington, 
Wichita, 
Providence, 
Roanoke, 
Rochester, 
Saint Louis, 


Bilt 


FOOTLITES 


Drow 
Dwoe 


Bowngarny 
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space. “I wonder when I'll learn to rely on myself— 


to get ideas from anybody but to decide for myself if 
they're any good,” Billy muttered. “Guess I know now 
what old Parker meant when he used to tell us sales- 
men we had to learn to think through a problem.” 

Just at that moment he saw Mrs. Bartoll looking in the 
window. On the spur of the moment he went out and 
spoke to her. 

“Mrs. Bartoll, excuse me for coming out, but I wanted 
to tell you what a mess I’ve gotten into through that 
letter | sent out. I had so much money out it was 
worrying me and the bank told me I ought to get on a 
cash basis—so like a young ass, I went off half-cock—” 
he then frankly told her his story. 

She listened quietly to him and then said “I’m glad 
you tol me Mr. Rogers, for I like your shoes. It hap- 
pens I’ve just bought several pairs from Morland’s— 
but later on I might give you another try.” 

Billy gave a relieved sigh as she walked away—true 
he’d lost some business but he felt he’d win her trade 
again. ‘Then he opened the copy of the Courier that 
Zinner had given him. Right away he saw an adver- 
tisement of Morland—and one sentence in bold display 
caught his eye. 

May we open a charge account for you? We are 


proud to extend the usual business credit to our 
friends and neighbors in Fretton. 


Billy’s sense of fairness made him realize that Mor- 
land had taken prompt but, this time, fair action, in 
taking advantage of a situation created by his own 
stupidity. 

That night June said to him. “Don’t change your 
policy again, Billy. You've notified the whole town in 
your newspaper advertisement, by the cards in the store, 
and by those unfortunate letters, that you are running a 
cash business. Don’t switch just because Morland takes 
advantage of his opportunity.” 

“Don’t worry, I won’t, but I’ll try to build up a charge 
business with the gilt-edge pay accounts. Now what 
shall I do with these people who won’t pay ?” 

“Well, honey, they’re no good to you anyhow. Let’s 
divide all the accounts into four classes. Those who 
can and do pay promptly—we know what to do with 
them. Next, those who can pay but are careless or 
thoughtless but quite good. Then, those who want to 
pay but are hard up. Last, the dead beats. Then write a 
letter addressed to each class.” 

An hour’s work accomplished the task. Then the two 
young people left the store. Billy was “feeling good” 
as he put it. Business was improving, cash was com- 
ing a little better—he felt he was getting hold of the 
credit situation. On the whole, things were looking 
decidedly more promising. 
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Here is practical advertising help for the thousands of retailers who sell Brown shoes. 


Because of a unique tie-up, they can—at little or no cost to themselves—get direct 


sales results for their stores. It is becoming generally recognized that the Brown 


Shoe Company policy involves helping the retailer SELL and MAKE A PROFIT. A 


rapidly growing group of retailers who, as a class, are the most successful shoe 


retailers in America sell Brown Shoes exclusively. Without cost to themselves, with- 


out in the least interfering with their independence, they receive from a central 


directing body highly practical help and guidance in modern retailing. THEY MAKE 


MONEY. “<9 <& Why don't YOU look into the Brown proposition? 


Wwws Vase Gouger, 


MANUFACTURERS 
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SPEAK FOR THEMSELVES 


Shuglov dealers report record-breaking 
sales in protective footwear... and the 


season is just beginning! 


HUGLOVS by Miller are the answer to the cry for STYLE in protective 
footwear. The enthusiasm with which women have accepted Shuglovs 

by Miller proves how well they have met this challenge. Shuglovs by 
Miller combine allthe advantages of protection with snug fit, smartness, dash! 


Imitators may come and go. But no one can make Shuglovs—except 
Miller. No one, except Miller, can buy the waterproof, trade-marked 
cloth that makes the new cloth style a marvel of tailored, glove-like fit. 


Ultra-smart colors. Browns, blues, tans and black, in one and two-tone 
models. Every number a winner and a sales-maker. Alert dealers stock 
the entire line and never miss a single sale. 


Cash in on this fast seller! Stock Shuglovs by Miller— display them 
prominently—and reap the harvest of increased profits in protective foot: 
Shuglovs by Miller offer wear sales. 


you a choice of two fab- 
rics: dainty moire rubber Now, to insure rapid delivery, a complete line of Shuglovs by Miller 


lightly but warmly lined, is stocked in 14 strategic distribution points throughout the country: Boston, 


d tly tailored cloth. a é 

ices Gales Gaaienmnes New York, Philadelphia, Pittsburgh, Buffalo, Akron, Cincinnati, Detroit, 

oe Dy sce Talon Chicago, Minneapolis, Denver, Salt Lake City, San Francisco and Port 
ookless Fasteners with 

pe sine sel land, Ore. Place your order today. 

strep. Easily cleened. "he Miller Rubber Co. of NY. Akron, Ohio, U.S.A, 


TIRES -: TUBES - ACCESSORIES AND REPAIR MATERIALS ° DRUG 
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G WEAR - SHUGLOV FOOTWEAR RUBBER BALLS AND TOYS MOLDED RUBBER GOODS 
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Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 


reel 


HSSSSSSSSsSsSSS=5= 
AN SEATING COMPANY 
1016 ony pwned Building, Chicago, Illinois 


Gentlemen : Send me, without obligation, hel; 2- 
Divina or 








ROR Ba eS lt Sta oe 


) 
| 

















Ativn bebamansaved to. 


<—=-| American Seating Company 








Ms a ee ee 














Greater comfort for your customers, 


Greater durability —chaire are guar 1016 Lytton Bldg. ff @) Chicago, Illinois 


anteed against reakage. 
Greater etonomy in cost. 15 years of Branch Offices: New York: R. 601-119 W. 40th St. 











experience to serve and assist you. Philadelphia: R. 703-1211 Chestnut St. Bosten: R. 302-69 Canal St. . 





mm D) 
FSD DON. _| 


———— 
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A BUILT-IN SHANK PIECE holds no solace for the callouseridden foot. The . eet ree yaa 


° her dro ith 
callouses wouldn’t be there if the metatarsal arch across the ball of the foot hadn’t wy Ay Se 


sagved down out of position. They won’t be disposed of until the arch is back in — 
position. 
It took months or years coming down. It can’t be set back in a minute. This must 
be done gradually. To stop the falling of the arch a support should be fitted to it, 
with just the right elevation in just the right place. To effect correction, the support 
should be raised under the weak places very little at a time, and again raised as the 
condition of the foot improves. It stands to reason that this cannot be done without Raking Ge a 
an adjustable support. “r= 
Dr. Scholl’s Corrective Foot Appliances are readily adjustable to even the very 6 a 
finest changes in elevation at any desired point. No other means can take the place 
of this scientific system. . 





Your customers have seen Dr. Scholl’s appli- 

ances advertised and are receptive to them. Why 
not fit them and correct the foot conditions that " 
cause shoe dissatisfaction? Besides being directly ance a I higher a 
condition of foot 


profitable, this will clinch the repeat business. further im- 
It is a dependable foot service that builds. Ciggaa 





Your salespeople can quickly learn to deter- 
mine the nature and extent of arch weakness 
and to fit the proper Dr. Scholl appliance. SS 


Write us for particulars. 





With this arch Fitter Dr. Scholl’s Cor- rch fully restored to 


A 
rective Foot Appliances may be ad- THE SCHOLL MFG. CO. ’ Inc. (ie orial contour on 
justed in a moment for an exact fit Largest Makers of Foot Appliances in the World eg — 
or to increase the elevation as the 213 W. Schiller Street, Chicago 


condition of the foot improves. Re- 
peating this service over a course of 62 W. 14th St., New York 112 Adelaide St., E., Toronto 


several weeks firmly cements the cus- Granville Square, London, E. C. 
tomer to the store. Branches in the leading cities of the world 


Dr Scholls 


Corrective Foot Appliances 
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BUYING POWER 








[NO OVERLAPPING STOCK| 






































[GREATER RATE OF TURN-OVER| 











(FEWER MARKDOWNS } 











{LOW COST OF BUSINESS} * 











[ORGANIZED ADERTISING AND MERCHANDIZING] 

















Buying Power Alone Will Not 


Push Your Business to Success 


It is chain organization, not chain buying power, that you must meet. Chain 
organization advantages over you are: 


A. Buying from one source—no conflict of interests. 
B. A proper rate of turnover. 

’. Fewer and less drastic markdowns. 

D. Lower cost of doing business. ° 

E. Organized advertising and merchandising. 


Independent retailers can also enjoy these advantages. 


Central Shoe Company has tried and proved a plan of retailer-manufacturer 
cooperation which gives the independent shoe retailer advantages otherwise 
enjoyed only by units of big combination. 


You can’t have too much knowledge on this subject. Write for full particu 
lars or ask our salesman. 


CanTRar, SHOR Co, 


st. Lous, MANUFACTURERS. U.S.A. 
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Sports Shoe 
Courtesy 
J. R. Newton 
& Co. 
Philadelphia 


Preterred for 
Sports 


Ino es for sports- 


wear started with 
the introduction of 
Schmidts Eric Grain. 
It has grown stead- 
ily in popular favor 


Comes in all 
stylish Shades 


Jend for a swatch 


Carl e “Cohn G& Co 


DETROIT 
Tanners of the Schmidt Calf Leathers 





RCH 
CONFORMER appeals 


The day of miracles has not passed. 


Day by day—thanks to the Arch Conformer with its radical principles 
of construction— more and more women on the sunny side of 30 are 


learning that they can end foot suffering without saying “‘bye-bye’”’ to style. 





And day by day—more and more women past 30 are discovering that 
they can wear the beautiful shoe styles of their youth without saying a 
sad farewell to the foot comfort they have learned to love. 


And the reasons therefor? 


Here they are, the big three special inter-related features that coordi- 


nate like clockwork in the amazing new Arch Conformer. 





SA DEAE SIN SN AISI CAE oH ma 





. The famous “Shock Absorber” cushion heel of a thick leather wedge between the inner and 
of pure, live rubber which depresses as the outer soles to give support from ball to heel. 
weight of the body is thrown on the heel until 
the whole foot rests naturally and firmly. (Pro- You can see this shoe now! 


tected by U. S. Patents.) 
Our sales representatives are now ready with the 


. Extra elevation at the shank just forward of beautiful new Arch Conformercreations for Spring, 
the heel, which locks the heel snugly into place 1930, to quickly respond to your call. A letter or 

7 . . , ° 
” ve =n wen oo ae re rane wire to this factory will bring one to you with the 
— ae ey and pinching of the toes. (Pro- complete story of this amazing shoe, rightly named, 
tected by U. 5. Patents.) “the greatest advance in shoemaking since 


. The metatarsal rise provided by theinsertion ‘lefts and rights’ replaced straight shoes.” 








Dorothy Dodd Shoe Company, Boston, Mass. 


In Stock Centers—Boston, Atlanta 


Chicago Sales Office: 209 South State Street 
New York Sales Office: 908-910-912 Marbridge Bldg. 
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to women on both sides of 30! 
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Arch Conformer 


for dress wear 


Super-Flex (Cement) Process $10.00 
Littleway Process . . . 8.50 


Arch Conformer 


for general wear 


Flexible Shank Welts . . $10.00 
Firm Shank Welts . . . 8.50 

















A LAMP OR A CANDLE 


dimly lighted the world prior to 1879—yes, and undoubtedly for countless 
thousands of years past! 


THE “GREAT WHITE WAY” 


is no longer on Broadway alone—the Edison invention has made the entire 
globe as bright a place to live in by night as by day. 


Why Not Edisonize Your 
Shoe Business? 


No. 8012 — Patent; Champagne M No. 8005—Patent; Beaver Ki! Top; 
Top; ELAM-COMPO. Trade Mark ELAM-COMPO. 


Do You Advance 


Keen Buyers Say SOLES 
with the times? 


that our 


honorably represent America’s Spirit 
0™ D of Progress, just as EDISON’S ELEC- () (Vv) D 
TRIC LIGHT and the acceptance of 


invention weeded out the self-satisfied, 


Infants’ Shoes are the only per- the complacent and the mentally ossi- 4t¢ as Beautiful as they are 


fect shoes for Kiddies taking fied. Wonderful. The ONLY 
docle Gent soaps. SOLES that CAN’! BE 
ELAM-COMPO—the new and better RIPPED OF PULLED OFF! 
way of attaching soles—is being ac- 
cepted by those to whom Invention 
and Progress are NOT disagreeable. 


ee The “Electrie” Wa. 
duPont Cemented Soles—no Tacks— " — 


no Wax—no Thread—attached the 
ELAM-COMPO way—are lighting the 
pathway of enterprising merchants in 
Shoedom. Like Candles, undesirable, 
unsatisfactory and antique methods of 
making shoes are doomed! 


SAMPLES ON INQUIRY 
—if you please. Old way had seams, F. S. ELAM SHOE CO., Inc. of 1929 gives perfectly sm: 


wax, stitches and lumps under the feet. Factory: Rochester, N. , » with nothing to hurt the ¢ 
EVERY OLD WAY Boston Sales Room: Statler Bldg. ELAM-COMPO WAY‘ 


Swamped with Orders We Cannot Promise Immediate Delivery. Buy for Spri' 
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Kozy Komforts 


“SLIPPERS OF MERIT” 
QUALITY LEATHER SLIPPERS WITH REAL SELLING APPEAL—FOR 


Xmas and Holidays 


PREPARE NOW FOR YOUR BIGGEST AND BEST SLIPPER SEASON 
TALK SLIPPERS — DISPLAY THEM—FEvery Customer is a Prospect 


“KOZY KOMFORTS?” can help you Sell more Slippers PROFITABLY. 


Leather Slippers offer you a Newer and Greater field in merchandising and oppor- 
tunity for Real Profits. In Kozy Komforts you will find Guaranteed Quality— 
Keenly Styled Patterns; Wood Heels, Padded Soles and Woolskin, Sheepskin 
Slippers, styles to your Own Requirements; with A SLIPPER STYLE FOR 
EVERY DEMAND. 


“Kozy Komforts” are All Year Items. 
Show-Displaying Creates that Extra 
Sale with PROFITS. Our Merchan- 
dising plan is alive and awake to your 


possibilities for Added Profits. Write 
for it today. 


No. 28783 Women's colored Kid D'Or 
argest vo.ume pro 

colors IN STOCK 

siede Out 


No. 28263 W en's colored Kid ‘‘Gyp- 
sie Bootee,”” Wood. Heals, KOZY KOMFORTS 
Woolskin Cuff and _ Trim. 


A sure Winning Fall and SLIPPERS 


Xmas Style. 


A Slipper Line that radiates with 
such Kozyness, Smartness and 
Beauty, should be a part of your 
SLIPPER MERCHANDISING 
PLAN: Our Popular Prices pave 
the way for Profitable Wolume 
Merchandisina. 


No. 7913 Men's Colored Kid Opera 
No. 7932 Men's Patent Opera; Over- (verlay trimmed, Wool Felt 
lay Trimmings, Solid Count- Linings, Solid Counter styles 
er: Leather, Felt or Satin Popular Priced Volume Men's 
linings. slippers. 


Write for Complete “IN STOCK SERVICE” We feature Quality 
Catalogue ASSURED ALL STYLES WOOLSKIN and SHEEPSKIN 


1701 Richards St. A Y O ort Shoe Mfc Milwaukee, Wis. 
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BUY 
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CHARMING AND EASY-WALKING 
OXFORDS 


GOODYEAR WELT 


1 TT 





Same Pattern as Illustrated 
for College Girls and Misses 
in Patent Leather, Snake 
Trim. 

3 to 7 College Heels.. 
1144 to 2 Misses..... 
8% to 11 Children.... 


Calf, 


0716—Brown 
o717—B lack ok cuz, CONCORD SHOE CO., Inc. 


A to Pasi _ ’s. 116 DUANE STREET, N. Y. 


iN THE 








IMPORTED ENGLISH MADE 
LEATHER BOUND BROADCLOTH SPATS 
Four Hole Buttons 


Carried in stock in the following 
colors: 


Light Gray, Medium Gray, 
Light Fawn, Medium Fawn. 
SIZES 6 TO 12 


$2.25 PER PAIR 


IMMEDIATE DELIVERY 


Also domestic Spats in stock 
from $1.00 per pair up. 


BLOG SHOE COMPANY, Inc. 


147 DUANE STREET 











OXFORDS FOR SPORTS WEAR 


New Important Woven Leather of Suede and Kid 
Combination in Brown and Black—High Grade Turns 


IN STOCK AA-C 


No. 6079-——Black suede and kid woven 
leather vamp and quarter with black 
calf tip saddle and foxing. 15/8 Ouban 
heel turn 85. 





























No. 6078—Brown suede and kid 
woven leather vamp and quarter 
with brown kid tip saddle and 
foxing. 15/8 Cuban heel turn, 

$5.00 







HAS tr" 
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ga DUANE Stal 
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ln 1 vw 
Everything in Foot 
$100,000, 000 Shoe 


In the lower part of Manhattan, between Broac- 
way and West Broadway, there is located the world’s 
greatest shoe market. This shoe market comprises 
about six square city blocks in area, and practically 
every building in this section is devoted to the selling 
of footwear and accessories. Whatever your needs 
whether it is for a novelty hot style shoe to retail ; 
$3.95, or whether your requirements are high gra: 
turns to retail at $10.00, every conceivable kind ; 
footwear is at your disposal. Men’s welts, men’s 
stitchdowns, every variety of children’s shoes, im- 
ported sandals—in fact everything in footwear c: 
be had here. 


It is conservatively estimated that in 1929 more 
than $100,000,000 worth of shoes will be sold fro: 
this centralized market, showing an appreciation hy 
shoe merchants throughout the country of the abilit, 
of this market to satisfactorily fill their needs. 


AN ASSURED SUCCESS! Y 








IN STOCK—IMMEDIATE DELIVERY 
Sizes: 2 te 8—Widths: A-B-C 


In Patent, Black 
$3 Satin and $3, 60 A A 2 
Kaffor Kid — 


159 DUANE STREET NEW YORK 






















432i—Black Suede, Gun Metal "Patent 
Trim—Same in Brown Suede, Brown 
Kid Trim—Pat. Leather with Gun Metal 
Trim—Also Brown with Ldzard 
Trim and Gun Metal with Pat. Leather 
Baby, Cuban Heels. 


Trim—High, ° 
Get Aboard With Tnese Two Winners 


$2.25 
{so -F Leather, Gun Metal Trim Ox- 
Same in Black 


and Brown Suede. 
Bote ~~ AR in High Baby, Cuban 
Heels. 





THREE EYELET BLUCHER OXF ORD 


Biack Kaffor Kid with Black Java Lizard 
122—19/8 Spike; 123—15/8 Junior 
Black Suede with Black Java Lizard 
124—19/8 Spike; 125—15/8 Junior 
Brown Suede with Brown Java Lizard 
126—19/8 Spike; 127—15/8 Junior 
Brown Kid with Brown Lizard 
128—19/8 Spike; 129—15/8 Junior 
Black Fox with Gunmetal Patent 
180—19/8 Spike; 131—15/8 Junior 
Brown Fox with Brown Kid 
132—19/8 Spike; 133—15/8 Junior 


&> 





Bizes 3 tO B.ncscseeseees $3.00 








J. WEISS SHOE CO., Inc. 
MVE ee ae =. 137 DUANE STREET 


66 
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Center 





We hope you will 
consider this a cordial 
invitation to call on 
any of the market 
establishments. The 
market is very easily 











reached from any 
part of New York. 
From Times Square 
or Pennsylvania Sta- 
tion, take the Broad- 
way-Seventh Avenue 
1 R. T. express to 
Chambers Street. 
From Grand Central 
Station take the Lex- 
ington Avenue express 
to Brooklyn Bridge. 
If you take the B. M. 
T. Suoway, get off at 
City Hall Station. 
The great wholesale 
shoe market is but a 
block or two from 
any of these stations. 




















No. 1782—Black Suede One-Strap, No. 1777—Patent Oxford, Gunmetal 
Gunmetal Patent trim; also Brown Patent Tip and Inlay; also ‘ Black 
Suede, Brown Kid trim; Black Patent, Suede, Black Patent Tip and Inlay; 
Kafi Kid trim. High and Cuban Heels Brown Suede, Brown Kid Tip and In- 
on each. , Green lay. High and Cuban Heels on each. 
Kid trim; . Blue Kid Also in Green Suede, Green Kid Tip 
trim; Brown Velvet, Brown Satin trim; and Inlay; Blue Suede, Blue Kid Tip 
Black Velvet, Black Satin trim. Hig h and Inlay. High Heels only. 

Heels only. All C Wide—Sizes 3 to 8 


BLEECKER SHOE CO. Inc. 138-140 Duane Street 














Nhe té- 
an 


“Queen of all operas” 
Conceded to be the best fitting 
and best selling pump in popular 
priced footwear ! 
, ae CARRIED IN STOCK 
in every desired leather and ma-#— 
terial! PRICES ON REQUEST % 


“If it’s good enough to copy, It’s good enough to buy!” 


uane_Shoe . haa 


143 DUANE STREET 


STORM KING 





Genuine Tan Elk 12-inch Storm Boot (with 

—_) Black Elk Knife Pocket, Straps and 
k Stay 

a in xn Black Elk. 

Sizes -? 13% 


6 3. 
Armortread Composition Sole, Leather Slip- 


Sole, White Storm Welt, Grain Leather Inner, 
In Stock. 


B. FRIEDMAN SHOE 
CO., Inc. 


109 Reade Street Established 1880 





FEATURING ANOTHER WINNER! 
TO RETAIL AT $2.95 


A new 3-eyelet tongue Oxford that is a sensational seller. 
Featured in all patent leather with perforated wing ti 
saddle and foxing. 


Also all dull mat kid with perfo- 
rated wing tip saddle and foxing. 
Also all Slack suede with patent 
perforated an. patent saddle and 
patent heel foxing. 

A real knockout style for Fall 
selling. All styles in both 21/8 
Spanish and 14/8 Cuban heel. 


Sold only 18 and 36 pair lots. 


DRYZER & ROSENBERG, Inc. 
131 Duane Street “Shoes under Market Prices” 
Headquarters for Mail Order Houses, Department Stores and Bargain Basements 





THIS BEDROOM SLIPPER RETAILS 
FOR ONE DOLLAR 


FEATURE IT FOR CHRISTMAS GIFTS 


Big “Dollar Sales” leader! A feature item for counter and aisl 

e tabi 
sales during the gift season. You can do a big turnover r~—¥ at 
Senerous profits on this fine-wearing, low-priced style. Order today 


GOLO SLIPPER COMPANY 


129 Duane Street, New York 
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COMPARE !!!! 


Full Grain plump Boarded Veal 
Police Shoe. Wear-proof Lining, 
Leather Heel Pocket. Heavy Grain 
Inner Sole, 6 iron Middle Sole, 9 iron 
Oak Bend Outer Sole. Barbour 
Storm Welt all around Heel. Wing- 
foot Heel. 


PRICE $3.60 


POWELL & CAMPBELL 
ESTABLISHED 1879 
122 DUANE ST. Established 1879 

















Celastic Box T oes possess a sturdiness 
that gives adequate protection to the 
toes of the wearer and preserves the 
original toe style of the shoe through 
long, hard wear. . . Yet, there is no 
feeling of stiffness or discomfort, for 
Celastic possesses a flexibility that pre- 
vents pinching, as well as a durability 
that prevents sagging. Celastic —The 
Quality Box Toe, keeps the toe look- 
ing young even when the shoe 
has become old. 


United Shoe Machinery Corporation 


Boston, Massachusetts 


THE QUALITY 
BOX TOE 


BAC 
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EVERY ELEMENT FOR 
— SUCCESSFUL MERCHANDISING 


With an aggressive advertising campaign behind 
such a product as Wolverine Shell Cordovan Horse- 
hide Work Shoes—made as they are from durable 
Shell Horsehide leather, Uskide soles—known by 
working men the country over for their remarkable 
wear and comfort under the most severe conditions 
—and long wearing U. S. Spring-Step rubber 
heels—it is easy to see why retail dealers who fea- 
ture Wolverines are building bigger and more profit- 
able business year after year. 


Wolverine Shoe & Tanning Corp. 
Rockford, Mich. 


ERINE 


WORK SHOES Js WORK GLOVES 


Wolverine Shoe Tanning Corp. 
ROCKFORD, o/ MICHIGAN 
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or Children 


Character Built with Nine Major Features for 


1 Solid leather _ counters, 
moulded to our own lasts, in- 
sure correct fitting qualities. 
Double fleeced inner linings 
on vamps and quarters help 
Chums to hold their shape. 
Steinbrecher Arch Support 
Shanks in the misses’, youths’ 
and growing girls’ sizes — correct 
support for the arch. 


Junior Chums 
Sizes 2-8 Widths C-D 


The Complete Welt—extend- 

ing all around the heel— 
leaves no lasting tacks or nailed 
heels to injure the feet. 


S Soft, genuine kid quarter lin- 
ings, lace stays and top bands. 


Flexible inner soles, insuring 
correct action to develop the 
foot muscles. 


Play Chums 


Sizes 5%-12 Widths B-C-D 


Normal, Healthy Foot Growth 


Ground cork filler for cushion 
resiliency. 


Ss Gold Spot Spartan 
double long wear, 
ping, flexible. 


Foot Form Lasts, all combina- 
tion—two widths narrower at 


the heel than at the ball. 


soles; 
non-slip- 


College Chums 


Sizes 3-7 Widths A-B-C 


Chums are so designed and so made as to embody all known features that contribute to the health and com- 


fort of children’s feet and the satisfaction of parents. 
specialization in Complete Welt shoes for children. 


> 
No. 370—IN STOCK 
Coffee Elk Blucher Oxford; 
shield tip; heavy oak sole. 
Also in black elk. B, C, 
_ D widths. 


The values are phenomenal—made possible only by 
Write for IN-STOCK book. 


No. 2030—IN STOCK 


Patent Leather Blucher. 


Also 


in stock in Calf and Elk Lea- 


thers. 


s eee ae . 
CEDAR GROVE 


WISCONSIN 


70 


C and D only. 


No. 313 

IN STOCK 

Patent Leather 
Blucher Oxford; 
spring or rubber heel. 
Same in Calf or Elk. 


Boor AND SHOE RECORDER 
combining THs SHOE RETAILER, Nov. 2, 1929 








TRADE-MARK 








NEWER, SMARTER STYLES 
FOR THE WOVEN LEATHER SEASON 


The new Deauville line, in an even wider range of styles and colors—now ready for shipment 


For 1930—Deauville stylists have created beautiful new 
patterns—new models—new modish shapes—new har- 
monious color combinations. The skillful tand-weaving 
of colorful leathers that distinguishes Deauville Sandals 
from all other types of footwear is the reason for their 
increasing vogue each season. 


GOLO SL 


129 DUANE STREET . - 


ad aE be 


* a. « 
R iy tec 
% ALAA )/ 
ee 
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Genuine Deauville Sandals are designed exclusively fer 
the American foot, in widths AAA to C, and are built 
over new lasts with narrow-fitting heels. 


The i:egistered trade mark, ‘‘ Deauville Sandals”’ is 
stamped on the soles of every genuine pair. 


IPPER CO. 


- NEW YORK CITY 


FRADE MARK 








More and still more 
enthusiasm over ouR HI LO FOUR 


NEW TONE 
PROCESS 


Another pace setting advancement in life-like reptilian reproduction. 


Such high brilliance —-and FOUR DISTINCT COLOR TONES where 


old processes gave only two. 


Don’t place your Spring orders for reptilian shoes until you see samples 
of what we have achieved in the HILO process. 


You'll never be content with anything less perfect. 


EXCLUSIVELY 
ANT ESSEX 
eee WARE 


VUnkeer 
“eat VVVVVV YW wvwvvvvvv 
Eos and by the way 


$3% 
*a 
‘eo 


7 have you sampled 


MYSTERY 


Another of those “different” novelties ESSEX 


is constantly turning out. 


WATERSNAKE IS THE THING FOR 
SPRING —all admit it. 


2 
~ 
S 
2 
- 
5 
< 


All the more reason why you want a dis- 
tinguishing WATERSNAKE in your shoes. 
You'll find it in MYSTERY. 


ESSEX TANNING CoO., INC. 
PEABODY, MASS. 
LAE RNRROIC CE LOE CREME HE 


CREATIVE - CRAFTSMEN - IN - CHROME - CALFSKIN 








* AULT-WILLIAMSON 


Exclusive proprietors for U. 8. A. of TARSO PHOTOGRAPHIC PROCESS which assures the most perfect reproduc- 
tion of original grain and colors. 
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AULT-WILLIAMSON AULT-WILLIAMSON ‘ AULT-WILLIAMSON 





ve Constant Comfort 
Shoes 


Arch-Supporting Turns Sure to 
Sell... but Don’t Miss Sales for 


ae . 
“Be Lack of S 
jisck” Ruby "Kid One Strap Sandal, leather ack O izes 
d, 9/8 heel. In stock Auburn—B, C, D, 

In stock St. Louis—B, C, D, E. 


No. 386—$2.25. 
s niler oie. drill lining. In stock Auburn— ” — alee 
RC DE, EE In stock St. Loule—B, C. The smart simplicity . . . the stabilized styles 
No Fiti—$1.9 . . . 
* snilar syle 'as, 986, lower grade. In stock . . . the standardized quality and national 
advertising of the famous Constant Comfort 
arch-supporting Turns make them always 


worth their full markup price. 


NOSWVITIA-LTINV % 


NO DEPRECIATION! Remember that... 

and don’t miss sales because your customers 

have shot holes in your range of styles, widths 

and sizes. It’s easier, less expensive, less 

risky to carry a full line of Ault-Williamson 

= Turns . .. and there’s a definite place for 
Huy Rid, ,One, strap, Cytou, Pump, these Turns in every woman’s shoe store. 


t 
. 179-1—$3.35. nial ‘ 
Zhe come Se fe Fetest esther. tn set Rigid steel arch supports, flexible turn fore- 


NOSWNVITIA-LTNV 


i 3. * e.2 * 
ame style as 179 on broader toe last. In parts, restful fitting qualities, substantial 
No. 178-1 


—$3.35. . . * s 
Kame a8 178 in Patent Leather. In stock St. soles, dainty edges, smart simplicity of style 


and popular prices . . . these things make 
Constant Comfort Shoes profitable merchan- 
dise. Keep them “up front” and they’lIl sell. 


Use our Fast In-stock Service 


to Keep a Full Range of Sizes 


at si L 
ry / age 


No. 162—$3.35. 
Black Ruby Kid Three Eyelet re Tie, 
13/8 heel. > stock Auburn—A, D. 


AULT-WILLIAMSON 
NOSWVITIA-LTINV 


Same style in Pyent Leather. In stock Au- 
urn— . Cc. 

No. 184—$3. 

Same ae as 162 except broader toe last. 


In stock St. Louls—A, B, C, D, E. oe _ 
No. 184-1—$3. 
Same as rh czcent *. As Leather. In 
stock St. Louis—. B, D. 
No. 161 A ip LT- 


WILLIAMSON 
Shoe Company 


TURN SHOE SPECIALISTS 
No. 161—$3.35. Manufacturers of Constant Comfort and the Modern Prophylactic Shoes 


k 
Black Ruby Kid Five Eyelet Tie, 13/8 a. BOSTON, MASS. AUBURN, ME. ST. LOUIS, MO. 


louis—AA, A, B, C, D, BE. (Sales Office) (Factory and In-stock Dept.) (In-stock Dept.) 














* AULT-WILLIAMSON 
*® NOSAVITIIA-LTINV 


AULT-WILLIAMSON s AULT-WILLIAMSON ws AULT-WILLIAMSON 
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Just a plain three strap, but it proves 
indispensable for fitting certain feet 


B1701—Black glazed kid three strap, 309 com- 
bination last, 14/8 leather heel, rubber top. 
Goodyear welt. Arch supporting shank. 


In Stock 
Widths AAAA to EEE, Sizes 24 to 11 
Price $5.25 


Take the conservative lady who wan, 
something that will hug her heel witiow 
hugging her bunion; the woman who mug 
wear arches or appliances; the woman who 
wants a general purpose shoe, yet some 
thing a bit dressier than a plain oxford: 


this three strap is sure to satisfy. 


The vamps are winged high, giving perfec 
clearance for any joint enlargement; the 
lower strap snugs in at the waist, the center 
strap engages the arch and instep, while 
the high riding top strap will hold down the 


narrowest heel. 


There are great business building possibili- 
ties in the plainer types of shoes if they are 
played right. Show this three strap to 
your local doctors and chiropodists and no- 
tice how quickly they grasp its fitting possi- 
bilities. 

Priced to permit of a generous mark-up. 
Built to stand up under unusually severe 


service. 


WMs€on Co 


——— 


37 Canal St. 


Rochester, N. Y. 


Chicago Office, 506 Security Bldg., 189 W. Madison St. 
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want 


vithout 


center 
while 


Mm the 


sibili- 
Y are 
1p to 
d no- 


OSSI- 


Ww AS THIS WARNING 


MEANT FOR 
YOU 


; 


Ar the very colorful Shoe 


Style Conference in the Belve- 
dere room, Hotel Astor, New 
York, October 15 ... Satin and 
Crepe were declared for after- 


noon and evening wear. B 


This label in shoes 
made of Skinner’s 
“Brooklyn” and 
5004” only. 


“LOOK FOR THE NAME IN 
THE SELVAGE” 


ut @eee the chairman warned both manutac- 
turers and retailers to be careful in choosing their shoe fabrics, 
stating that many were not suitable for footwear and caused 
trouble by poor service. 

His caution was a timely one—unnecessary, however, for those 
whose policy it is to use SKINNER’S Shoe Satins and Shoe 
Crepes. 

These predominant shoe fabrics are made especially for 
footwear. They have an elegance and a durability which have 
carried them into use in large quantities all over the world, 


wherever women’s fine shoes are produced. 


In heeding the warning by the chairman of the Shoe Style Con- 


ference, shoe manufacturers and retailers need only to insist on 


Skinners 


Shoe Satins and Shoe Crepes 


Made for wear and made for appearance. 
MANUFACTURED BY 


WILLIAM SKINNER & SONS 
Holyoke, Mass. 
45 East 17th St., New York 


Agents with stock in: 
Northampton, England. Montreal, Canada. 
Melbourne, Australia. Mexico City, Mexico. 
Also Central and South American and Cuban Agents 
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COMFY CHATS 








Published by the Daniel Green Felt Shoe Co., Dolgeville, N. Y. 





, Notice to those Many moderns find life so active that their & 

The Holiday 5 dealers who still slippers loaf on the closet floor. The rarer the fh 

Are S. lipper Days think that Christ- quiet evenings the more fondly do people sigh 

mastime is the for slippered ease. But instead of being ale 

only real season of the year to push slipper sales _ to enjoy that sort of evening itself, their pleasure 

—the holidays are here! is taken in preparing for it. Attention is focused 

* + # on slippers as never before. Slippers beco ne 

Make hay while the sun shines. the symbol of rare content. “. . . Slippers, you 

* + * have to be far lovelier than you used to be to 

Felt Slippers for Christmas are one of the old- keep up with my ideas of what you stand for...” 

est traditions in the shoe business. Felts are That’s just another reason why style is so 

still the best slippers in the world for older .  important—a queer reason, but very human. 
people. To many others they repre- es 

sent a warmth and comfort that nothe 

ing else can equal. Se 9 = Americans havent much time to 

- . ‘spend but plenty of money. 


* * * 


But today the modern slipper 
is styled up beyondany other A 
footwear. So you are faced 2 7 It would be difficult to find 


* * * 


with a merchandising A oi more style value in footwear 
decision that is most than is built into the 
important. Will you eae a the Daniel Green line 


lean toward the older Niet , today. It would be dif: 
traditions that give othing great 1s ever ficult to find any per: 


style no place? Or will achieved without enthusiasm 1  iod in the history of 
you make your Christ- the human race when 
mas display outstand- a (eee ae style was more wanted 
ing as a style exhibit? or better appreciated 
The bulk of your sales are made to the younger than it is today. This neat dove-tailing of supply 
generations, because, according to the census, and demand makes a wonderful opportunity for 
there are more of them. Ages 20 to 4o contain trading up. Instead of slippers at $1.50, $2.00 
a larger percent of the total population than and $2.50 you have sales at $4.50 to $650. § 
any other age group. And they are the mod- Bigger volume—bigger net—and greater sitis’ 
erns who are super-sold on style—the very lat- faction for your customers—all in this prosper: 
est — the most beautiful —and nothing else but. ous U.S. A. of 1929. 














* * * 


Even an out-board motor goes faster 
with the current. 
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TEAM PLAY WINS 


No one star “back” can win a football game by himself. 
It takes perfect team work to turn him loose for a touchdown. 
Same thing is true of leather. 


KEPNER ELK could never have won its position of leadership as a sport 
or children’s shoe leather on one point of merit alone. 


It’s rather because KEPNER ELK affords a well balanced “team” of 


those elements which the public demand in such a leather. 


Beauty, service, comfort, cleansing ease, color permanence— 
all these are repeatedly found in KEPNER ELK, and as they 
repeat themselves consistently, they help retailers to roll 

up a yearly increasing sales score. 


C. D. KEPNER LEATHER CO. 
The friendly house of Boston 
137-139 SOUTH STREET 





KEPNER ‘rose ccrs 
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Aubum Only ™ pate 


Perfect fitting - fast selling Mules 


with covered heels- all at one price 
{ Every pair with light, flexible TURN soles } 


1003 PATENT LEATHER 


1003-2 BLACK KID 
1003-4 GREEN KID 65 
1003-6 BLUE KID 


1003-3 RED KID 
1003-5 PURPLE KID 


ALFRED J. SWEET CO. 


AUBURN, MAINE J. SV CINCINNATI, OH1O 


P.O. BOX 37, STATION v 


Division of THE UNITED STATES SHOE COMPANY.., Cincinnati 
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CeP” U AG UP” Up 


EX) 


Popular Hagerstown Welts Bring ’em In 


HE stylish and fashionable patterns in street oxfords, ties and straps which 
Hagerstown has featured this Fall are making a record as quick sellers. 


Distinctive styling, beauty appeal, perfect fitting, combination lasts and narrow 
heels, service to the utmost—; these are qualities which, with their popular prices, 
are making them big profit builders for dealers stocking them. 


Size in now on these fast-selling, stylish, Goodyear welts. Note some of the most 
popular numbers illustrated from our latest folder. 


The biggest demand is for these sport oxfords in clever two-tone combinations 
of black and tan calf, smoke elk and Scotch grains with alligator trim. 


Also the center-buckle one-straps and ties of patent leather, charmingly combined 
with black lizard inlay and overlay. 


Full line is illustrated in folder just off press. Write today for Folder R-11. 


7336-R 


i. 


noe Md. USA: 


7336-R—Tan Scotch Grain and Tan Alli- ea 7312-R 
gator combination sport oxford, specially 
treated waterproof. leather sole, 11/8 
leather heel. 


7337-R—Black Scotch Grain and Black Calf 

combination, same as No. 7336-R. Girls 

—4-8, A width; 3144-8, B width; 21%4-8, C 

width. $2.90 

7300-R—Patent Chrome Blucher Oxford, 

7312-R—Tan Blucher Oxford, specially specially treated flexible chrome water- 

treated waterproof leather sole. proof sole. 

Inf.—5-8; D width. $1.85 Inf.—5-8; D width; spring heel. 

Chds.—8%-11; C and D widths. $2.10 $1.85 


Miss.— -2; i ‘ 
iss.—1144-2; B,C and D widths. $2.45 Chte-—0%-01; C end B wilthe: weiss 


rubber heel. $2.10 
7313-R—Light Smoke Elk Blucher Oxford. 


Inf.—5-8; D width. $1.85 Miss.—11%-2; B, C and D widths; rub- 
Chds.—8-11; C and D widths. $2.10 ber heel. $2.45 





WELTS -STITCHDOWNS - MSKAYS - LEGGINGS 


7329-R—Tan Elk Blucher Oxford, specially 
treated waterproof leather sole. 
Miss.—11%4-2; B, C and D widths; rubber 
heel. $2.60 
Girls—2%-8; B, C and D widths; 
rubber heel. $2.90 


7332-R—Tan Blucher Oxford, brown lizard 
trim. 


7331-R—Patent Blucher Oxford, black liz- 
ard trim. 


7333-R—Black Calf Blucher Oxford, black 
lizard trim. 
Miss.—11%-2; B, C and D widths; rub- 
ber heel. $2.60 
Girls—4-8, A width; 3%-8, B width; 
2¥%-8, C width; 11/8 rubber heel. $2.90 


7302-R—Black Calf Blucher Oxford, spe- 
cially treated flexible chrome waterproof 
sole. 
Inf.—5-8; D width; spring heel. $1.85 
Chds.—8%-11; C and D widths; 
rubber heel. s 
Miss.—11%4-2; B, C and D widths, rub- 
ber heel. $2.45 
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Other U. B. P. Publications 


Metal Trades 
The Iron Age 


Hardware Trade 
Hardware Age 
Hardware Age Catalog 


Textile 
Drv Goods Economist 
National Dry Goods Reporter and 
Drygoodsman 
National Dry Goods’ Reporter 
Wholesale 


Shoes and Hosiery 

Boot and Shoe Recorder 

Hosiery Age 
Jewelry & Optical 

Jewelers Circular 

Optical Journal 

Jewelers Circular Buyers Directory 
Automotive 

Automotive Industries 

Automobile Trade Journal. and 

Motor Age 
Motor World Wholesale 
Commercial Car Journal and Opera- 
tion & Maintenance 

Automotive Industrial Red Book 

Chilton Catalog & Directory 

Chilton Aero Directory and Catalog 
Oil 

Oil Field Engineering 

Petroleum Register 

Allen’s Superintendents Hand Book 
Toys 

Toy World 
Plumbing & Heating 

Sanitary & Heating Age 
Warehousing 

Distribution & Warehousing 
Insurance 
The Spectator 
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United Business Publishers, Inc. 
239 West 39th Street New York C ty 


OFFICERS: 
A. C. Pearson, Chairman C. A. Musselman, Vice-: <es. 


F. J. Frank, Pres. Arnold L. Davis, Sec’y F. C. Stevens, Treas. 
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Boot and Shoe Recorder 




















Internationally known as the dominant publication in the 
shoe and leather industries, its editorial leadership, advertis- 
ing supremacy and industrial standing are recognized 
wherever shoes are made and sold. 


Serving a retail industry doing a volume of two billion dol- 
lars, it shows the shoe merchant how to invest his time, 
energy, brains and capital to make a profit on each. 


Founded in Boston in 1882—strengthened by the recent ad- 
dition of The Shoe Retailer (heretofore the strong second 
paper in the trade) its new and consolidated, paid in ad- 
vance circulation covers 85% of the entire retail shoe distri- 
bution field. 


Hosiery Age 


Serving the entire hosiery industry as its distribution publi- 
cation, it specializes in “getting more hosiery sold right” in an 
alert industry selling over $600,000,000 worth of hosiery to a 
hosiery conscious public. | 





It gives complete coverage of the important store outlets. 
Organized in 1922 as the Hosiery Retailer, and now pub- 
lished in New York, it is the newest member of the U. B. P. 
family. It has a 90% retail circulation. 


Editorially it gives promise of dominating leadership in 
ideas, merchandising practice, and fashion and market pres- 
tige. Published monthly. 





“ Boot and Shoe Recorder Hosiery Age 
ty 239 West 39th St., New York City 


Controlled by 
United Business Publishers, Inc. 








Boot AND SHOE RECORDER 
combining THB SHOP RETAILER, Nov. 2, 1929 81 
























After Using Cohoes Shoe Carrybags 


FOR OVER 244 YEARS, POTTER SHOE CO. WRITES 





POTTER'S 
USE 
HOSIERY 
CARRYBAGS 
TOO! 


AND IN ADDITION— 
Every SHOE CARRYBAG that leaves your 


store carries your easily read advertisement! 


IMPROVED FOOTWEAR PACKAGING 
COMBINED WITH 
EFFECTIVE ADVERTISING 
At a Price You Can Afford to Pay 


WRITE COHOES ENVELOPE CO., Inc. 

FOR MAIN OFFICE AND FACTORY 
COHOES, N. Y. 

SAMPLES NEW YORK SALES OFFICE 


TO <> 342 MADISON AVE. 


Phone Vanderbilt 1-2-3-4 
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INNERSOLE 


superiority 


your 
nent! 
" 
7 
( [ TEESE. mA Ae = 


THE BETTER INNERSOLE 





























OncQ. 


THE 
PERFECT 
INNERSOLE 





PERMANENTLY FLEXIBLE 


UNIFORM IN QUALITY AND 
THICKNESS 


CUSHIONING RESILIENCY 
LIGHTER IN WEIGHT 
MOISTURE ABSORBENT 
TOUGH AND DURABLE 
RETAINS ITS SHAPE 

WILL NOT DRAW THE FEET 








LTHOUGH light in weight, OnNco is 
strong. It improves the construc- 
tion of a shoe. Onco lessens the 

weight, gives strength and helps preserve the 
shape. 


Shoe manufacturers feel secure when they use 
Onco Innersoles, they know that quality 
never varies. They know, too, that the iron is 
always uniform and the supply is constant. 


And when a shoe customer first slides his 
foot in on Onco he finds real comfort, even 
in new shoes. Ownco is resilient and further- 
more conforms quickly and easily to the 
contour of the foot. Its qualities are always 
constant regardless of climatic conditions. 
The natural perspiration of the foot is readily 
absorbed by the blotter-like properties of 
Onco. Yet this moisture is not retained. It 
quickly evaporates and the original flexi- 
bility, lightness and texture remain. 


Onco Innersoles add style — comfort — sala- 
bility and serviceability to shoes. 


When you are next in the market for shoes, 
specify Onco Innersoles. 











BOSTON, MASS. 
76 LINCOLN STREET 


ST. LOUIS, MO. 
1012 ARCADE BLDG, 


MINNEAPOLIS, MINN, 
736 PLYMOUTH BLDG, 





FOUNDED 1852 











OS rélond Aine 








BRANCH OFFICES 


NEW YORK CITY 
233 BROADWAY 


ATLANTA, GA. 
1023 CANDLER BLDG. 


SAN FRANCISCO, CAL, 


58 SUTTER STREET 





CHICAGO, ILL. 
110 SO. DEARBORN ST. 


PITTSBURG, PA, 
1626 OLIVER BLDG. 


MONTREAL, P. Q. 
509 NEW BIRKS BLDG. 









































ALWAYS IN STYLE 


ALWAYS IN STOCK in real demand f 
THIS SHOE IS BUILT 
FOR THE COMFORT, these days e 


FIT AND WEAR MAN 


The Torson Arch Shoe is the shoe 25,000 men 
have adopted for permanent foot comfort. The 
superiority of the Torson shoe lies in a _ scien- 
tifically designed last, which insures proper sup- 
port at every point of contact—like your foot- 
print in the sand. Try a pair your own size 
Your feet will tell you. 


Style No. 900—Brown Kid Oxford 
Style No. 901—Black Kid Oxford 
Style No. 902—Black Kid Blucher Shoe 
Style No. 903—Brown Kid Blucher Shoe... 
These four styles carried 
Heel Ball 
AAA d 7 to 
A Y 6 to 
B 6 to 
Cc 6 to 
E 6 to 


ee 
HEROLD-BERTSCH SHOE CO. 


Na 
SHOE MANUFACTURERS SINCE 1892 
GRAND RAPIDS, MICHIGAN 
































IN STOCK—LIZARDS AND SNAKES: 


AOCHESTER 


SHOES 


“RAYO”" 
Special Process 
Genuine Brown Lizard... .$7.25 
Genuine Black Lizard... .$7.25 


“TAMEA” “PARTHY” 


Special Process Special Process 
B-324—Brown Suede and Genuine 
Brown Watersnake to match....$6.25 


“HELMA” “VERDELLE”’ 


Special Process Special Process 
B-320— Genuine 
Kid Quarter . 


B-326—Genuine Brown Rajah Lizard B-322—Genuine Brown Calcutta Lizard 
$7.00 with Brown Kid Quarter $6.25 


Terms, Net 30 Days. Twenty-five cents additional for orders of less than three pairs. 
“INDRA” SIZES—AAA, 5 to 8; AA, 4/2 to 8; A, 4 to 8; B, 3% to 8; C, 3 to B 
Special Process 


B-225—Genuine Brown Lizard with 
; Brown ‘Kid Quarter $6.25 THE MENIHAN COMPANY 
CAPITAN B-164—Genuine Black Lizard with Ma‘ . 
Special Process Kid Quarter $6.25 In-Stock Department 

B-262—Genuine Brown Small Grain B-133—Genuine Neisan Tan a TE >» eo Ge te A 

Lizard with Brown Kid Quarter.$6.50 with Kid Quarter to Match....$6.35 . — _ R, N. ¥ Dn ‘ A } 
B-26i—Genuine Black Small Grain B-132—Genuine Blue Lizard with Blue Makers of Menihan Arch-Aid Shoes 

Lizard with Mat Kid Quarter. .$6.50 Kid Quarter $6.35 See page 96 for additional Menthan IN-STOCK Shoes 
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A Post Card Does the 
Trick 
AKLAND, CAL.—Swan & Ger- 
O win’s shoe department seldom has 
a regular shoe sale. When the need 
for one arises, a postal mailed to a list 
of customers telling what savings they 
will make if they call at the store at 
a certain date, always brings in enough 
people to clear out the unwanted shoes. 
No mention is ever made in the win- 
dows or newspapers of these very oc- 
casional sales, so the regular business 
of the store is not disturbed. 
¢ * = 


A Salesmen’s Sale 
AKLAND, CAL.—Here is one 


way of developing responsibility 
in a salesforce as told by A. J. Seiber- 
lich, of the Roscil shoe store. Along 
the latter part of June he asked his 
boys to make a list of all the shoes that 
they considéred would be unsalable af- 
ter September Ist. A few days went 
along and no list, a prod, and still no 
list. Finally the request became an 
order. The reason the boys did sot 
warm up to the job was because thev 
did not have the courage to voice their 
opinions. After the list was submitted, 
the boss went over it. According to 
his judgment, some numbers were left 
off and others should not have been 
put on. After a long argument, the 
boys convinced him that they were 
right in the majority of cases. 

The entire steck was shifted so that 
all the sale shoes were on one side of 
the house. We might say that this 
store carries only women’s shoes on 
the street floor. The time the sale was 
on, the boys had entered into the spirit 
of the thing. Seiberlich’s experiment 
was successful. For the first time in 


by HARRY R. TERHUNE, Fev €niror, 


history, the men selling the shoes knew 
exactly why certain shoes were being 
cut and why others were held back. 
Many shoes of the “It is a crime to sell 
them at that price” kind, were put out 
because they would be N. G. after 
September 1. During the first five days 
of the sale only three pairs of shoes 
were sold out of the regular stock. It 
was a salesmen’s sale, not a boss’ sale. 








((ONFIDENCE 


T is surprising to see the 

number of unattended chil- 
dren who go regularly to the 
Braitsch Shoe Store of Wichita, 
to buy their shoes. According 
to J. A. Braitsch, this particu- 
lar feature of the business is a 
great source of satisfaction to 
the firm, for it furnishes abso- 
lute proof that the parents have 
implicit confidence in the re- 
liability of the house, both 
from a fitting and quality 
stand point. 

It ts the belief here that 
there is a great undeveloped 
field in the work of supplying 
children with proper correc- 
tive shoes. The store is also 
conducting an effective cam- 
paign to have the children 
wear only oxfords to school. 
This is not only better for the 
child’s foot health, but it en- 
courages distinct types of shoes 
for dress and common wear. 
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Warmth in the Window 


ANSAS CITY, MO.—About four 

years ago, when on the West 
Coast, I was attracted by an advertise- 
ment, “Thru A Door On Broadway,’ 
where the atmosphere of congenial hos- 
pitality existed. As I went about this 
city, “The Heart of America,” I was 
again conscious of that same _ at- 
mosphere as it was reflected by a win- 
dow display. It happened to be the 
same store name—Walk-Over Shie 
Store—under the same management, as 
the one out in Portland. 

Remarking about the inviting warmth 
of those windows, brought this reply 
from Manager L. J. Bodungen, “Yes, 
and the colder it is, the more warmth 
they portray. Ours is the Tailored 
Shoe Salon of Kansas City, featuring 
95 per cent walking heels and the other 
5 per cent is still, we believe, the tail- 
ored type.” 

“This is quite an unusual circum- 
stance for a store located as this one 
is, in the center of a row of six shoe 
stores, all featuring high grade mer- 
chandise—to successfully merchandise 
shoes of this type only. It does point 
to a definite formulated purpose, that 
of finding a constructive policy of con- 
ducting business along lines best suited 
to this store’s needs. 

The photograph shows how wel! the 
windows are in harmony with the sub- 
ject. The backgrounds are a_ bronze 
gold effect on a levender cast craflex. 
The flooring matches the metallic effect 
of the background. All this brightness 
heightens the attractivness of the s/ioes. 
which in itself is the acme of the -how 
window display art. 

Windows reflect the personali‘y 0! 
the store to the person in the <'reet 


1929 


§ ing 
: chilc 
eto b 


























over 
This 
muc! 
vent 
beca 
bette 
thi 
T 
fitti1 


usu 
requ 
sent 
call, 
of bf 


itab 


On 


low 


it four 

West 
rertise- 
dway,” 
al hos- 
ut this 
I was 
le at- 
a win- 
be the 

Shoe 
ent, as 


yarmth 
reply 

“Ves, 
yarmth 
ailored 
turing 
> other 
ie tail- 


ircum- 
is one 
x shoe 
» mer- 
andise 
; point 
>, that 


f con- 
sitited 


> sub- 
ronze 
raflex. 
effect 
tness 
10es, 


how 


of 


I Ssick to Their 


Lasts 


MO.—Men buy- 
ing shoes at Roths- 


H ee Cie ¥, 


child’s are encouraged 
Sto buy the same last 
» over 


and over again. 
This is not done so 


Below is the record of your size and 
last which we now have in our files. 
If you find it inconvenient to call for 
your next pair just telephone or write 
and your order will receive the 
prompt, personal attention of experts. 


4 . 


On Main at Tenth 








“May we ask you to 
tell us why on the en- 
closed card.” 

The idea of sug- 
gesting that the store 
is at fault is a strong 
appeal to the custom- 
er’s sense of fair play. 
Listed 
these 


replies from 


postals show 





much to keep the in- _Sacesman 
ventory down as it is 


because the trade is 





Date 


How SoLo STYLe 


that less than 10 per 
cent of the people 
who have _ drifted 











better satisfied with 
this arrangement. 

They are very careful here of their 
fitting and are also very careful to have 
a proper record of each fitting. As K. 
A, Hemenway explained it, on a stormy 
day, Saturday especially, it is not un- 
usual for a dozen men to ’phone in, 
requesting that a pair of their shoes be 
sent over to them. Often if they don’t 
call, [lemenway does, A constant flow 
of mail orders shows that out-of-town 
customers appreciate this service too. 
A reminder that the store has an ac- 
curate record is through the free lace 
cards which are mailed a month after 


a purchase. 
e ¢ € 


Lost, Strayed or Stolen 


OPEKA, KAN.—Rounding up 
lost or strayed customers is a prof- 
itable pastime. Several different slants 


in the way of doing a first class job are 
furnished by A. R. Springer of the 
Payne Shoe Co. 

The first letter to the strays is di- 
vided into six easily read, well-spaced 
paragraphs. Skipping the three short 
introductory ones, which start as per 
usual, “In looking over our records 
—————.,” we then read, “Your silence 
may mean that you have not been prop- 
erly fitted, perhaps a lack of courtesy 
from our selling force, or from some 
cause, the shoes were not satisfactory. 

“We are deeply concerned about the 
cause—we want your valued patronage, 
to be sure—if for any reason you are 
dissatisfied, we are both losing. Cer- 
tainly if it is of enough importance to 
keep you out of our store, it is of 
enough importance that we should know 
about it. 


away were dissatis- 
fied with the shoes. 
To those answering “moved away” a 
friendly letter telling them that their 
record is still on file and that the proper 
fitting is always obtainable, brings the 
desired action in many cases, 
: e+ < 


Check Up On Suggested 
Selling 


ENVER, COL.—The more a shoe 

department is broken up _ into 
groups, the more accurate analysis of 
the business is possible, believes Harry 
E. Teets, of the Denver Dry Goods 
Co. What was three shoe departments 
has now been broken down into nine. 
These comprise the four divisions in 
women’s shoes, two each in both the 
men’s and children’s and a slipper de- 
partment. 








(COLOR AND LIGHT 








One of the interesting and attractive window displays of the Walk-Over Shoe Store, Walnut Street, Kansas City 
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STYLES Of 
TOMORROW*:> 


OF COURSE you’ve noticed the radical change 
in women’s styles this season — the surrender 
of straight lines to curves and drapes. 


And merchants who, in times past, have de- 
pended on Independent footwear to keep their 
stocks abreast of new fashion trends now feel 
confident that they are going to get a greater 
volume than ever before . . . because Inde- 
pendent models have always been designed 
with a watchful eye on tomorrow’s fashions. 


Upon receipt of your letter or wire, an Inde- 
pendent representative will be pléased to show 
you many new creations as interesting as 
*Nitta,”’ pictured below. 


Black Satin Moire Center 
Buckle One-Strap, Mat 
Kid Trim, 185 Last, 
1812/8 Heel. 

AAA to C Widths 
Special Make Only 
May be had in all de- 
sirable materials 
and colors. 


“NITT A” 





Al 


Ledipendent Shoe Manufacturers 


4 
PSN 7OuP! 


//40 Wash: ingtor » Ave oJ Tt Ours 


. Ce a mn Ge eveives =—— va) 








The Garofalo Pump made up in 
Black Satin and Patent Lea- 
ther, $6.00—can be made 
in any conceivable com- 
“bination of leather— 

19/8 and 17/8 heel. 


MANUFACTURERS 
OF HIGH GRADE F 
LADIES’ FOOTWEA} 


The big features of the Garofalo line are their 
dependability and profitable return to merchants 
utilizing our merchandise. 


GAROFALO BROS. SHOE CO. . 
58 WALTON ST. BROOKLYN, N. . 





a} 
YEARS OF EXPERIENCE 

BACK OF GREELEY 

BOUDOIRS 

If you want a house slipper 
you can depend upon to the 
‘ last pair—and of course you 
do—you want Greeleys. 
IN Easily ordered through 
STOCK your jobber. If he is 


36 Pair Cases out of them—write us. 


A. W. GREELEY | 
sed 12 Duncan St. - - Haverhill, Mass. 

















i 
POST-McVEY 


COMPANY 


* 
Cutters of 
FINE QUALITY TOPLIFTS 
of every description 
BEST OAK TOPLIFTS 


for the 


NEw WOMEN’S LEATHER 


HEEL 
347 CONGRESS ST., BOSTON, MASS 











No More Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 


Boot and Shoe Recorder 
239 West 39th Street New York, N. Y. 





Boor AND SHOB RECORDER 
combining THE SHOE RETAILER, Nov. 








slipper 
to the 
se you 
eeleys. 
1rough | 


he is | 


fe us. 








| 
| 








SHERWOOD’S IN ST 


“MISS COMET” 


No. B780 Genuine brown lizard 
vamp, brown kid nee Comet 
one-strap, 65 last. 15/8 covered 
Cuban heel $6.50 

No. B781—Genuine 
blue kid quarter 
No. B782 — Genuine black 
vamp, black kid quarter 
AAA 5 to 8; AA 4% 

A 4 to 8; B 3 tw 8; 
Cc 3 8 


blue lizard vamp, 
$6.50 


lizard 
$6. 50 


“MISS IREL” 
Last—14/8” Leather Heel 
Beauty Arch 
Std — ek Kid 


AAA 5 to 9; AA 
A 4 to 9; i 
C 3 to 9; D 3% to 9: 
E 3% to 9 


“MISS PEGGY” 
103 Last—20/8”"" Spike Heel 
Beouty Arch 
No. B4013—Black Satin 
No. B4C16—Patent 


SIZES IN STOCK 
AAA 5 to 8; AA 4% -. 8; 
A 4 to 8; B 3% to 

C 8 to 8 


“MISS MAYBEL” 


‘01 Last—14/8’" Leather Heel 
Dr. Darling 


No. B4010—Black Kid 
, SIZES y Ato 


“MISS RAYO” 


No. B405i—-Brown suede, Rayo one- 
strap, brown kid collar, 1714 last, 
17/8 Louis heel $5.25 

No. B4052—Black suede 
strap, black calf collar 

AAA 5 to 8; AA 4% to 8; 
A 4to 8; B 3 to 8; 
C 3 to 8 


Rayo one- 
. -$5.25 





“MISS BOBBIE” 


No. B4053—Brown suede vamp, brown 
kid quarter, Bobbie tie, 
14/8 covered Cuban heel 
0. B4054—Black suede vamp, dull 
Brazil quarter $5.25 

AAA 5 to 8; AA 
A 4 to "8: 
C 3 to 8 


1418 last, 
+++ $5.25 


“MISS DORIS” 
i714 Last—17/8"" Covered Heel 
Beauty Arch 
No. B4049—Patent 


SIZES IN STOCK 
AAA 5 to 8; AA 4% to 8; 
A 4to 8; B 3% to 8; 
C3to 8 





“MISS CRESSIE” 
No. 6B4055—Dark blue 7 


No. B4056—Brown kid Cressie one- 
$5.50 


strap 


AAA 5 to 8; AA 
A 4 to 8; B ; 
Cc 


3 to 


Cressie 
one-strap, 1710 last, 7/8 Louis 
$5.50 





selling. 


great profit-makers. 





READY FOR YOU NOW! 


HE very latest and most entrancing 
fashions for fall and early winter 


All the demanded leathers and fabrics. 
“Beauty Arch” and “Dr. Darling” 


are 








“MISS SUVA” 
1401 Last—-14/8” Leather Heel 
Foot Darling 
No. B4028—Black Kid 
No. 
SIZE S$ IN STOCK 
A 5 A 4% to 9; 
; B 3% to 3; 
a: D 3% to 9; 
3% to 9 


“MISS TANUARA” 
1401 Last—14/8” Leather Heel 
Foot Darling 
No. B4008—All Patent 
No. B4009-—Black Kid 
No. B4021—Brown Kid 


SIZES y STOCK 

AAA 5 to 9; AA 4} 

A 4 to 9; "B 3 § 
C 3 to 9; D 3% to 


+ 


“MISS MIDI” 
1414 Last—14/8” Covered Heel 
Beauty Arch 
No. B4035—Black 
Patent 
SIZES IN STOCK 
AAA 5 to 8; AA 2 
A 4 to 8; B 3% 
3 to 8 


a 


“MISS MERCEDA” 
1818 Last—18/8"" Covered Heel 
Beauty Arch 
No. B4050—Dull Brazil Kid.. 
SIZES IN N bie 

AAA 5 to 8; % 
A 4 to 8; s 3% 
C 3 to 8 


Beste, 


- $5.00 


N 


“MISS BARRET” 


1701 Last—17/8’" Covered Heel 
Beauty Arch 
No. B4033—Black Satin 
SIZES IN STOCK 
AA 5 to 8; AA 4% 
A 4 to 8; B 3% 


Cc 3 to 8 


* 


“MISS BARRET” 
1410 Last—14/8" Covered Heel 
Beauty Arch 
No. 684032—Black Satin 
SIZES IN Steen 
AAA 5 to 8; to 8; 
A 4 to 8; n OM "to 8; 
C 3 to 8 


SHERWOOD. ROCHESTER. NEW YORK 
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Fain LEATHERS 
os AND Sport SHOES 


How Improvements in Tanning Industry 


AAA 


cAre Helping to Sell -Atore Pairs 


HILE it may well be considered a little too 
\ \ early in the game to talk men’s sport shoes for 
next year, their extraordinary vogue this 
year, not only for sports wear but also for business, 
leads many authorities to believe that the earlier pro- 
duction is begun on this type of footwear and the earlier 
they are bought by the merchant the better it will be. 
Ordinarily the men of this country have been buying 
one pair of good looking sport shoes every other year ; 
wearing them only on state occasions ; and then only on 
those state occasions when the weather was fine. This 
year the weather has been so uniformly fine that they 
have been wearing them on every sport occasion and 
adding to their wear by donning them with business 
A great many hundred thousands of pairs thus 
There is no carry-over in the cup- 


suits. 
have been worn out. 


Types of sport shoes popular this year and 
being carried over into their spring lines by 
several manufacturers. They permit of a liberal 
use of calf as a trim on elk. Black and white was 
the favorite combination this year; with tan and 
brown second; and brown and white third. This 
order may be reversed next year if the fall 
browns in suitings carry over into next spring 
and summer 


boards of the consumer and none on the shelves of the 
retail merchant. So runs. the argument. 

Furthermore, the vogue of sport shoes has |een 
helped along by the introduction of so-called elk leat \iers 
—chrome tanned or genuine smoked veal, kips and sides. 
This mellow leather, with its quality of drying out soft 
after a wetting, and its freedom from scuffing, has made 
sport shoes extremely popular and has done much to {ur- 
ther the interest of men in footwear generally. So 
strongly do some of the producers of this leather feel 
that they are on the right track, that shoe manufacturers 
will be asked to make up samples of regular street sles 
using this leather, with the idea that it may open an en- 
tirely new avenue of distribution. 

The interesting feature of this elk vogue is that, while 
it may have competed with calfskin in other types of 
footwear, it has increased the use of calfskin in men’s 
sport footwear. The two shoes shown on this page are 
a case in point. Indeed, it is difficult to find a sport shoe 
pattern, except in the top grades, in which calfskin trim 
is not combined with elk. In some patterns as much as 
half a foot of calf is used merely as a trim on the elk 


leather shoe. 
[TURN TO PAGE 111, PLrase] 
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PROTECT YOURSELF AGAINST TARIFF 
IMMEDIATE SHIDM NTS ARE PAYABLE IN MARCH 





“MARTHA” 














F.O.B vew ork 


\ 
| SO PER 
=m PAIR 


NATURAL CALF INTERWOVEN WITH 
WHITE OR ANY COLOR. 





while 
COLORS INTERWOVEN WITH COLORS 
$2.00 

men’s ¥. een 

aia > ALL WHITE CALFSKIN OR INTER- 
~ WOVEN WITH ANY COLOR __ $2.20 
t snoe em 

» tle WIDTHS AA-D. ORDER BY PATTERN 
NAMES—CASE LOTS ONLY 36 PAIR 
ach as TO A WIDTH 

he elk 


pes of 











FASE] 











WALTHER LOEWENDAHL SHOE (O.w. 


101 WEST 31 STREET NEW YORK, N. Y. 
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HEN Grant was President, way back in 1869, two 
W brothers named Minor started a small shoe factory with 
one basic principle in mind, to make good honest shoes. 

They believed that this method would bring them success and it did. 


SS 


SSSSSSSSESSSGGOGVOSGSTGTVSVoeees 


From this beginning, down through the following years, the fac- 
tory founded by them continued to prosper, keeping abreast of and 
meeting the ever changing conditions. The concern has never 
“changed hands,” always being actively conducted by members of 





the Minor family. 





ODAY the present generation of Minors are upholding all 
past traditions by continuing to manufacture the same honest 
kind of shoes. The remarkable In-Stock Department established 


by them is an outstanding illustration that the most modern and 





successful methods of distribution are still in practice. 














Thousands of merchants throughout the entire country owe their 
success to MINOR’S SPLENDID IN-STOCK DEPARTMENT. 
They buy confidently and sell the same way, knowing that the shoes 
that are stocked will really be kept in stock for future “size-up” 





service. 









































P.WMINOR & SON. 


fAVIA. Nf 


TAVIA,ANY. 
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THE TRAVELING 


667 \ENERAL business _through- 
y out my territory is good,” 
wrote a traveling salesman to 
his boss not so long ago, “the mer- 
chant» have nothing to complain of as 
far a; retail trade is concerned, but 
they seem afraid to place orders much 
in advance of actual needs. Fill-in 
business O.K. Advance business not 
so hoi.” 

And here is at least a portion of the 
reply he received from the boss: 

“I can’t offer you a complete remedy 
for all your troubles, but I believe that 
if you will take a day off and think 
along the lines which I shall suggest, 
your order envelope will be fatter. You 
are covering the larger cities. You 
are se'ling to buyers who den’t have to 
be told anything about the time it takes 
to make and ship women’s style shoes 
in our grade. Consequently it must be 
something else which is causing the 
delay. 

“It isn’t a question of price. We know 
that is right. It isn’t a question of dis- 
satisfaction with our shoes or with our 
service. We have ample evidence of 
that. It must be hesitation caused by 
doubt as to the style trend. That being 
the case, if my guess is right, the thing 
to do is to go to your next prospect 
loaded with really authoritative in- 
formation regarding wearing apparel 
mode and the fitness of our shoes to go 
with these definitely determined gar- 
ment styles. 

“Show him that you know his prob- 
lem, persuade him to check what you 
have given him in the way of style dope 
with the buyers for garment houses in 
his city, to make sure that it is cor- 
rect; and then see if my theory is cor- 
rect—that the intelligent shoe buyer is 
not buying shoes but a portion of a 
complete costume and that any real help 
you can give him in determining what 
is needed will be followed by an order.” 


T a meeting of The Shoe Travelers 
f Association of Chicago held at 
Hotel La Salle Oct. 12, good natured 
enthusiasm was generated by the 
association’s offer to remit the 1930 
dues to any member obtaining three an- 
nual memberships to the association be- 
tween now and the first of the year. 
To members obtaining three member- 
ships but preferring a pair of golt 
shoes that prize will be awarded. 
_ The next meeting of the association 
is scheduled for Saturday Oct. 26, at 
Hotel La Salle when the association 
will play host to its membership and 
the national president and vice-pres- 
ident are being billed as the speakers 
for that affair. 
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News 
of the Road 


SHOE SALESMAN 


ENRY C. 

TAYLOR 
represents the 
Blum Shoe Manu- 
facturing Co. 
in Chicago and 
suburbs. The ac- 
companying illus- 
tration renders it 
difficult to realize 
that Mr. Taylor’s 
trade connection 
dates back to stock- 
boy days with 
Phelps, Dodge & 
Palmer, with the 
later Erskine M. Phelps as his sponsor 
and advisor. In successive positions, 
which required accurate knowledge of 
selling, advertising and merchandising 
in their various phases, Mr. Taylor has 
spent the years closely cooperating with 
all whom he contacted. His association 
with the “Dovenmuehle” organization, 
and later the house of T. G. Rhodes & 
Co., distributors of the “Blum” prod- 
uct, made it natural for Mr. Taylor at 
the close of the association with T. G. 
Rhodes & Co. to continue as the direct 
factory representative in and about 
Chicago for the “Kreep-a-Wa” line. 


Henry C. Taylor 


UGH D. HENDRY, 51 years of 
age and the Pacific Coast rep- 
resentative of the Marathon Shoe Co., 
of Wausau, Wis., was killed recently in 


an automobile accident in San Fran- | 
home was in| 


cisco. Although his 
Oregon City, Ore., he was a member of 
the Los Angeles Shoe Travelers’ Asso- 
ciation, as well as of the National Shoe 
Travelers’ Association. His body was 
sent to Oregon City for burial. 
Hendry is survived by his widow, Mrs. 
Eva Margaret Hendry, the beneficiary 
under his N.S. T. A. insurance. 


Tt semi-annual sales convention of 
Thomas G. Plant Corporation’s 
Salesmen was held at the factory in 
Boston during the week of October 14. 
At a meeting on Tuesday the salesmen 
were addressed by Lawrence Shenfield, 
Pedlar & Ryan, New York, advertising 


counsel, who outlined the company’s | 


policy for advertising during the com- 


ing six months which was followed by | 
a sales talk by the sales manager A. G. | 


Quimby. Mr. Quimby thanked the 
sales force for the splendid increase in 
sales to the retail trade, which increase 
has averaged over 150,000 pairs a 
season for the past three seasons and 
stressed the fact that the 


with them during the coming trip and 


place a good percentage cf their spring ! 
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Mr. | 


and 3. A. 


salesmen | 
should ask the retailers to cooperate | 


orders early so that the Plant Corpor- 
ation could give the service that they 
desire to their customers. The sales- 
men were very enthusiastic over the 
spring styles which were selected at 
this time for the In-Stock Departments. 

The convention closed Friday night 
and the salesmen left for their territor- 
ies. The following salesmen attended 
the convention; 

Sales Manager, A. G. Quimby; Pro- 
motion Salesman, J. L. Southwick; 
Middle West District Manager C. E. 
Goodrich; Western District Manager 
T. F. Byrnes, Jr.; Southern District 
Manager F. E. Thomas; W. C. Cleve- 
land, N. Y., Pa., Del., Md.; E. Doran, 
N. Y., Pa.; G. N. Frykberg, Ohio, Pa.; 
W. Va., N. Y.; J. B. Newcomb, Pa.; 
Ohio, W. Va.; A. H. Park, Mass., Conn., 
R. I., Vt.; C. G. Wayne, Conn., Me., 
N. H., Vt., Mass., R. I.; J. W. Wood, 
N. Y., Me, N. H., Vt.; J. E. Ivey, 
W. Va., Pa., Va., Md.; F. B. Hehl, 
New York; C. H. Denton, New York; 
W. H. James, New York, N. J., Conn.; 
V. Lambert, Pa., Ky., Md., Va., W. Va., 
Del.; J. M. O’Brien, New York; E. H. 
Dickinson, Minn., N. D., Wisc., S. D.; 
J. H. Chapman, IIl., Ind., Wisc.; R. O. 


| Crossley, Mich, Ohio; C. R. Drummond, 


Ky., W. Va., Ohio, Mich; H. J. Drum- 
mond, Ohio, Ky., Tenn., W. Va.; 
Stark, Ill., Ind., Mich., Wisc.; R. 
Byrnes, Mo., Nebr., Wyo., Colo., S. D., 
Kan.; W. P. Byrnes, Neb., Okla., Mo., 
Kan., Colo.; E. C. Cooper, Mo., Iowa; 
C. V. Hammond, La., Ark., Tex.; S. D. 
Schedel, Ariz., Colo., N. M., Tex., Ida., 
Wyo.; A. O. Montmarquet, Ill, Mo., 
Ky., Tenn., Ark.; H. B. Reynolds, Kan., 
Mo., Ark., Tex., Okla.; G. A. Brown, 
Ala., Fla., Ga., N. C., S. C., Va., Tenn.; 
J. E. Harrell, Ala, Ark., Miss., Tenn., 
La.; J. R. Morrisette, N. C., Tenn., 

C., Va.; F. W. Spicer, Fla., Ga., Ala., 
Luke, Pacific Coast. 

EORGE W. ASHE, a member of 

the new firm of C. W. Bennett & 

Co., of Fitchburg, Mass., expects soon 
to leave for his first trip to the Pacific 
Coast with the sample line of boys’ 
shoes which his firm manufactures. He 
has been covering the Central and 
Western States but this will be his first 
trip to the Coast. Mr. Ashe will call on 
volume buyers. 

RWIN W. DAVID, general manager 

of R. Stern Co., distributors of 
woven sandals, has just arrived from 
the Pacific Coast, where he was very 
successful in merchandising the Stern 
line for the 1930 season. Mr. David 
arrived from the Coast by airplane, 
quite in keeping with the speed with 
which he travels. 














a your job GROWING with you 


.. like this man’s? 


OUR opportunities with the J. C. Penney Com- 


pany are exhausted only when you are. If you 
are young, eager, ambitious, financial independence 
and enviable position in the community are yours 
to win. 


Read K. G. Foster’s story 
of youthful ambition and success 


‘*T became associated with the J. C. Penney Company 
a little over eight years ago, as I felt that I had ex- 
hausted my opportunity in the position I then held. 

‘At that time, I held a good salatied clothing posi- 
tion, but one which offered no hope of self-betterment 
or of ever gaining financial independence. 

“The J. C. Penney Company plan seemed to offer 
me the things I had always wanted, namely, a thorough 
merchandising training, the management of a store, 
and the opportunity to share in what I produced. 

“Four years after becoming associated with the 
J. C. Penney Company, I was enabled to realize my 
ambition in the management of my first store. I have 


The J. C. Penney Company is growing. We need young men 
to train for the responsibilities of managers in new stores. 


since assumed the management of a much larger store, 
and have increased my earning capacity many times over. 


“The phase of my work that gives me the greatest 
satisfaction is the development of young men in my 
store so that they may become successful managers. 

“The past eight years have firmly convinced me that 
the opportunity offered by the J. C. Penney Company 
is unequaled in the merchandising field today and I 


am proud to be included in the ranks of this great 
organization.” 


A chance to share in the product of his best energies 
—a chance to grow in capability—a chance to know 
security and see the way of the future well paved— 
these things, Mr. K. G. Foster wanted and got. 


Mr. K. G. Foster takes keen pleasure in seeing young 
men in his store shape up to be successful managers. 


This proposition has no frills 


It is a plain offer. You give us a mind, quick and 
eager to learn our business; a spirit willing to maintain 
our high standards by hard work. For you, there will 
be the kind of success K. G. Foster has earned. 


We know the men we want—young men between 
21 and 35 years, well educated, solidly grounded in: the 
dry goods, clothing or shoe business; men who can 
look us straight in the eye. If you think you can meet 
these qualifications, get in touch with us today. We 
are glad to give men like K. G. Foster a chance. 


Get in touch with us now if you feel that you are the kind 
of man we want. In a few years, you may achieve your 
life’s ambition. Write to J. C. Penney Company, Inc., Atten- 
tion Mr. J. D. Keyes, Room 1703-P, 330 West 34th Sireet, 
New York, N. Y.; or Attention Mr. E. M. De Moss, Koom 
1351-P, 400 S. 14th Street, St. Louis, Mo.; or Attention Mr. 
Wm. H. Dayton, Room 1323-P3 Russ Building, San * ran- 
cisco, California; or Attention Mr. A. M. Walters, !‘oom 
1125-P3, Perrine Building, Oklahoma City, Okla. 
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P A. CRAFTS, who recently asso- 
« ciated himself with the United 
States Rubber Co. in the Fibre Pro- 
ducts Division, is making a trip through 
the East promoting the sales of various 
fibre products largely used in the shoe 
industry. From Boston he will go to 
New York. While making his head- 
quarters in Cleveland, Mr. Crafts ex- 
pects to spend most of his time at the 
several branches and with shoe man- 
ufacturers who use this product. 


A ROUSING meeting of the Ne- 
braska Shoe Travelers’ Association 
was held on October 19 in Omaha, guests 
of honor being Joseph Kalisky, chair- 
man of the Membership Committee of 
the National Shoe Travelers’ Associa- 
tion, and Ross Bates, regional governor 
for the Northwest. Insurance matters 
were discussed, a report was rendered 
showing how many positions had been 
secured for member travelers and other 
activities were planned. Officers of the 
assoviation are Herman B. Kohl, pres- 
ident; W. E. Wombles, vice-president; 
and . B. Gesman, secretary-treasurer. 


Se E Vitality Shoe Company branch 
of the International Shoe Company 
has completed the new spring line 
which has been inspected by the sales 
force at a conference held in St. Louis 
week of Oct. 21. Increased production 
has been provided for, due to the in- 
creased demand. Many patterns in the 
line are carried in stock. Several addi- 
tions have been made to the sales force. 
A. W. Shaw will travel New England 
and New York; J. L. Locke, Southeast- 
ern territory, headquarters Greenville, 
S. C.; George K. Wheeler, Texas, Okla- 
homa and Louisiana; Charles E. Todd, 
Ohio, with headquarters in Columbus. 
The line was presented by Arthur B. 
Fletcher, sales manager, and E. M. 
Rogers, stylist. 


A FEATURE of the coming Na- 
tional Shoe Retailers’ Association 
convention, to be held in St. Louis Jan- 
uary 6, 7, 8 and 9, will be a get- 
together of all salesmen on Tuesday 
morning, January 7 in the Crystal 
Room of the Jefferson Hotel. This 
meeting, to be patterned after the one 
held at the San Francisco convention 
this year, will be a pay-as-you-go break- 
fast at 8 a. m., and the meeting will be 
addressed by Ernest A. Burrill, educa- 
tional advisor of the National Shoe Re- 
tailers’ Association, who called the 
meeting at San Francisco and who was 
the chief speaker. Mr. Burrill has 
chosen for his sbject “Merchandising 
Salesmanship.” The meeting, the sub- 
ject and the speaker have all received 
the hearty indorsement of the National 
Shoe Travelers’ Association, which as- 
sociation, however, wishes it under- 
stood that attendance at the breakfast- 
meeting is not to be confined to mem- 
bers of the association. Every traveler, 
irrespective of his association affilia- 
tions, is cordially invited to be present. 
Manufacturers are urged to enlist the 
interest of their sales forces, and many 
have already signified their intention of 
aving as many as possible of their 
men at the meeting. The time of the 
meeting, 8 a. m. to 9 a. m., will make 





possible a 100 per cent attendance. 
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HE twenty-first 
i. birthday of the 
Shoe Travelers 
Association of 
Chicago was cele- 
brated in the Rose 
Room of Hotel 
Sherman, Saturday 
afternoon, October 
26th, with Presi- 
dent Harry Strand- 
hagen presiding 
and introducing 
the several distin- 
guished visitors 
and veteran mem- 
bers of the organization. 

The outstanding feature of the 
meeting was the public presentation to 
Dave Davis of a handsomely engrossed 
appreciation by the national association 
for the fifteen years faithful applica- 
tion which Mr. Davis gave to the 
national body. 

In a virile, direct manner Frank 
Larkin, president of The N. S. T. A., 
told of his pleasure in coming down 
from Milwaukee to help the Chicago 
association celebrate reaching the years 
of its majority. 

“The principle thought,” said Mr. 
Larkin, “that I want to stress and 
leave with you is to prepare yourselves 
to work along cooperative lines. Too 
many of our locals have been mani- 
festing apathy, too many association 
ranks have been thinning and we all 
need to get busy and fill up the mem- 
bership lists. 

L. L. Imig, former president of The 
Shoe Travelers Association of Wis- 
consin, explained his attendance at the 
dinner as due to his desire to felicitate 
the Chicago travelers. 

Jack Llewellyn, of The Los Angeles 
Shoe Travelers’ Association, delivered 
a ‘happy birthday to you’ talk and 
paid a tribute to the boys of the ‘im- 
perial city of Chicago’ by declaring 
that he feels as much at home in 
Chicago as in his home organization. 

Ralph Stadeker, introduced as the 
orator of the Chicago association and 
the possessor of the much sought 
fountain of youth proved his capabili- 
ties along both lines with a review of 
accomplishment and a tribute to the 
high motives which have actuated those 
in charge of the ‘Traveler’ movement 
over the past score of years. “Many 
associations,” Mr. Stadeker said, “have 
been formed for mutual financial 
benefits but to our lasting honor our 
association was conceived for the sole 
unselfish purpose of helpfulness. 

“Barney” Bowen, of the BooT AND 
SHOE RECORDER, heartened the traveling 
men with assurances that despite the 
present day methods to “machinize” 
selling that it is impossible to eliminate 
the representatives of some concerns. 
He pointed out the impossibility of store 
managers, often poorly paid, injecting 
in their work the interest and public 
service with which an independent mer- 
chant carries on. Mr. Bowen described 
the growth by independent retail shoe 
merchants in conducting their estab- 
lishments by more scientific methods as 
evidenced by the fifty per cent increase 
in the distribution of “Recorder” stock- 
record systems as compared with the 
corresponding period of any previous 
year. In closing he predicted that the 
traveling shoe salesman of the future 
promises to be more of a merchandising 
engineer. 


Frank Larkin 
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tandard 
of the 
West 


Since 1879 


Celebrated 
Cowboy Boots 


For 50 years Jus- 
tins have made 
Cowboy Boots for 
the most exacting 
trade, “The Amer- 
ican Cowboy,’ 
qualifying “JUS- 
TIN’S” as leaders 
among ‘‘Boot 
Builders.” 


Justin’s 
Famous 
Lace Boots 


“For All Outdoor 
Wear.” Many styles 
“In Stock,” some in 
widths A to E inclu- 
sive. All numbers have 
Patented Crimped 
Tongue, Steel Arch 
Support and other 
JUSTIN features. 


Justin’s 


Riding Boots 


For Men and Wo- 
men. Done in the 
English manner 
and made by the 
same Master 
Craftsmen who 
fashioned JUS- 
TIN Cowboy 
boots, known the 
world over. Some 
numbers ‘‘In 
Stock.” 


Catalog on request 


H. J. Justin & Sons, Inc. 


Manufacturers 


320 South Lake Street 


Fort Worth, Texas 























“HINDU” 
Special Process 


B-239—Brown Ring Lizard 
CEE ccoccesceveccecccece $5.10 





“REGENT” 

t Nu Mode Process 

4 B-336—wWhite Silk Moire. .$5.25 ° 
i Suitable for Tinting. 


B-335—Black Silk Moire... 5.00 








“TRIFLE” 
Spectal Process 
B-275—Brown Suede with 
Brown Kid Trim and Rajah 
Lizard Tabs on Quarter. ..85.25 
B-274—Black Suede with 
Patent Leather Trim and 


Black 
SED 6-<6-6:0:6bs-ergnen ° 5.25 


Se ee ese 





“CLARE” 
22/8 Heel 
Special Process 


B-273—Brown Velvet .....84.25 
B-268—Black Velvet ..... 4.25 
B-573—Black Satin ...... 25 
B-574—Black Calf (Light 
NS a alld dnd doe0 eae 25 
B-572—Patent Leather ... 4.25 
B-224—White Satin ...... 4.75 
B-555—White Kid ....... 4.85 


Terms, Net 30 Days. 
Twenty-five cents ad- 
ditional for orders of 
less than three pairs. 










Menihan’s IN STOCK—’Nuf Said! 


“TAMEA” 
Special Process 
B-292--Brown Calcuttg Liz- 


ard Calf (Imitation) $5.25 





“REGENT” 
20/8 Heel 
Nu Mode Process 


B-345—White Kid 
B-180—Mat Kid 





“FLING” 
Spectal Process 


B-228—Brown Suede with 
Brown Lizard Trim...... $5.10 





“TAMEA” 


Special Process 
B-276—Mat Kid with Black 
Shark Calf Straps 
B-278—Brown Kid with 
Brown Scorpion Calf Straps 5.25 
B-301—Patent Leather with 
Black Shark Calf Straps.. 4.85 





“VONNY” 


“BERNICIA” 
Spectal Process Special Process 
B-323—Bilack Kid with Nickel B-333—Imported White Silk 
—— and Jet Buckle.......... 85.00 x th Silver Kid Trim. $5.25 
B-349—Brown Kid with Gold SF Se aoe 
and Brown Buekle........ 5.25 





“FAIRY” 
Zuso 
Nu Mode Process 


B-283—Silver Tinseled Cloth, 
suitable for tinting....... $5.50 


“TAMEA” 
19/8 Spike Heel 
Special Process 
B-290—Brown Calcutta Liz- 
ard Calf (Imitation) ....85.25 


eacel 





“MONTE” 
Special Process 
B-302—Dull Black Kid... .85.10 
B-305—Brown Kid 5.25 


“TAMEA” 
Special Process 
B-294—-Dull Black Kid with 
Black Shark Calf Straps. .84.85 
B-300—Brown Kid _ with 
Brown Scorpion Calf Straps 5.10 


B-293—Patent Leather with 
Black Shark Calf Straps.. 4.75 








See Our Reptilian Advertisement—Page 85. 


THE MENIHAN COMPANY 


In-Stock Department 
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“REGENT” 
19/8 Heel 
Special Process 
B-272—Brown Suede ..... 5.00 
B-270—Black Suede ...... 5.00 
214 Sn” eases 4.35 
-176—Black Calf (Light a 
MEE sivendscuneeeso<< 35 “VIRADO 
ee ak hay od 4.35 Special Process 
-286—Brown Kid ....... ° 
B-170—Imported Wh. Crepe ee ao par eninr 
Silk, suitable for tinting ~128—Blue Kid 
OE TR patie 00 B-310—Brown Kid ....... 
B-171—Imported BI. Silk B-330—Brown Suede 
WD Siecesccéscesseces 85 B-332—Black Suede 
SIZES 


AAA weeeees 
AA 


A cecccccece 


| to 
eocccceee+4% to 

oe4 to 
Bo cccccceccssed ye tO 


ROCHESTER, N. Y., U. S. A. Cc 
Makers of Menihan Arch-Aid Shoes 
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SATURDAY, NOVEMBER 2, 1929 


EVERY WEEK 





NATIONAL NEWS 





= 


Leather Trade 
Hears Talks on 
Vital Problems 


BurFraLo, N. Y.—At the annual meet- 
ing of the Tanners Council of America, 
held here last week, the election of 
officers and directors resulted as fol- 
lows: 

Exccutive Officers—Chairman of 
Board: Willis R. Fisher, A. C. Law- 
rence Leather Co.; president: Fraser 
M. Moffat; vice-president: David G. 
Ong, United States Leather Co.; vice- 
president: Harold Connett, Surpass 
Leather Co.; vice-president: Victor G. 
Lumbard, Ohio Leather Co.; vice-presi- 
dent: George B. Bernheim, R. Neu- 
mann & Co.; treasurer, Cecil Q. Adams, 
Bristol Patent Leather Co.; secretary, 
J. Louis Nelsor. 

Division Directors—-Bag and strap: 
Julian B. Hatton, Eagle Ottawa 
Leather Co., Grand Haven; calf and 
kip: August H. Vogel, Pfister & Vogel 
Leather Co., Milwaukee, Wis.; glove: 
Joseph W. Mendel, Gloversville Leather 
Mfg. Co., Gloversville; goat and ca- 
bretta: Harold Connett, Surpass 
Leather Co., Philadelphia, Pa.; har- 
ness: Harry V. Bretney, H. V. Bret- 
ney Co., Springfield, Ohio; sheep and 
lamb: Harold N. Goodspeed, A. C. Law- 
rence Leather Co., Boston; sole and 
belting: Frank H. Willard, Graton & 
Knight Co., Worcester, Mass.; upper: 
Joseph W. Bryon, W. D. Bryon & Sons, 
Inc., Williamsport, Md.; upholstery: 
William Hatton, Eagle Ottawa Leather 
Co., Grand Haven. 

Directors-at-Large (terms expire Oc- 
tober, 1930)—Henry W. Boyd, Armour 
Leather Co., Chicago, Ill.; Claude A. 
Douthit, American Hide & Leather Co., 
Boston, Mass.; David B. Eisendrath, 
B. D. Eisendrath Tanning Co., Racine, 
Wis.; Ernest Griess, Griess-Pfleger 
Tanning Co., Cincinnati, Ohio; Willard 
Helburn, Helburn Thompson Co., Salem, 
Mass.; S. K. Mulford, Jr., England, 
Walton & Co., Philadelphia, Pa.; Edwin 
L. Neilson, American Oak Leather Co., 
Cincinnati, Ohio; Louis J. Robertson, 
Robertson Leather Co., New York City; 
Laird H. Simons, Williams Amer. Co., 
Philadelphia, Pa.; Edward M. Wins- 
low, Benz Kid Co., Lynn, Mass. 


Directors-at-Large (terms expire Oc- 
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| topics were given. 


See No Lessened Demand for Shoes 


Retailers Interviewed as to Possible Effects of Stock Market 
Liquidation Think Luxuries Will Be Affected Most 


NEw YorRK — Spectacular develop- 
ments in the stock market in the past 
week have given rise to much specu- 
lation as to the future course of busi- 
ness and possible effects of the wide- 
spread liquidation of securities upon 
retail trade conditions. 

Shoe merchants whose opinions were 
sought by Boot AND SHOE RECORDER 
expressed little, if any, apprehension 
as to the immediate effect of the mar- 
ket situation on the retail shoe busi- 
ness. It was pointed out that the in- 
crease in production figures and the 
high level of activity in leading shoe 
centers indicates that retail stocks are 
in a healthy condition and that mer- 
chants are not overloaded with shoes. 
They are, therefore, well prepared to 
meet any situation that may arise, and 
it seems the general belief that any 
effect which the stock market situation 
may have upon retail business will be 
of short duration and minor import- 
ance. 

In New York, where the effects of 
stock market developments are reflect- 
ed more acutely than elsewhere, some 
shoe merchants felt that there will be 
an inclination on the part of women 
who ordinarily buy the finer grades of 
shoes to purchase fewer pairs and less 








& F. Carlisle Co., Saginaw, Mich.; 
Robert B. Deford, The Deford Co., 
Baltimore, Md.; John C, Lilly, Barnet 
Leather Co., Boston, Mass.; Elliott L. 
Macdonald, The L. B. Southwick Co., 
Peabody, Mass.; Burt W. Rankin, 
Hunt-Rankin Leather Co., Boston, 
Mass.; Ansley K. Salz, A. K. Salz Co., 
San Francisco, Cal.; August H. Vogel, 
Pfister & Vogel Leather Co., Milwau- 
kee, Wis.; J. Wirt Willis, New Castle 
Leather Co., Wilmington, Del. 

The meeting proved most successful 
and, in addition to the transaction of 
business, interesting addresses on trade 
Vital problems of 
the industry were discussed from many 


| angles and technical developments in | 
tober, 1931)—F rederick Carlisle, F. W. | the industry were considered in detail. | 
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costly footwear. On the other hand, 
it was pointed out that the losses in 
stocks consisted largely of paper profits 
that were never actually realized. So 
long as employment and incomes are 
maintained, it was argued, there ap- 
pears to be no good reason why con- 
sumers should curtail their purchases 
of the necessities of life. 


That the first effect of the crash in 
security prices will be felt by industries 
concerned with luxuries was generally 
conceded, but a good many retailers 
are of the opinion that in recent years 
the luxuries have had the better of it 
so far as business is concerned, and 
that some of the spending power hith- 
erto devoted to stock speculation and 
the buying of luxury goods may now 
be spent for footwear and other ne- 
cessities. 

In the case of department stores, it 
is felt that there will be a tendency 
on the part of merchandise managers 
to curtail buying for a time, but in 
some New York stores it was learned 
that this policy will not be pursued in 
the shoe department, where stocks al- 
ready are low. The consensus of opin- 
ion seems to be that the market situa- 
tion of itself will not be of serious 
nation-wide importance so far as the 
retail shoes business is concerned. The 
question is whether its effect upon in- 
dustry in general may result in a less- 
ened buying power which eventually 
will be reflected in retail business in 
every line. 


Stuhler’s in New Store 


MONTICELLO, IOwA—The shoe depart- 
ment is an important feature of the 
fine new store of Geo. Stuhler’s Sons 
Co., which opened here early in Octo- 
ber. The business was originally start- 
ed by George Stuhler, Sr., in 1861, as 
a shoe store. Fred S. Stuhler has been 
in active charge of the shoe depart- 
ment since 1921. He is a former presi- 
dent of the Iowa Shoe Retailers’ Asso- 
ciation. Men’s, women’s and children’s 
shoes are featured. 













Longer Skirts Mean Prettier Shoes y 


And we have just the styles that 


meet the new trend in feminine 






BONNIE 


Bro liz all_over 
Spike and B Louis, A-B-C....$3.60 . 
Brown Ringtail Liz vp kid qtr 

Spike and Seaban”Ab-6. "3.0 pared for style changes with 
Bro kid all over 


fashion. As usual we are pre- 












Baby Louis only, A-B-C....... $3.60 

Blk calf all over sh that sell 

Baby Louis only, A-B-C........ $3.60 oes a 

Gun met pat vp, blk kid qtr 

Spike and cuban, A-B-C...... $3.60 1 

Bro ooze vp. kid atr Yours tru y> 

Spike -and cuban, A-B-C...... $3.66 REGENT 
Spik end 6 ban, ‘A-B-C $3.60 

Spike a uban, -B-C...200 s 

Green bed aa GEO. M. ROSEN Ae age 

Spike only, A-B-C............ $3.60 pike and Baby Louis, AA-C..$3.60 
Burgundy ooze White brocade satin 

Spike only, A-B-C............ $3.60 Spike only, AA-C............. $3.60 











White satin 











Spike only, 
















Brown ooze 
See Ge, BBD. ccccessced $3.60 
Green ooze kid qtr 
Spike only, A-B-C............ $3.60 
Green kid, spike only, A-C....$3.60 
Bik sat 
Spike a Baby Louis, AA-C..$3.60 
— — oo aS Matt kid 
_MERCHANTS) ; Spike and Baby Louis, AA-C..$3.60 
eon liz Mg “t qtr $ 
Spike only, A Cu c00 .. $3.60 
ser co. 3 Blk brocade sat 
es BOSTON SO - Spike only, A-B-C..... $3.60 
Gun met pat iea 
Spike only, A-B-C.... .. $3.60 
BELLE Brown kid 
Spike only, A-B-C....... . $3.85 






Pat lea gun met pat trim Silver kid 


eo eee 57 Lincoln Street —ie,,e/ 


i ir 
Spike and cuban, A-B-C....... $3.66 B M White Brocade, Silver Kid, Mat Kid 
Bik ooze liz trim oston, ass. and Black Brocade styles come in round 
Spike and cuban, A-B-C....... $3.60 toe also. 








°**DEAUVILLE’ 


> OFFERS <¢ 


A TRIO OF ee f 
RADID=-FIRE SELLERS 


*“MADEMOISELLE” “HOLFAST”’ “MADONNA” 






































































A Metal Clasp Ornament Much in The BEST Buckle Holder; In Stock A Three-Pearl Clasp Ornament 





Demand Just Now. May Be Had for Rush Delivery. Samples and Which Is Taking the Country | 
in Any Shade...... $2.50 Doz. Prs. Prices Gladly Submitted. Storm. All Popular Shades 
$6 Doz. Pr 










IN-STOCK DELIVERY! ’Phone, Write or Wire Your Requirements. 
DEAUVILLE IMPORT CORP. 


38 West 32nd Street 














New York 
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ittractive display windows and doorway of the new store of J. D. 
Mittelbach at 628 Sixteenth Street, Denver, Coll. 








Tariff Is Topic at Boston Club 


Congressmen A. Piatt Andrew and William P. Connery Chief 
Speakers at First Meeting of Season 


Boston, Mass.— The first of the 
series of Fall and Winter dinner 
meetings of the Boston Boot and Shoe 
Club, held October 23, at the Hotel 
Statler, was dedicated to a discussion 
of the tariff, with Congressmen A. 
Piatt Andrew and William P. Connery, 
Jr., as chief speakers. 

The former argued that a logical 
solution of the protection problems of 
the shoe and leather industries, as well 
as of other industries, could be found 
in an act of Congress authorizing the 
President to impose import duties, 
when necessary, on articles now on the 
free list. The President already has 
authority to increase the duty on duti- 
able articles but Congressman Piatt 
now urges that this power be extended 
also to the free list. 

Congressman Connery reviewed the 
fight in the House of Representatives 
to have shoes given protection, stated 
rather plainly that the shoe trade had 
not been given all it asked for because 
the industry did not present a united 
front, and urged all present to bring 
pressure to bear on the twelve Senators 
from New England. 

August Vogel, Jr., president of the 
club, gave. a comprehensive review of 
the styles conference in New York City, 
illustrating his remarks on color by 





showing actual skins of kid and calf, in | 


the colors selected at the conference, for 
winter, early spring and summer wear. 
Thomas F. Anderson, secretary, re- 
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| 


ported the addition of a record number | 


of new members as the result of a 
membership drive, in which high man 
was Daniel Tyler, of the Linscott, Tyler, 
Wilson Co. A memorial to Thomas 
Alvah Edison also was read in which 
the club paid tribute, as the entire 
nation has recently, to his achievements 
in the scientific field. 

As a result of the tariff discussion, 
the club sent the following telegram, 
signed by secretary Anderson, to each 
of the New England Senators: 

“Following an enthusiastic meeting 
here last evening, addressed by Repre- 
sentatives Andrew and Connery, the 
Boston Boot and Shoe Club strongly 
urges you and our other New England 
Senators to persevere in your efforts to 
secure for the leather and footwear 
industry the tariff protection it so 
obviously and imperatively needs. At 
the same time we heartily thank you 
for the helpful cooperation you already 
have given.” 

The shoe trade continues to be greatly 
troubled over the large volume of im- 
portations of foreign footwear figures 
for the nine months of 1929, showing 
an increase of 130.2 per cent in total 
quantity as compared with the same 
period in 1928, and an increase in 
women’s shoes of 165.6 per cent. At 
the present rate of importations, the 
total 1929 value of foreign shoes sent 
to the United States will be between 
$17,000,000 and $18,000,000. 
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TIONAL PARK 


HIKING BOOTS 


| Aviatrix 
| Boot 


| 

i 

Style 311 

| Brown Elk 
Height 12 inches 

| Price $5.20 


IN STOCK 


| NATIONAL 


. PARK 


Sport — 
Hiking — 
Aviation 


BOOTS 
IN STOCK 


6 — STYLES — 6 
THE OTHER FIVE 


Style 300 Yellowstone 14inch $5.90 


Style 310 Black Hills 14inch 6.00 
Style 317 Sport Boot 8inch 4.60 


Suitable for members of the Girl Scouts and 
Campfire Girls organizations 


Style 312 Rocky Mountain 14 inch 
Style 318 Grand Canyon 14 inch 


SIZES 
5/8 A, 4/8 B, 2%/8 C, 24/8 D 
Terms 5% 10 days. Net 30 days 
Write for sample pairs or folder. 


5.70 
5.70 





See Our Line—N.S.R.A., St. Louis 
Show, January 6, 7, 8, 9, Hotel 
Lennox, Parlor B—Jefferson Hotel, 

Room 1037. 
| 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
AURORA MISSOURI 


| Makers of the famous Kewpie Twins Health 
Shoes for Children, Sportwalks—smart light 
weight welts for college girls. 


: SONAL > 
Ni IKING Boneh 








REG. US. PAT OFF 





























IMPORTED 


ENGLISH BOOTS 


IN STOCK 


Boots made by England’s 


Finest Bootmakers. 


The largest stock and variety 
of imported Riding, Field, 
Aviation and Jodhpur boots 
in the United States for IM- 
MEDIATE SHIPMENTS. 


Priced 


MEN’S 
from 


$11.50 


Write for 
descriptive 
catalogue 


WOMEN’S 


from 


$10.50 










COLT-CROMWELL CO., Inc. 
Established 1899 


1239 Broadway 


New York, N. Y. 





Place Your Shoe Orders 


The 





Republic 


State at Adams 
CHICAGO 


The Home of the Following Shoe Firms: 


D. Armstrong & Co. 

Best Ever Slipper Co., Inc. 

Big “K” Shoe Co. 

Burlington Turn Shoe Co. 

The J. R. Burns Shoe Co. 
Burrows Shoe Co. 

Carlisle Shoe Co. 

Chicago Theatrical Shoe Co. 
Commonwealth Shoe & Leather 


0. 

Copeland & Ryder Shoe Co. 
Craddock Terry Co., Ine. 
Wm. G. Dodge Shoe Co. 
Dunn & MeCarthy, Inc. 

J. Edwards & Co. 

Elwill Shoe Company 
Empire Specialty Footwear Co. 
Excelsior Shoe Co. 

Feltman & Curme 

Cc. P. Ford & Co. 

William Goldstein Shoes, Inc. 
Gelo Slipper Co. 


ALSO: ARNOLD BROS. & CO. 


NOVELTY CO. (Buckles) and MAISON 


Hagerstown Shoe & Legging (C». 
Hamilton Brown Shoe Co. 
Harsh & Chapline Shoe Co. 
Huntington Shoe & Leather C., 
Interstate Shoe Co. 

Johns Tilt Shoe Co. 
Marmon Shoe Co. 

McElroy Slean Shoe Co. 

H. W. Merriam Shoe Co. 
Meyer Bros. Shoe Co. 

I. Miller & Sons, Inc. 
National Felt Slipper Co. 
O’Connor & Goldberg 
Paragon Slipper Mfg. Co. 
Thomas G. Plant Corp. 
Prospect Shoe Co. 

Dr. Reed Cushion Shoe Co. 
E. P. Reed & Co. 

Seymour Troy Shoe Co. 
Sherwood Shoe Co. 
Stacy-Adams Shoe Co. 

St. Lomo Shoe Co. 
Universal Shoe Mfg. Co. 


FRENCH BEADING & 
MANN (Buckles). 


(Lasts); 


Communicate with OFFICE of the REPUBLIC 
for Information Regarding Available Shoe Display Roonis 
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Style B-351 


Maize Shoe Co. 


<SUNBEAM 


OTA TIN \ NRO 
G.0'| in INR 






Di psn 


Patent Blucher Stitchstep; 2/6...... $1.30 









UBUEUE UBURD 


YY) fp ZEA ! 
CAEP 


_ Here’s a 
Big Seller! 

and— ie 
IN STOCK! . 


All leather 
shoes — we'll 


bs 
fill your order & 


today. 








Rochester, N. Y. 









SALESMEN! 
America. 
STOCK. Write Us! 





Here’s the greatest side line in 
Good commissions—all goods shipped from 








































ORDER XMAS TICKETS NOW— 





Green and red border with 


hand lettered gespee in 
black. (Actual size) 


Attractive 
Holiday Season 
Price Tickets 
With 64 prices:— 
69c to $17.50 
25c per doz. 





6 doz., $1.25 
12 doz., $2.25 


Cash or Stamps 





With Order 
Quantity of each printed 
price necessarily limited. 
Orders filled in order of 
receipt. All orders to be 
mailed out on Nov. 18 
te 23. 


Merchants Service Dept. 


BOOT AND SHOE RECORD&R 


189 W. Madison St., Chicago 
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Wall Street Prefers 
Custom Last 


New YorK—In a recent survey of 
the Wall Street district, it was found 
that a swing to the custom type of last 
with a narrower toe than formerly and 
a sudden swing to the military heel in 
popular grades, was noticed. 

This is a change from the square 
toed collegiate type but it is due to the 
change in dress and the narrowing up 
of the mannish silhouette. 

The trouser leg is no longer of the 
sailor flare, but a more conservative cut 
has come into the picture. This of 
course brings about a change of last. 

It was also found that the brown 
suits so popular in the banking district 
have brought about a big purchase for 
brown footwear. 

It was noticed that in the heart of 
the (istrict the chains and popular 
priced stores did the business. Where 
are the custom boot shops for the Wall 
Stre-t clientele? It was tabulated = 
in the 


the \Vall Street man arrives 
office about ten and leaves about half 
past three. He either motors uptown 


or hurriedly jumps a train. He has 
his shop preferences and is usually 
fastilious about his boots. 


The custom last with perforations 
and pinking effects is important, 
invisible eyelets and round laces are 
also used. 


At one of the favored sportswear 
houses, McAfee’s heel and angle or key 
heels were cited as a new and accepted 
importance in men’s footwear. 

A new semi-moccasin has also entered 
the winter walking shoe picture for 
town wear. This shoe is made of grain 
leather with a seamless quarter, the 
sides are cut in one as the matching 
is done on the toe line by an almost 
invisible seam. The interest in custom 
types is more and more pronounced. 





Rhode Island Retailers 
to Meet 


PROVIDENCE, R. I.—The next meeting 
of the Rhode Island Shoe Retailers’ 
Association will be held at the Walk- 
Over store, Providence, Tuesday, 
November 5, at 6:30. : 

Madame Hamilton Jeffries, fashion 
editor, BoOT AND SHOE RECORDER, and 
Ernest A. Burrill will speak. Luncheon 
will be served and a general social hour 
will allow all to get acquainted and 
round out an evening’s entertainment. 
Madame Jeffries’ subject will be “The 
Secret of Style.” Mr. Burrill will 
speak on “Christmas Profit is Not 
Without Honor in a Shoe Store.” 





Morris L. Cowen Injured in 
Auto Accident 


MIAMI, FLA.—Morris L. Cowen, pres- 











Shoe Horn Part of Shoe 











The accompanying sketch illustrates 
a heel device invented by “Jack” Smith, 
a retail shoe merchant of Ridgeway, 





Ontario. Its inventor claims that it 
serves a double purpose as a heel re- 
inforcement and a shoe horn. It is 
designed to be made of a continuous 


upper and the lining and then folded 
back down on the outside of the back 
part of the shoe to which it is attached 
by a fastener—ornamental or plain. 
Mr. Ridgeway believes that it will pre- 
vent much of the ripping open of the 
back seams of shoes, now caused by 
people inserting their fingers in an 
attempt to make them serve as a shoe 
horn. 





Berkshire Footwear to Have 


Larger Factory 


treasurer of the Berkshire Footwear 
Corporation, manufacturing children’s 


expects to move into its new factory on 
Central Street, Holliston, some time 
early in November. The new factory 
contains about three times as much 
floor space as the old one and produc- 
tion will be doubled as soon as possible 
after the move is made. 

This concern started the manufacture 
of infants’ and children’s moccasins in 
a small room in Holliston five years ago 
and has approximately doubled its out- 
put every year. The move to larger 
quarters this year is made necessary 
by the large increase in the company’s 
welt business, which was begun two 


“Kiddie- 





its products under two names 
welts” and “Kiddiemox.” 


piece of leather, inserted between the | 


play shoes, announces that the company | 


HOLLISTON, MAss.—R. B. Peckham, | 


years ago. The Berkshire company sells | 





| Wide Range of 


Materials Sell 
in Cincinnati 


CINCINNATI, OHIO.—Some materials 
and colors are out-shining others but it 
seems that everything that is being of- 
fered is getting attention. Suede, 
patent and kid are reported good every- 
where while it seems that every shoe- 
man has a different story to tell about 
some of the other materials. Reptile 
leathers are good in some quarters but 
are slow in others and satin sales are 
below normal everywhere. 

A leading retailer recently made the 
statement that many brown shoes have 
been sold this season, but less than 
should have been sold, considering the 
way that dress and hat shops and de- 
partment stores pushed the color. Green 
has been a fast seller and is still fair. 
Light blue has found a pretty good 
place in the woman’s wardrobe this 
season and navy blue sales are picking 
up as the weather gets colder. 

Something a little different in shoe 
styles is needed to go with the longer 
dresses and it seems that high cut 
opera pumps will fit the picture per- 
fectly. The demand for pumps is get- 
ting stronger and an increasing num- 
ber of calls are heard for oxfords and 
Most of the higher-priced shoes 


ties. 
have moderate heels although some 
shops are featuring 20/8 and 22/8 
heels. 

Blue shoes for men just recently 
| reached Cincinnati and it is hard to 
| tell just how they are going to he 


taken. At least two retailers have faith 
in their future as they have ordered a 
goodly number for winter. 


Harry Susman Makes Change 
Houston, Tex. (UTPS) — Harry 
Susman is now manager of Sterling’s 
| Shoe Store of 507 Main Street, Hous- 
ton. Texas. 
Mr. Susman for the past two years 
has been manager of Paul’s of San 
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IN STOCK 


777 DS. Evans Heavy Blk. 
a $1.60 

666 D.S. Rueping’s Heary 
Gee GE cccccsccece 4.60 

10 DAS. Blk. Clif. Barbour 
Stormeels ....0200 -+- 4.85 

11 DS. Long Ctr. Barbour 
Seovmseels .cccsccccces 4.85 





ident of Cowen Nankin Shoe, Inc., is 
at St. Luke’s Hospital, Richmond, Va., 
and will be confined there for the next 
several weeks as a result of a broken 
arm and other injuries received when 
his automobile overturned about 70 
miles south of Richmond, while he was 
on a trip north, headed for New York 
and Boston. Mr. Cowen is suffering 
from a skin infection, which set in fol- 











lowing the accident and which delayed 
Setting of the fractured bone. 
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and you'll sell more 
shoes .... 


MUSEBECK, SHOE pitied 


Danville, Illinois. 


Antonio. 
Sell Musebeck 


Construction 


HESE are shoes that you can 
sell to satisfy your customers 
in every way. You will actually 
sell more shoes because you have 
real talking points that your men 
customers will listen to. Made on 
three styles of lasts in Calf and Kid 
in Black and Tan. 


Write for Catalog! 






































SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


ELONGATED SLOT 
PERMITS SLIDING 
ACTION 
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Resitiency is as vital to the shank of the shoe as it 


is to the suspension bridge. To withstand the weight and severe 
strain, the Crawford Arch Supporting Shank — like the suspen- 
sion bridge — is constructed so that it will move up and down 
as weight is applied and removed. 

The Crawford Arch Supporting Shank embodies the combina- 
tion of rigidity and flexibility. It is a resilient steel brace built 
into the shoe. A truss, riveted to the under side of the shank, 
keeps it in its original curved shape. One end of the shank is 
slotted and fitted around a split rivet, so that it will slide back 
and forth as the weight of the body is applied and removed from 
the foot, yielding just enough, under pressure, to accommodate the 
natural flattening of the arch. When the foot is raised, it springs 
back into its original position. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 
Men’s Shoes 








The 


WOwEsT ALL 


87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
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(P) M. A. PACKARD CO., Makers (P) 
BROCKTON 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 

















NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES’ 


Brockton, Mass. 

























“HIGHES ONLY” 








New Ray Bros. Store at Long 
Beach 


Los ANGELES, CAL. (UTPS)—Ohpen. 
ing with a three- day fall fashion st ow, 
Ray Bros., Inc., is now doing busines; 
in the beautiful new store and ofiice; 
located at 135 East Broadway in I ong 
Beach. The establishment consists of 
a main floor, mezzanine and basem»nt. 
and features and appointments are 
modern throughout. It is modeled afte, 
the new branch of Ray Bros., Inc., re. 
cently opened in San Diego. The two 
stores are claimed to be among the 
finest shoe stores in Southern ‘‘aj. 
ifornia. 

Spacious offices are provided for the 
administration of the extensive st: ing 
of chain stores operated by Ray Bros, 
in Whittier, Santa Barbara, Santa \na 
and San Diego. 

The new store in the beach ity 
brings about consolidation of the ‘wo 
Long Beach branches, formerly loc::ted 
at 16 and 424 Pine Ave. 

A. F. Wiegard is the new mana:r, 
Before making this connection he ‘vas 
| manager of a high-class specialty siore 
in Seattle, Wash. Ralph W. Feather- 
stone is vice-president and general man- 
ager of Ray Bros., Inc., and will con- 
tinue in his capacity as buyer for the 
organization. 


Greens in New York 






















GREEN 


an important color note in 
the Autumn shoe Mode 








Shining green kidskin Sapeneniven atin 
of leathers—green shoes for town, for afternoon occas. 
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New Winter Oxfords 


LYNN, Mass.—Mitchell, Welch ¢C 
are bringing out a new line of oxfords, 
to be worn under arctics, and the title 
“Artic Oxfords” has been thrust upon 
them. Of kid and calf, in black and 
brown, and patent leather are these 
new shoes. Heels are moderately high, 
so as to tread right in an arctic, and 
soles are stout enough to protect the 
feet against cold should arctics be left 
off on a fair day. Patterns are snappy. 
“Tom” Welch says that some of his 
customers told him that they were 
short of oxfords, of a type suitable to 
wear under arctics last December. 
Hence the new type. 
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More Kid Shoes 


LYNN, Mass.—More kid leather than 
ever is being made in this North Shore 
district. Benz Kid Co. and Agoos Tan- 
ning Co. are building additions so as 
to make more kid next year. It 
estimated here that the country’s t:tal 
production of kid will exceed 55,000,100 
feet this year, and that means kid 
enough for the uppers and linings of 
at least 50,000,000 pairs of shoes 





























Best & Co. 


Fifth Avenue at 35th Street—N. Y. 
im Beach 


PARIS LONDON 









f 


















A striking recent ad by Best & 
Co., featuring the season’s popu- 
lar greens. 








New Line of Men’s Shoes 


BROCKTON, MAss.—The newly in- 
corporated Craig, Reed Shoe Co., which 
received its charter last week after a 
reorganization with capitalization of 
$50,000, and with Ansel W. Craig, 
president; William A. Hogan, trea- 
surer; Alvan T. Reed, vice president, 
and Carleton R. White, Alexander M. 
Keay and Joseph Machin, directors, has 
started production of men’s medium 
grade welt shoes on the basis of 1,000 








Olof Johnson Dead 


BROCKTON, Mass.—Olof Johnson. or 
many years one of the best known = 10e 
manufacturers in the city, and for er 
president of the Brockton Coopera’ ive 
Boot and Shoe Co., died at his h: me 
here Oct. 12, in his 85th year. or 
many years he was head of the first ‘ig 
cooperative shoe venture in the Old ‘ 0l- 
ony district, the concern growing Vv 
leaps and bounds during the year he 
guided its destinies. Besides his in- 
terest in the shoe field, he was ‘or 
years one of the leading workers in he 
First Lutheran Church. He leaw = a 
wife, two brothers and two sis‘ rs. 


























Reed, long trained in the output of the | 
Old Colony district trade, were members 














east EST GRADE U.S.A. 





cases a day. Both Mr. Craig and Mr. | 
| 
| 
| 


of the Craig, Reed & Emerson concern. | Burial was in this city. 
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Blues in Miami 


MiAMI, Fta., (UTPS).—Burdine’s, 
one of the largest department stores 
in Miami, used some clever advertis- 
ing on their new lines of blue shoes. 
“Three Ways to Get the Blues,” was 
the central thought. 

“Getting the Blues—the surest way 
to be lithesomely gay according to 
Paray, Lelong, Chanel Blues 
with a purplish tint of sophistication 
a Flagship Blues that bring a 
brighter-than-navy dash to Mainland 
gaicties . . . Nautical Blues that look 
delichtful to delightful travel.” 

Then are pictured three distinct types 
of shoes to be had in the new blue 
shades: “Am I Blue?” wails the saxo- 
phone, and first on the floor is this 
Sor. rity pump swinging at once into 
the rhythm of the dance and fashion. 
The Blues for in between affairs are 
nex! pictured, and then Nautical Blues. 


ather Heels Featured in 
Columbus 


‘oLUMBUS, OHIO (UTPS)—A new 
ured style development in the 
in’s footwear field in Columbus is 
leather heel which is selling briskly 
a number of the downtown stores 
in the shoe sections of department 
“os. This shoe which comes either 
one-strap effect or in opera style 

is being shown in suede, kid and calf- 
skin. No rubber cap is used as a rule 
and the type of shoes on which it is 
used is for afternoon and street wear. 

Suedes in brown and black are the 
leading sellers with dull mat kids next 
in importance, according to a survey 
of the leading shoe concerns. Reptiles 
are also coming to the fore with the 
genuine lizard in the lead. Some calls 
are received for reptile and kid com- 
binations. Blue kids are holding their 
own but are not gaining. Some calls 
for greens are reported at several 
stores. 

V. C. Wene, manager of the shoe 
department at the Morehouse-Martens 
Co., reports leather heels the best fea- 
ture and the latest development. They 
are developed in both brown and black 
suede and in kids. Kids are second in 
volume with reptiles third. 

Phillip F. Graffis, assistant manager 
and buyer for woman’s shoes at the 
Columbus Walk-Over store, reports 
black and brown suedes the best sellers 
with one-strap effects in the lead. Dull 


mat kids are also attracting consider- | 


able attention at this store. Step-ins 
with ornamentation in the way of small 
buckles or cutout designs are also good. 
J. W. Armour, manager of the Col- 
umbus Chrisholm store, declares that 
suedes are in the lead with kids sec- 
ond. Straps are the best sellers with 
leather heels attracting considerable at- 
tention. The height of heels show no 
change from the summer season. 


New Manager for Getz 


MARQUETTE, MicH.—Harvey A. John- 
son, well known shoe man in the Upper 
Peninsula of Michigan, has resigned 
his position with the Newark Shoe 
Stores Co. of Baltimore, Md., and has 
accepted a position as manager and 
buyer of the ladies’ and children’s shoe 
department in Getz Department Store, 
Marquette. 
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Burdine'’s 











“Am I Blue . . .” wails the Saxophone 
and first on the floor is this Sorority 
pump swinging at once into the rhvthm 
of the dance and fashion. Regent lines. 
Spanish heels. $15. 


THE BLUES 


Getting the Rives . . . the surest way to 
he lithesomely gay. by fashion, accord. 
ing to Paray, Lelong, Chanel | . . by 
disposition, too, according to Miamians 
who have already chosen the Blucs in 
our newly created Third Floor Shoc De- 
partment . . . Blues with a purplish tint 
of sophistication . . . Flagship Plucs that 
bring’a brighter-than-navy dash io Main- 
land gaieties . . . Nautical B!ues that 
look to delightful travel . . . 


SHOES—BURDINE'S—THIND 


The Blues for, in-between affairs . . 
two-toned strap and trimly flaticring line 
beckoning to informal afternoons, while 
the deftly shaped heel goes shopping 
with surpassing comfort and chic. $17.50. 


Nautical Blues you can’t ignore, for with 
their sturdy little strap and blending 
lizard trim they follow you everywhere 
. . « by Royal Palm, Majestic or even 
Curtiss Plane! Cuban heel. $17.50. 


WHERE TO BUY 
Men’s Shoes 








“A MAN’S DECISION” WEL» 


¢ 
THE EW? 
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Men’s 
Fine 
Shoes 


SHOE Ola 
Colony 
Boston—183 Essex Street Shoe Co. 
oie Brockton, 
N. Y.—915-917 Marbridge Bldg. Mass. 

















If; STEADY PROFITABLE 
BUSINESS IS WANTED. SELL- 
. 2 
THE 
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WHERE TO BUY 


Women’s Shoes 








Dutt, 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, N. Y. STOCK 











| Swanson and Ritner Sts. 
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WHERE TO BUY 


Bowling Shoes 


rs ee ee 


BOWLING SHOES 


“Coast IN-STOCK 


prices ~ 
slightly Smoked Elk 


higher”’ $3.20 


BROOKS 
SHOE MFG. CO. 


Philadelphia, Pa. 
Los Angeles, 1162 So. Hill Street 


| OP er er er ee er 


WHERE TO BUY 
Children’s Slippers 
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t 


Write for descriptive cir- 
cular of complete line of 
Rest- Rite Slippers. 
Athletic Shoe Co. 
914-34 N. Marsh- 

field Ave., Chicago 








et Te 


WHERE TO BUY 


Men’s @ Women’s 
Slippers 





PARISTYLE FOOTWEAR MFG. CO.,INC. | 


Factory and Salesrooms 
40-46 West 25th St., New York City 


Catalog 
sent on 
request 


High Grade Turn Mules and D’Orsays 





Men’s and IN STOCK 
Women's 
“‘Companion- 
ate’’ Slippers 
Turns only— 
Catalog on 
request. 


No. 434 
$2.65 


No. 447 
$2.35 
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MEN’S FINE 
HAND TURNED 
SLIPPERS 


Manufactured 
by 
8S. CHASE & SONS 
Haverhill, Mass. 
Statler Bldg. 


Prices from 
$2.15 to $3.50 w. 


Room 501. 


Boseeeey arene | 


| pared with 
| sweeping through the Southern States. 








Boston Office: 








GENERAL FO 
PEQOTMEAR CORP 


476 BROADWAY New YORK 








MULES and D’ORSAYS 


FOR MERCHANTS 
WHO DEMAND QUALITY 


Send for Beautifully 
Illustrated Catalogue 


ras Bros. & Feinroth 


rass 
7 |_7 East 17th 17th Street New York 














~~~ | Orders Coming 
Strong, St. Louis 
Factories Report 


St. Louris, Mo.—Business continues 


| brisk along Washington Avenue, the 


center of general line shoe houses. 
Orders are pouring in with vigor in 
spite of the seasonal decline usually 
prevalent at this time of the year. Fac- 


| tories are running to capacity in most 
| of the houses with an appreciable num- 
| ber of back-orders being held for types 
| of wanted merchandise. 


Executives in the larger houses 
attribute this up-swing in business to 
the lack of merchandise on the shelves 
of the merchants through this trade 
territory requiring immediate merchan- 
dise to meet their demands. The gen- 
eral sales official of one of the largest 
firms said it was his belief that their 


factories would run right through to | 


Christmas and then speed on through 


| the early months of 1930. 


Mail orders in particular are heavy. 


| One firm showed a gain of 4500 dozens | 


this week over the same period of a 
year ago. October in a majority of 
firms was one of the biggest months of 
the Fall business. 

Conditions throughout the country 
are reported generally good. The orders 


from the South in particular are show- | 
ing marked betterment than over the | 
| same period of a year ago. 
| some spotted sections that have been 


There are 


backward because of crop conditions, 
but this number is infinitely small com- 
the general prosperity 


Chain Organization Opens 
Another Store 


SAVANNAH, GA. 
tional Shoe Co. of Savannah is plan- 
ning for the opening of another retail 
store in Savannah, 


West Broughton Street. A. Pinchuck 


| will be the manager of the new store, 


which will carry a popular-priced line 
of men’s and women’s shoes and acces- 


| sories. 


The National Shoe Co., which was 


| organized in 1917, began establishing 


retail stores the early part of this year 


' and at present has six stores in Georgia 
; and Florida, and plan the opening of 


four others by January, 1930. 


| I. Raskin, president of the National | 

Shoe Co., states that his company will 
stores | 
throughout the South until they have | 


continue to establish retail 


a large chain serving this entire sec- 


| tion of the country. 


| Suedes on Top in Kansas City 


Kansas City, Mo.—This fall is go- 
ing down as the greatest suede season 
that this city has ever known. At the 
present time the demand for brown has 
lessened, with black taking the lead. 
Green, Burgundy, and purple are sell- 
ing about as expected, but blues have 
slumped sharply, the high-grade stores 
report. Even in lizard, black is out- 
selling the browns. Long skirts are 
credited or blamed for the strong de- 
mand for the higher heels. Fully 60 
per cent of the sales are on heels 15/8 
and over. 
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(UTPS)—The Na- | 


to be known as | 
| Rogers, which will be located at 217 


| Football Team Fitted by 
| Former Member 
SAVANNAH, GA. (UTPS)—The shoe 
| 
| 
| 


department of B. H. Levy Bro. & ‘0. 
scored big recently when their head 
fitter was sent with a special shoe- it- 
ting machine to Gainesville, Fla., to fit 
| shoes for the “’Gaitors,” the husky 
| football team of the University of 
Florida. Louis Bone, the fitter, himself 
a member of the team of 1928, an: 
letter man of the university, pac 
a Resco fitting machine in his grip 
after he had talked to the ’Gait: rs’ 
manager over long distance, and } ie 
himself over into the state of perpet ia] 
youth and fitted up the entire team 
“Feet are mighty important iz 
football game, and I know how h.r 
| it is at times to get properly fitte 
‘shoes for the men,” Mr. Bone sta-ed 
upon his return to Savannah. “I k 
| how our feet used to hurt us du 
a game if we were not properly s! » 
But you can bet your last year’s Fedvrz 
that if the ’Gaitors fail to gobble up 
| everything in sight this season it 
| not be because they are not prop 
shod.” 


To Sell Educator Shoes 
in G. R. Kinney Stores 


NEW YORK—The Educator Shoe ( 
of New York has advised its retai 
| counts that the Educator shoes, fo1 
| ly made by Rice & Hutchins, and 
| manufactured in several shops, will 
| henceforth be sold in “some of the (. R. 
Kinney stores,” which the metrop 
| corporation owns. It is explained that 
| it is not intended to put these shocs in 
Kinney stores where Educators ar 
in good volume by independent mer- 
| chants. The new retail prices for this 
brand are considerably below those that 
independent merchants are now 
| ceiving. They are: Men’s, $¥: 
women’s, $4.98 to $5.98; boys’, $°).! 
| little gents’, $3.49; growing girls’, $3. 
| and $4.98; misses’, children’s 
infants’, proportionately lower. 
The company states that whil 
margin of profit may seem lower 
| believe the volume will be inc: 
sufficiently to “make it a profit 
proposition. 


New Manager for 
Savannah Store 


SAVANNAH, Ga. (UTPS)—Jol 
Moore has been named manager 
Emerson men’s shoe departmer 
cated in the Leopold Adler Depart 
Store. Mr. Moore has had many 
experience in the retail shoe bu 
in Savannah. Since taking ov 
department, Mr. Moore has arr 
for a stock room in which an 
stock of shoes will be carried 
times. 


Fifth Suburban Store 


KANSAS CITY, Mo.—The Vanity 
Shop is opening its fifth sul 
branch at 3941 Main Street, N 
This store will be known as the | 
Factory Outlet Store of Americ 
will handle popular priced nove!' 
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New I. Miller Shop Opens 
in Washington 


WASHINGTON, D. C.—The new I. 
Miller Shoe Shop has been formally 
opened in the nation’s capital at 1222 F 
Street, N. W. It makes a very distinct- 
ive addition to the exclusive retail shoe 
field of Washington, D. C. It breathes 
an atmosphere of refinement and beauty 
in keeping with the new trend in Wash- 
ington’s retail shoedom to combine dis- 
tinctiveness, exclusiveness with beauty 


in the physical aspect of the store as | 


we! as in the footwear that the store 
a ures. 

is the first exclusive I. Miller shoe 

co to be opened here. However, this 

not mark the beginning of the sell- 

of I. Miller shoes in this city. The 

» ht Co., one of the leading depart- 

stores here, maintains an ex- 

ve I. Miller shoe department in its 

» store, adjoining its regular shoe 

rtment on the fifth floor. This 


| 





will continue to carry I. Miller | 


; with this modification that it will 

- a larger and more varied assort- 

of I. Miller footwear. The new 

sive I. Miller Shoe Shop just 

.d will concentrate its efforts on 

tom shoes as its designation sug- 

t.—I. Miller Co., Custom Shoe Salon. 

arrangement and appearance this 

- shoe shop suggests the latest in 

i-rnized shoe shops. Everything 

it suggests a beautiful room, 

her than a shoe shop. The beauty 

i atmosphere of the store is such as 

make the well dressed woman feel 

fectly at home and leisurely select 

type of footwear that she prefers. 

The newest styles of I. Miller custom 
shoes are featured. 


Laird, Schober to Make 
Juvenile Shoes 


PHILADELPHIA—Laird, Schober & Co., | 


well known manufacturers of women’s 
fine footwear, have sent an announce- 
ment to the trade to the effect that they 
have arranged individual departments 


for their infants’, children’s and misses’ | 


turn shoes as well as their misses’ and 
children’s welts. Their representatives 
are to show an assortment of juvenile 
welts and turns for the coming season. 

This company, prior to the war, 


manufactured shoes for these classes of | 


juveniles on an extensive scale but more 


recently has concentrated almost en- | 


tirely on women’s footwear. 


Opens Enna Jettick Shop 


PAWTUCKET, R. I.—Emile Brinda- 
mour, formerly with Lafayette Shoe 
Co., for twenty-four and a half years, 
has opened the first exclusive Enna 
Jettick Boot Shop in New England at 
31 Broad Street here. He has secured 
the services of Ernest J. Goyette, 
formerly with Sullivan Co., of Provi- 
dence, for the past twelve years. 


E. N. Park on Directorate 


SyRacusE, N. Y.—Ernest N. Park, 
president of the New York State Shoe 
Retailers’ Association and a director of 
the N. S. R. A., has been elected a 
director of the newly formed Lincoln 
Equities, Inc., organized by the Lincoln 
National Bank and Trust Company of 
Syracuse. Mr. Park is a partner in 
Park-Brannock stores. 
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Fifth Avenue As The 
Lions See It 
By MADAME HAMILTON JEFFRIES 


“Do you see that woman 
stumping along over there, Nero?, 
asked Leo from his vantage 
point in front of the public li- 
brary. She’s ‘favoring’ her left 
foot. Anybody could see with half 
an eye that those shoes are too 
small.” 

“Every woman wants to have 
her feet look small,” growled 
Nero. 

“Yes, and then they blame the 
shoe store if the shoes hurt. In 
the old days,” said Leo, solemnly, 
“man was looked on as the pro- 
tector of woman, but they do say 
that the modern woman can get 
along without very much mascu- 
line protection now. That doesn’t 
hold in shoe stores, Nero. The 
wise shoe man, while he is very 
diplomatic about it, often has to 
protect a woman against herself 
when it comes to size. You know. 
if I had a shoe store, instead of 
having the man in charge spend 
most of his time up at the end of 
the store busy around the desk, 
I'd have him out on the floor 
demonstrating the following rule 
of my store: ‘No customer is to 
leave until the salesman who has 
fitted the shoe calls the floor su- 
perintendent to give the “fit” the 
“once over” to make sure that the 
shoe is long enough, wide enough 
and all in all comfortable.’ ” 

“You think the customers 
would come back for more?” 
growled Nero. 

“Customers will always come 
back for more comfort, no matter 
whether it is shoes, collars, gloves 
or any other form of merchan- 
dise. The American man insists 
on comfort and the American wo- 
man ought to insist on it.” 

“As a foot protector, Leo, you 
are certainly there.” 

“Right you are, Old Chisler,” 
roared Leo, “and by the way, 
‘Foot protector’ would be a 
mighty good name for a shoe or 
a shoe store.” 











To Make Work Shoes 


BRIDGEWATER, MASS.—Continuing the 


| steady growth made by the concern 





since it began operations about four 
years ago, the Bridgewater Cooper- 
ative Association, having reached its 
limit of production in its present fac- 
tory, has begun fitting up the former 
Ralph Baker Co. plant it acquired some 
time ago, and in a week or two will 
begin manufacture of a work shoe on 
a production basis of about 50 pairs a 


day, increasing to 150 pairs, the daily | 
capacity of the new factory, within two | 


WHERE TO BUY 


| oer 
} 
| 


\len’s @& Women’s 
Slippers 


Oe ere eee 


ALL LEATHER IMPORTED 


CZECHO 


SANDALS 


R. STERN COMPANY 


Irwin W David 
413 Fourth Avenue 


General Manager 
New York City 





Word in 
Quality 
Slippers 


200 Tillary St. 


TUPPER SLIPPER CORP. 


Brooklyn, N. Y. 








WM. SUMNER SMITH 
325 W. Moenree, Chicage 


Greatest Value 


$1.65 


3 to 9 


will prove 








SE zsiphd 


Year-Round In Steck 
SERVICE 

Send for 

Catalog 

Prices 

$210 up 





LEATHER HAND-TURNED 
SLIPPERS 


Nationally Advertised 








weeks. The work shoe will be carried | 


in addition to the firm’s better line. 


Dudley Simms Manager 


CHARLESTON, W. VA.— McGibbons- 
Deming Company is opening a shoe 
department in the rear of its store, 
carrying a line of women’s shoes. Dud- 
ley L. Simms, formerly with Wohl Shoe 
Co., is manager of the department. 
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‘WHERE TO BUY 
Dancing Taps 





CLOG DANCING TAPS 


Made of special alu- 
minum metal so as to 
give the desired ring 
Easily attached 
Price 2c. Per Pair 
Greeks Shee Mfg. Ce. 
Swansen and Ritner 
Sts.. Philadelphia | 


Les Angeles 
1162 Se. HIN St. 














a ‘! Boston Stores 


WHERE TO BUY 
Ballet Slippers 


BLACK KID BALLET SLIPPERS 
MADE ON RIGHT AND LEFT LASTS 

600—(Top Grade) aS Lae 1 ss 

Coes Prices Slightly Higies — 

Brooks Shoe Mfg.Co. 

ie 





#KENDALL’S 


For Aesthetic 
Dancing 


IN STOCK 


IN GREY AND 
FAWN. 





A SIDELINE 
MONEY 
MAKER 





Send for Circular 
DEPT. C. 


SR RE TA SMT HI 
KENDALL SHOE COMPANY + 
* HAVERHILL, MASS. 











Lefts and Rights Expertly Designed 
Misses & 


1 Ne. 100—Roegular Worse. baal te 
U] " 
Stock +; 606—Buck Sole K 
H. F. MALOTT SHOE CO. Manufacturers 
1915 Girard St., Chicago 








DANCING SANDALS 
(ALSO USED IN GYM 
CLASSES) 
Ne. 188.--Made in pearl, tan 
or black suede. Also made 


in black kid Only pearl 
carried in stock. 


Price 75¢. « 


BROOKS SHOE MFG. CO. 
Ritner_and Swanson Sts., Philadelphia, Pa. 














BALLET SLIPPERS—IN STOCK 


of the unusual kind 
Bi02 Bik. Kid Hand Turn 
Soft Toe 

Child's 6 to 11—$1.35 
Misses 11% to 2— 1.4 
Women’s 2% to8— 1.4 

Also Hard Toes 

SCHWARTZ & HERDER, Ince. 





Specialists in Ballet and Comfort Slippers 
241 No. 11th St., Philadelphia, Pa. 








Sumith 
eALLets 
Rights and Lefts 
Two Grades 
Wos. Miss. Chf: 
$1.50 $1.45 $1.40 
1.35 1.30 1.25 
In Stock 


wM. 
SUMNER 
SMITH 








325 West Monroe Chicago, Ill. 








Report Browns 


Selling Well 


Boston, Mass.—Approximately forty 
per cent of all the high grade women’s 
shoes sold in Boston since the opening 
of the Fall season have been brown— 
either suede or kid. In this computation 
the sale of formal types for evening 
wear has not been included as they are 
in a class by themselves. It is seldom 
that a community throws its support 
so whole heartedly to any one color but 
the explanation in this case is the 
almost overwhelming preponderance of 
brown materials in coats, dresses and 
three-part ensemble costumes. 

Although business has been uniformly 
good in Boston stores since the advent 
of colder weather, few if any of them 
have yet shown a gain over the same 
period of last year. 

In stores handling men’s shoes, there 
is reported a continued demand for 
sports types. Some of these are in two 


| tones—tan and brown; some of them 


in black and brown, but the most 
popular number seems to be the plain 
toe blucher pattern of grained leather. 
This is selling well in a medium brown 
Scotch grain. 


Shoes Featured in Fashion 


Showing 


WASHINGTON, D. C.—Shoes figured 
prominently in the first informal show- 
ing of the new season’s modes featured 
by the W. B. Moses & Sons Co. of 


| Washington, D. C. This fashion event 
| lasted three days with two showings 


daily, one in the morning and the other 
in the afternoon. Mannequins appeared 
simultaneously in the various depart- 
ments comprising the women’s and 
misses’ sections. Mannequains showed 
the newest and latest in women’s foot- 
wear in the Shoe Salon, and also in the 
Moderne Shop, the lesser priced shoe 
shop of the store. Girls’ footwear was 
shown in the girls’ department. 

In addition to the informal showing 
of shoes in the shoe shops, the new 
footwear also figured prominently in 
the showings of the apparel and other 
departments, where they formed an in- 
tegral part of the new fall day costume, 
the evening costume, the sports costume 
and other outfits sponsored for the new 
season. The events were well attended, 
and that great interest was created in 
the footwear and other merchandise 
—_ evident from the stimulation in 
sales. 


Well Known Tanner Dies 


MILWAUKEE, Wis. (UTPS)—One of 
Milwaukee’s pioneer tanners died 


| recently when death called Fred G. 


| 
| 


Elkert, 75, who died from an apoplectic 
stroke. 

Mr. Elkert lived all his life in Mil- 
waukee, starting in the tanning busi- 
ness when a boy with his father. After 
the death of the parent, the business 
was carried on by Fred and Charles 
Elkert, and continued in this partner- 
ship for many years. 

Mr. Elkert is survived by a son, 
daughter, brother and sister. 
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Brockton Far Ahead of 
Last Year’s Figures 


BROCKTON, Mass.—Further evidences 
of a gradual seasonal decline in pro- 
duction here was seen in the shoe ship- 
ment figures of last week which wis 
slightly over the 10,000 case mark. 
Production in September of this year 
reached a total of 48,992 cases but in 
October, a four-week month, it will 
equal only a little more than 45,010, 
The total for the 10 months of this 
year, however, 448,693 cases, is 58,574 
cases ahead of last year’s total for the 
same period. 

Despite the approaching lull, the fil] 
complement of help is being retain:d, 
with the force working a sligh ly 
smaller number of working hous. 
Cutting and stitching departmer's, 
however, continue to be busy becaise 
of the dearth of these operatives in 
some shops. 


Shoe Men Escape in Auto 
Upset 


TuLsA, OKLA. (UTPS)—E. Z. La 
and C. L. Holland, owners and ope,a- 
tors of the Holland-Lang Shoe st: 
have just returned from an event 
overland trip to Cincinnati, Ohio. ' 
main event happened on a slippery 
detour. The car in which Mr. Holl: 
and Mr. Lang were traveling tu 
over and was badly damaged but 
occupants were not seriously hurt. 
Most of the seven days required for 
trip from Tulsa to Cincinnati w 
spent in garages repairing the damag 
done during the upset. While in ( in- 
cinnati Mr. Holland and Mr. Ling 
visited the Kokenge shoe factory. 


Open Enlarged Store 


DAYTON, O.—Gutwein’s Shoe Sho 
has recently enlarged its quarters. (Gut 
wein’s have done away with the «| 
fashioned shoe store with its familiar 
rows of hard chairs and boxes wu) 
boxes of shoes piled in rows agains 
the walls. They have created an ultra- 
modern shop where one can relax 
soft chairs and view an interior w! 
resembles a luxurious lounge. Behin 
curtained doors are concealed the s} 
They will continue to sell seve 
lines of which they are creators 
designers. 


Cantilever Factory Move- 
to Pennsylvania 


NEw YorK—The Cantilever Shox 
has given up its factory on Willou; 





Avenue, Brooklyn, for many years, 
is moving to Carlisle, Pa., where it 
continue making Cantilever shoe 
before. The new move is in accord 
with the plans of the recent ortho: 
merger group, of which the Canti! 
Co. is a part, and will result in 
siderably lower rentals and lower 
duction costs. 


Boule Manager of Foot 
Joy Shop 


NEw YorK—Frank D. T. B 
formerly in charge of the Nett 
Shop in the Roosevelt Hotel Bui! 
is now manager of the Foot Joy 
at 2 and 4 East 44th Street. He r« 





an excellent volume of business. 
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Cincinnati Factories 
Are Keeping Busy 


CINCINNATI, OHI0.—Business in the 
manufacturing district has been very 
good up to this time and there is no 
reason why there should not be a con- 
tinuance. Factories have maintained a 
fairly good run all the year and have 
pulled through - several periods that 
are usually dull without coming to a 
halt. Shipments for August and Sep- 
tember were very heavy and it is re- 
ported that shipments for the month 
of October are above normal. 

A nice volume of unfilled orders ae 
on hand for delivery all along between 
now and Christmas and it is noticeable 
that the majority of these are different 
from the usual run of orders. Most 
of those for fall and winter delivery 
call for a little of this and a little of 
that, showing that retailers are de- 
manding a larger variety of patterns 
and fewer pairs of each. 

Two or three manufacturers of high 
graie footwear are devoting quite a bit 
of time to making up evening slippers 
and judging from the way the demand 
is running now, something entirely new 
and distinctly different will have to be 
made up for holiday season sales. Sev- 
era! neat crepe and satin numbers are 
being offered and they are going over 
fairly well. One manufacturer here is 
making up black moire open shank 
sandals touched with gold and claims 
that he can sell twice as many of them 
during the next two months as he can 
build. This slipper is a delicate T- 
Strap and has a 18/8 gold covered 
heel. 


Red Cross Operates with 
Business Efficiency 


As an organization working for hu- 
manity without regard to race, creed or 
politics, the American Red Cross ap- 
peals to all classes and conditions for 
memberships. It is a semi-official arm 
of the federal government in time of 
disasters, but only in a calamity that 
affects the whole nation does the Amer- 
ican Red Cross ask the public for relief 
funds. These funds are used exclusive- 
ly in the relief of that disaster and 
when a dollar is contributed to help 
the sufferers from the Vermont flood, 
or Florida hurricane, a dollar is spent 
for that purpose, the Red Cross bear- 
ing all the cost of its collection, for- 
warding, and administration. Of the 
$7,534,839 spent in disaster relief in the 
last fiscal year by the American Red 
Cross, $494,608 came out of its treas- 
ury. 

Giving to disaster relief is not giv- 
ing to the Red Cross but through the 
Red Cross. The Red Cross lives by its 
memberships. “It asks that you enlarge 
your support that it shall not fail,” 
says Herbert Hoover. 


Feature High Grade Lines 


LonG BEACH, CAL. (UTPS)—R. C. | 


Dickey and Neal F. Harrington have 


opened the De Luxe Bootery at 424 | 


Pine Avenue, in the Ray Arcade Build- 
ing, Long Beach. Mr. Dickey has had 
more than ten years’ shoe selling ex- 
perience, mostly in San Diego. Mr. 
Harrington has been with various shoe 
firms of Long Beach for the past four 
years. 


Boor AND SHOE RECORDER 


combining THE SHOB RETAILER, Nov. 2, 1929 


Complications in 
Tariff Explained 
to Wholesalers 


ATLANTIC City.—The recent annual 
meeting of the National Association 


the association ever has held and was 
marked by the discussion of a large 
number of subjects of vital interest to 
the wholesale shoe trade The out- 
standing feature was an address by 
E. D. Borden, manager of the Domestic 


Commerce of the United States, on 
“The Outlook for the Wholesaler,” in 
the course of which Mr. Borden gave as 
his opinion that the wholesaler’s func- 
tion in business never can be eliminated. 
The sessions were held in the Am- 
bassador Hotel and were presided over 
by President William T. Bailey of the 
Ainsworth Shoe Co., Toledo, Ohio. 
President Bailey’s annual address cov- 
ered a variety of live trade subjects. 
The annual report of Secretary- 
Treasurer Thomas F. Anderson was 
next presented and detailed the activi- 
ties of the association during the past 
twelve months, these including the as- 
sociation’s appearance before the Ways 
and Means Committee of Congress in 
behalf of a protective duty on shoes and 


Conferences. The report showed the 
finances of the association in a satis- 
factory condition. 

Elkan R. Myers, of D. Myers & Sons, 
Baltimore, presented the report from 
the association’s Shoe Styles Com- 
mittee. 

The existing complicated tariff situ- 
ation at Washington with respect to 
hides, leather and shoes was explained 
at some length by Secretary T. F. An- 
derson, who did not hold out much hope 
of the tariff bill, now under discussion 
in Congress, ever becoming a law. 
ing committee, the following officers 
and executive committee 
mously elected: 

President—O. D. 
burg, W. Va. 

Secretary-Treasurer—Thomas F. 
derson, Boston. 

Vice-Presidents: Fred H. 

Dallas, Tex.; Henry Bell, Jr., Philadel- 
phia; Ralph B. Jones, Boston; Fred L. 
Doerr, St. Louis, Mo.; Elkan R. Myers, 
Baltimore, Md. 

Executive + 4th . 
Bailey, Toledo, Ohio; L. J. Bornhofen, 
Chicago, Ill.; James H. Childs. Pitts- 
burgh, Pa.; Mose Cohen Nashville, 
Tenn.; Sidney J. Eisman. Cincinnati, 
Ohio; Harry D. Hurd, Utica, N. Y.; 
T. F. McHugh, Cincinnati, Ohio; Fred 
Roth, Cleveland. Ohio; Irving Sachs, 
Jr., St. Louis, Mo.; E. Walter Smith, 
Worcester, Mass.; Byron S. Watson, 
Providence, R. I.; George V. Weiss, 
Chicago, Ill.; C. F. Woltman, Philadel- 
| phia, Pa. 

The meeting unanimously voted to 
establish a Shoe Styles Bureau, under 
the direction of the Styles Committee 
and the secretary, to closely cooperate 
with the Official Style Conference and 
- keep the members of the association 

constant touch with shoe style 
| call. 


McGrew, Parkers- 
An- 


Brown, 





of Shoe Wholesalers, held in Atlantic | 
City, was one of the most interesting | 


Distribution Department, Chamber of | 





cooperation with the semi-annual Style | 


On recommendation of the nominat- | 


were unani- | 


WHERE TO BUY 
Ballet Slippers 








In Stock Black Ballet 

Slippers 
$1.25 pair 
pair 
pair 


Ladie»w’ 
Misses’ $1.20 
Childs’ $1.15 
sy | SHOE CO., INC. 


Duane Street 
New York City 








Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 

als. At once de- 
livery. Send for 


Coast Representative: 
MR. A. F. WINSLOW 
5205 El Rio Avenue 


Eagle Rock, Los Angeles, 
California 

















—~ a 


WHERE TO BUY 
Spats 





Church’ 
Imported Cloth Spats 


linen spats for formal 


affairs. 


Also white 
and theatrical 


LYONS & COMPANY 
122 Duane Street New York. N. Y. 








e PERFECTION Feoreoron B® 


CONSISTENTLY 
THE BEST 
Perfection 8 pats 
have been manu- 
factured for the 
past 40 years in 
all the prevailing 
colors: Pearl Gray, 
Fawn, Taupe, anid 
Light Fawn. (Prices and samples 
quest.) 


on re- 


Perfection Overgaiter Co., Inc. 
* 107 College Street, Burlington, Vt. s 








Manolis Spats 
Can’t Be Beat 


The oldest spat manufac- 
turers in middle west sell- 
ing direct to the retail 
stores. Prices $10.50 to 
$30.00 doz. pairs. 


Manolis Mfg. Co. 
4248 No. Crawford Ave., 





Chicago, ttl. 
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WHERE TO BUY 
Spats 





ON APPROVAL 
WE CARRY STOCK FOR YOU! 





PRICES: 
$11.50 
$14.50 
$18.50 

COLORS: 

Pearl and Medium 
Grey, Light and 
Medium Fawn. 
ey | buying Spats, let us ship on approval 
2 dozen for your inspection. We clock -up 
a you and size-ups, no matter how small, 
are shipped at once. When ordering samples 
specify price wanted. 
GOLD SEAL 
536 Broadway New York 








Nationally known 
—nationally ad- 
vertised. A com- 
plete line of fine 
spats—to retail 
from $1.50 to 
$5.00. 

Send for price 

list. 


S. Rauh & Co. 
650 Sixth Ave. 
New York 








DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


All Selling , 
Yo.se to $36.00 per dozen 
Samples on Request 
STAR FOOTWEAR MFG. 


Howard is «Sts. 





and Nerri 
Philadelphia 














Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 


Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO ay 








Do You Know? 


That you can buy er sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 











Wholesaler More 
Essential Than 
Ever, Says Lord 


BostoN—Discussing the situation of 
the wholesalers in the light of present- 
day conditions in the shoe industry, 
Frank Lord, of Cushman-Hollis Com- 
pany, declared recently that in his 
opinion the wholesaler is more essential 
than ever before. 

“The handicap seemed for a time to 
be the increasing number of chain 
stores entering the field,” said Mr. 
Lord. “They, of course, had the advan- 
tage of buying collectively from manu- 
facturers, securing liberal discounts and 
attractive prices. This condition rather 
handicapped the individual dealer, es- 
pecially in the smaller cities, as he 
naturally could not give the manufac- 
turer the volume required in order to 
secure the discounts, plus the price. It 
was up to the wholesaler to solve this 
problem and also to adjust his own 
business so that he could serve the in- 
dividual store as well as the chain store 
on certain grades. 

“As we know, the wholesaler solved 
the problem. He is now specializing on 
lines, eliminating certain priced shoes 
and concentrating his efforts on fewer 
styles, a closer margin of profit, and 
figuring on larger yearly sales. In 
other words, more volume. 

“The factories catering exclusively 
to volume accounts helped the whole- 
saler. Not by reducing the quality of 
the merchandise, but by selecting cer- 
tain desirable patterns, based on a 
strictly volume business, selling closely 
in order to secure that volume and giv- 
ing the wholesaler high-grade merchan- 
dise at a price that enabled him to meet 
competition. 

“The wholesaler is on the right track. 
Better for him to sell one million dol- 
lars per annum at close margin than 
half that amount on the old-time ‘long- 
profit’ idea.” 





Brockton Production 
Continues to Hold Up 


BROCKTON, Mass.—Although produc- 
tion is being maintained at a high rate 
in local factories, some of the concerns 
in the Old Colony district are begin- 
ning to slacken. In some plants capac- 
ity production continues to be the rule, 
and the fact shoe shipments continue 
to average around 12,000 cases, about 
the high peak total of the year, in- 
dicates that Brockton is certain to have 
its banner year in a decade as far as 
total shoe shipments are concerned. 
Shipment totals still continue to run 
more than 63,000 cases ahead of the 
figure of last year which was one of 
the best for the last five years. 





Miami Shops Merge 


MIAMI, FLA. (UTPS)—The Golden 
Boot Shop, at 70 E. Flagler Street, and 
The Bootery, of 6 E. Flagler Street, 
have been reorganized and are now 
operating under new management. 
David Cowen is in charge of both shops. 
The Golden Boot Shop features ladies’ 
shoes of the higher grades while The 
Bootery carries a popular priced line. 





Making the Shoe Store a 
Gift Shop 


[CONTINUED FROM PAGE 37] 


is begun soon after Thanksgiving and 
run until about the middle of December. 
This advertising falls in line with the 
Christmas spirit, through the use « 
seasonal illustrations. It emphasiz 
the fact that in their shoe store the 
is a wide offering from which to ma! 
selections. In order to convey this m« 
sage, on occasions, as many as twelve 
cuts of various types of slippers ave 
run. Another way of putting this mes- 
sage over is through the shoppers lis| 
This is run for late shoppers along :t 
the last of the campaign. This ad d-- 
scribes the various slippers for womin 
and men, also listing types of hosie)y 
available for men and women. Fan y 
buckles, rhinestone heels and slipper « 
naments are also offered as gift sugg: 
tions. 

_ Another important consideration in 
putting over the holiday trade with sat- 
isfaction is to hold off any after-Chri 
mas slipper sale until ample time his 
been made for making exchange: 
Herold’s believes that those receiving 
gifts are apt to feel a bit chagrined f 
they see the merchandise similar to that 
which was given them offered at a low 
price, and so it has been their policy 
to wait a week or two after Christmas 
before holding a sale of Christmas mer- 
chandise. 

It is obvious that considerable « 
pense is involved in the selling program 
to capture Christmas trade, but the sea- 
son offers the shoe man a two-fold op 
portunity. First, there is a chance to 
really make something out of the gift 
selling itself. It’s a plan which re- 
quires a certain investment in the way 
of decorations, etc., but it should stil! 
leave the merchant an adequate marg’! 
of profit. 

Then Christmas offers a chance 
focus the eye of the public on the store. 
During this season more strange) 
come to the store than for any other 
month, according to Herold. Thus th 
plan serves as introducing the store to 
many new potential shoe buyers. It 
the very best type of advertising f 
the store, yet the plan back of it is on 
which is profitable in itself. 

The reasons, then, which are large); 
responsible for Herold’s large Christ- 
mas trade are full cooperation with t! 
Christmas spirit, through window and 
store interior decorations with pro} 
advertising, through offering mercha: 
dise in seasonal wrappings and throu 
an adequate display of open merch: 
dise clearly accessible to shoppers. 
though there is some extra selling « 
pense involved, the margin is suffici: 
to make such trade highly desira! 
And then, the plan itself is worth w! 

if considered only from the advertis 
standpoint, for during this season h 
dreds of strangers are introduced 
Herold’s. 


' oom n ee 


Error in Firm Name 


We regret that in the Sales: 
Wanted advertisement, on page 11: 
our issue of Oct. 19, we made an e) 
in the firm name. It should have | 
Pike-Esten Shoe Co., of Athol, M: 
who are looking for a man to sell t! 





Both stores have discontinued hosiery. 
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line of Goodyear Welts. 
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Elk Leathers and Sport Shoes 


[CONTINUED FROM PAGE 90] 


Elk, as the trade now knows it, has 
had an interesting history. Genuine 
elk, of course, was used by the Indians 
jn this country hundreds of years ago. 
Furthermore it was tanned by smoking; 
and the real smoking process used today 
differs not at all in principle from the 
smoking process used by the primitive 
peoples of this country in the days of 
Pocahontas. 

Much of our modern elk, however, is 
chrome tanned, only a small percentage 
being smoked. This chrome tannage 
gives a softness of feeling and a plia- 
bility which is very delightful to the 
sensitive foot. Tanners have now be- 
gun to experiment in another direction, 
with the idea of seeing whether they 
can develop a finish which can be 
polished as calfskin can. By the use of 
aniline dyes, they already have suc- 
ceeded in coloring it well and even the 
higher colors—bright reds and vivid 
blues—are seen in the Spring, 1930, 
color swatches of several houses. 

The elk which we have today is the 
successor of the heavy work-shoe elk 
which, in turn, succeeded the board-like 
wax splits with which work shoes were 
made twenty years ago. Some profess 
to see it as a development of the earlier 
glove tannages but this is by no means 
certain. Its development, like that of 
patent leather, has been almost meteoric 
and this year has witnessed many tan- 
ners introducing it into their lines who 
would not have considered it a few 
years ago. 
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WHERE TO BUY 


Shoe Ornaments 


AP EE CP ee ee er 


SHOE 
ORNAMENTS 


for 
MANUFACTURER 
nd 
RETAILER 


Providence, Rhode Island 
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WHERE TO BUY 


Store Fixtures 


Ee eee er ee re 


HAVI 4 COPY OF THE 
NEW GOODWIN CATALOG 


of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 
9 


yo 


GOODWIN & CO., Ine 


Worcester, Mas 
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Business Spotty 
in the St. Louis 


Retail District | 


St. Louts—Business throughout the 
trade belt remained spotty, with some 
stores reporting no activity while others 
announced business betterment. There 
is optimism regarding the business for 
the month showing an increase over 
the same period of a year ago. A few 
stores report an increase with antici- 
pation of a decided gain when the 
month closes. Monday was a good day 
in practically all stores. Saturday also 
found a brisk trade throughout the 
downtown shoe belt. 

There has been some call for go- 
loshes of various sorts. This, no doubt, 
was stimulated by a cold spell and a 
slight snow during the week. A ma- 
jority of stores are playing the rubber 
type of overshoe, according to a survey 
made among the department stores and 
prominent merchants. Not a _ great 
amount of enthusiasm has been regis- 
tered for the cloth type of patented 
fastener overshoe. It is anticipated 
that customers will demand the rubber 
types of covering. 

In footwear, black and brown con- 
tinue to dominate, with brown sharing 
the greater honors. Black is _ pro- 
nounced, particularly the demand for 
mat kid and suéde. Reptiles, which 
means lizards in this case, are also 
scoring heavily in the call. 

Brown kid, reptile combinations and 
suéde are the leading types of mer- 
chandise registering in the day’s vol- 
ume. Blue has been counted out for 
the present. Merchants are not in- 
clined to sacrifice these shoes, but are 
retaining them, knowing they will have 
a revival in the spring. One merchant 
said at present they occupy precisely 
the position of patent leather, which 
for the moment has been halted in the 
demand. 

Green suéde for those that played 
them won honors in fashionable mer- 
chandise. 


Green-Bell to Expand 


HAVERHILL, Mass.—The Green-Bell 
Shoe Co. owned and operated by Mor- 
ris Greenstein, has completed a re- 
modeling that provides for a much 
needed expansion. The plant facilities 
have been nearly doubled and the im- 
mediate output of the plant is 100 cases 
a day. A new suite of offices has been 
installed on the street floor and the 


upper floors given over entirely to pro- | 


duction. The Green-Bell factory is one 
of the steadiest in the industry and has 
business on hand for several weeks 
ahead. 


Malay with Nunn-Bush 


AKRON, OHIO—R. J. “Dick” Malay, 
who for the past nine years has been 
selling Cantilever shoes in Cleveland, 
New York City and Akron, is now man- 
eger of Nunn-Bush Shoe Department 
in J. S. Myers Co’s Men’s and Boy’s 
specialty store, 145 Main Street, Akron, 
Ohio. This is a new department on 
the main floor opened October 1. It 
will sell Nunn Bush Shoes exclusively. 
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WHERE TO BUY 


Women’s Novelties 


he ee 


Jhe 
BONDWAY 


CESS 
produces footwear of remark- 
able lightness, smartness and 





flexibility. 








BOND SHOE COMPANY, 132 Duane St., New York 





6 6 FE Ee OF 


WHERE TO BUY 
Children’s Shoes 


i el 





Approved by Medical Men 
fully ventilated 2 
Burkley Ven 
Developer 

Well 

recom 


As a 
shoe the 
tilated Foot 
\s unexcelled 
known surgeons 
mend tts use 
Burkley Shoe Co. , 
1156 No. Main St. 
Brockton, Mass. 








IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
387 Fourth Avenue 
New York 
Jackson Bivd. 
Chicago 
Washington Ave. 
St. Louis 
49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 


323 W. 


1307 
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WHERE TO BUY 


Shoe Forms 


Pe il 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 

Light, Inexpensive and 

Practically Invisible 

Linings and case num- 

bers easily seen when 

transparent form is in 
shoes. Write 


SHOE FORM CO., Auburn, 








THE N. Y. 
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WHERE TO BUY 


W ooden Sole Shoes 


a i i d 





SOLE SHOES 
Heavy Full Oil 
Grain Leather 

.. -$2.25 
4.50 


woob 


> RIEMER 
SHOE CO. 
Manufacturers 
since 1887 
Milwaukee, Wis. 
U. S&S A. 






















COUKE DES, SHAR CAR SERVICE OF TE 
Including 100 Price Tickets 
b ki 


tan” 
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Vo 
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4 


1s 


Goop Deessers 





Gold lettering on black—orange pumpkin 
(From our October Service) 




































YOUR SWEETEST PROFIT PERIOD—{ N 
Bunk weil written—on show cards—is the only advertising done by some very suc- Wm. 
cessful shoe stores, and the class of stores referred to seldom make use of news-~ ye 
paper advertising, for they know the value of consumer-advertising done through oa 
the show window, the most effective point of contact with the window-shopper. REC 
Show cards give the clinching argument for many a sale. don 


The annual card services include:— 


festoon base between frame and plateau) enhance the all sales messages different, each months 
beauty of your window cards—harmonize with the finest cards of different designs and colors. 
of window display fixtures 


rain aa aes remeron 


Modernistic card holders, gold with black trim (3-color | q interchangeable show card monthly service, 


od _ 


SE oN ee ee 
LR OE LAE AS AL PEELE DI NGO AE ILE CE RAR M8 2 ca 


Annual Card Service is exclusive for one merchant in 


Printed Price Tickets an average size town, suburb or metropolitan shopping 
center. 
Either of the tickets illustrated below will —It is the most valuable of window card franchises to own 


for your town, suburb or metropolitan shopping center. 


MANY WELL RATED MERCHANTS from coast to 
coast now use it for pulling window-shoppers into their 


be supplied free to annual card service 
members in place of blank tickets each 


Sve BY 


aa AS Rag 








i month in the quantity indicated in the stores. 

| description of each monthly card service. Ask us if your town is or may be open. 

iT 
{ : 3-Color Printed Price Tickets 

{ Attractive All Regular and Clearance Sale. 

i Hand-Lettered Any prices wanted 25c to $22.50—Green Borde: 

s a) Price Ticket Any prices wanted 85c to $14.00—Orange Borde: 

P Actual size, blue and a eT 


12 doz.—$2.00 
24 doz.—$3.50 


12 each of 6 prices 35c. 


12 doz.—$1.50 
12 doz.—$2.25 


9 reddish brown design, 
, | black figures—80 dif- 
‘| ferent prices. 
69c to $17.50 
25c per dozen 
6 doz.—$1.25 





24 doz.—$2.5 




















2 Oo re 7 ' i i 4 5 
4 doz $4 00 qn in a al poate 1 doz. of one price ‘5c. 
Check With Order, Figures : 
Please (Actual Size) Cash or stamps with order. 

















Several other varieties of hand-lettered price tickets carried in-stock. Sample on request. 
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1onth’s 
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»p ping 


clusive in your town ort 
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(From our AUGUST service) 





VEMBER-DECEMBER 


Wm. Wrigley, of chewing gum fame, says in the American Magazine, “Bunk 
is harmless flapdoodle to keep people interested—so you can tell your story 
about vour merchandise. Lies? No. And the bunk artist must deliver the 
goods.” 

RECORDER WINDOW CARDS put truth into your consumer advertising, 
done from your windows. They reflect your personality, and your merchan- 
dise, your store service—not somebody’s else! 





NOW READY 
NOVEMBER CARDS 
(4 colors) (7 x 11 inches) 


SINGLE SHOW 
CARDS ¢ 
EACH 


Check With Order, 
Please 


Select any subject below by number 





Available to merchants in towns only 


where there is not an annual card 


service member. Above illustrates one of 
November cards—dainty, 
colorful. 


7 WOMEN’S HOSTERY 
—Hor street_wear — Tailor No. 9—FALL HOSIERY — shades 
29—AFTER-THE-GAME sty which ‘‘go’’ beautifully with 
. these dressier patterns— oo 
—Bridge party or tea— RAL 
Black always smart— Jo. 10 —_ ’ > 
4—The smartness of y outh } —Win or Lose ! —Fallweight 
“Holds the Lead’? with _ oxfords— 
11—In the “Long Run” real 
economy buy here— 
‘Kicks’ for young No. 12—We make a ‘‘Forward Pass’’ 
men— by showing these Advance 
6—Plenty of Pep!—in Scotch Styles— 
Grains— : . 
oa sa No. 13—Shoes that will give you 
i Ad Rdg all desirable all winter service— 
CHILDREN’S No. 14—We help many feet enjoy 
8—STURDY SHOES for the Happiness of Walking— 
youngsters — We fit them No. 15—S PEC IAL Thanksgiving 
correctly — Card. 





N. B.—The privilege of exchange of current month’s cards is 
available to annual card service members who may find listed 
above card texts, abbreviated here because of space require- 
ments, which better cover their merchandising program. 





Merchants Service Dept. 


BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 





of” wie i Si 


Service You Wish— 
Then Mail Coupon 


i 8 cards (7”x11”) 4 Card 
ggg Holders. 100 Blank Price 
o Tickets, or 72 Printed Price 
Tickets, any prices wanted, of either de- 
sign illustrated below. 
$4.00 monthly ($48.00 the year) 


Servi 12 cards (7”x11”) 4 Card 
No. LB Holders. 100 Blank Price 
m Tickets, or 72 Printed Price 
Tickets, any prices wanted, of either de- 
sign illustrated below. 
$5.00 monthly ($60.00 the year) 


6 cards, 2 Card Holders. 
— 0 Blank Price Tickets, or 
rvice 36 Printed Price Tickets, any 
4 wanted, of either design illustrated 
elow. 


$3.00 monthly ($36.00 the year) 


Printed Price Tickets 
of twenty-eight most popular retail prices may be had 
with each month's card service in place of the blank 
tickets indicated above at 50 cents per menth 
additional. 











Mail the Coupon 


In the panel are brief descriptions of 
the several Services we offer. Select the 
one you wish. 


COUPON 
BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIl. 


able $———— per month. 


discount. 


for each month’s card service delivered.) 


hosiery. (Cross out lines not carried.) 
Printed Price Tickets:— 


Store Name 


(Nov. 2nd issue) 





Bo AND SHOE RECORDER 
conibining THE SHOE RETAILER, Nov. 2, 1929 





Please enter our order for the Recorder “Sell- 
ing Messages” card service No. for one 
year, consisting of cards each month 
and art card holders, with the first 
month’s service, beginning with cards for Nov. 
for which we will pay $———— per year, pay- 


For cash in advance full year’s service, 5% 


(If service be discontinued before expiration of 
order, we agree to pay $1.00 per month additional 


We sell Men’s, Women’s, Children’s shoes and 


— Ss— &— &— &— §— 












THIS MAY BE 
YOUR OPPORTUNITY 




















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











" 

















\\ 


ALESMAN tto carry side line of cut 
and rhinestone shoe buckles. Stat 


particulars. Address B-425, care Boot and 
SALESMEN WANTED She Rare Wo Sue 
Yoru, B. T. 


by — 
Salesman—For_ Ff 


WANTED com 
FOREMOST CUT STEEL BUCKLE HOUSE 


and Western Pennsylvania. Full li 
following territory: 





stock, Men’s, Boys’, Women’s, Misses’, | 
dren’s Shoes and Felts. Apply by ter, 
Jantzen Shoe Co., 27 North Second St., a 
delphia, Pa. 










New England, New Jersey, Pennsylvania, South West and Middle West : 
Side line, straight commission paid the 10th of month following shipments. S ALESMEN’S Opportunity—make exp:nses 


i i i i i selling Sullivan’s “Ye Quality” 
Write in strictest confidence. State actual connection, experience, and Shoes sad Moccasins. Attractive commission 
territory covered. Address B430, care Boot & Shoe Recorder, 239 West Beautiful shoes. State territory and give 

references. Correspondence confidential 
39th Street, New York. Sullivan Baby Shoe Mfg. Co. 14 Edmond 


Street, Rochester, N. Y 














Salesmen Wanted 


in the following States: 
Kentucky 
West Virginia 
Michigan 
Indiana 
Montana 
Idaho 
Wyoming 
Iowa 
Nebraska 

ig] Kansas 

Illinois (Outside Chicago) 









mission proposition 





care Boot 
& Barry Bidg., Rochester, N. 





Producers, with acquaintance with the trade 


Wonderful line of leather, Fabric and Felt 
Novelties in House slippers. Liberal Com- 
All details tirst letter. 
Samples ready Jan. 1, 1930. Address B434, 
& Shoe Recorder, . Eliwanger 








SHORT SIDE LINE 


East and Central West territory. 
English Riding and Lace Boots. All 
“In Stock.’ Pays 7%. Two cases 
about fifty pounds. See our ad page 95, 








FOR SALE 














HOE store for sale in Philadelphia. |:stab- 

lished for fifteen years; wonderful location 
modern home. Owner is retiring from ie 
ness.. Address B-418, care Boot and Shor Re- 








this issue. 

H. J. JUSTIN & SONS, INC. corder, 239 West 39th Street, New rk, 

Box 218, Hempolia Station, me 

Fort Worth, Texas 
FOR SALE 
ANTED: SHOE SALESMEN—DIRECT Jobbing heuse carrying Infants’, Miss 
FACTORY REPRESENTATIVE | States and Children’s Shoes, has long est 
of Pennsylvania, also Ohio, Virginia and lished trade in central and _ west 


West Virginia. Must be men of character 
and experience, own a car, willing to work. 
Strongest in-stock line in S., Men’s and 
Boys’ opular priced We’.s. Commission 
basis. Only big men wanted and must live 
in territory. Address B-427, care Boot and 
Shoe Recorder, 239 W. 39th Street, New 








New York. Only small amount need: 
Stock 100% new. Splendid opportun 
If you want your own business get 

touch with: Address B-428, care Bo 
and Shoe =e 239 W. 39th Stre 
New York, N. 




















York, N. Y. 



















HOE SALESMEN, to carry a sideline of 
spats and rhinegto shoe ornaments for In- 
diana, Ohio and several other territories that 
are open. Give references in your first letter. 
Address B-393, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 





S ALESMAN Wanted for California. To 
sell high grade stitchdown children’s shoes. 
Infants’, child’s and misses’. On_ straight 
commission _ basis. a — furnish your 
revious connections ress ¥-433, care ; ; tail shoe 
Zoot and Shoe Recorder, 239 W. 39th Street, ag i mg can = yg ge of 
New York, N. Y. trade. New Jersey city located twenty tive 

miles from New York. Address B-424. care 
Boot and Shoe Recorder, 239 W. 39h eet, 
New York, N. Y. 


BUSINESS OPPORTUNITY 























tf ANTE D—Salesmen to sell moderate price 

: women's arch support welt shoes in stock, ALESMAN WANTED—For all territories 
commission basis; widths A-EEE. Address for imported woven sandals. Address 
B-408, care Boot and Shoe Recorder, 239 B-422, care Boot and Shoe Recorder, 239 W. 
West 39th Street, New York, N. Y. 39th Street, New York, N. Y. 





















Business Opportunity 








A real opportunity for experienced shoe 
to buy a high grade exclusive shoe st 


Classified and Opportunities Department located in a Michigan town, where Gen 
RATES AND OTHER INFORMATION ew FA 


B429, care Boot & Shoe ~— 239 We 
Copy must be received at the Boot and Shoe Recorder, 239 West 39th 39th Street, New York, 

St., New York, N. Y., on eater of the week of publication in order 

that advertisements be published same week. Otherwise insertion 
will be put over to the following week’s issue. 


POSITIONS WANTED 
4c per werd. Minimum Charge 75c. 


__ 





\ 





When advertisers desire answers to 
come in our care twelve words must 











Women’s and Children’s Sh: 


LINES WANTED be allowed for address. When adver- Department to lease on percent! 
4¢ per word. Minimum Charge 75c. tisers desire replies forwarded direct basis. 
ALL O to their address each word of their 


address must be counted in the adver- Washington, D.C., Ladie» 


THERS 
7¢ per word. Minimum Charge $1.25 


tisement and paid for accordingly. Specialty Store. Beautiful st 
ALL DISPLAY SPACE Payment in advance is required, ex- 100% location; 50 ft. front. Main fi 
Five dollars per inch. Allow 45 cept when regular advertisers, as space. Apply L. Frank & Co., 


to an inch 








amounts are too small to open accounts. West 40th St., New York City. 
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POSITION WANTED POSITION WANTED POSITION WANTED 


~ -shion as Bayer and oanget 
“ i 2s’ S Oo Ye yt. a ac ic - 
k d t il f th h manu- able experience. ee eM. “ae wes, Gane 
Man of 40 who nows every etall O e snoe —y, eo eo eg ha ay a ~y “4 
. ods ot erchandising an ir zener lave D 
facturing business wants to locate as manager or as- experience gained a good knowledge of shoe 
E be oa sane We A known oat always’ regarded 
D4 c 0 I e c 1 
sistant to the head of large organization. Familiar as hard worker. Available after : an. dst 
239 W. 39th Street, New York, N. Y. 


with leather, systematizing, costs and operating 239 W. : | 
throughout. Clean record and wide experience espe- ANTED: Position by shoe salesman, have 


always sold high grade shoes at retail. 

















fs . Have had twenty-five years’ experience; cz 
cially on women’s and children’s shoes. Now employed. ae a af aa eee ee ae 
a one, See | a 239 W. 39th Street, 
New ork, WN. . 


Address B-421, care Boot & Shoe Recorder, 239 West 39th ta 


Street, New York, N. Y. 
Credit Man Available 
Dec. 1 


Long, thorough and broad experi- 
FOR RENT FOR RENT ence with two of the best known 
makers of men’s shoes. A result 
getter and at the same time a 
holder of customer good will. Now 
engaged in liquidation proceedings 
which will be completed about the 


New York Office and Salesroom first of the coming year, but if 


necessary can secure earlier re- 
il bl lease from present connections. 

Avai a we References of most convincing type 

as to character and ability from 

u F former employers. 

Due to the merger of the Shoe Retailer with the Boot and Shoe Address B-435, care Boot and Shoe 
° ° e e e Recorder, 80 Federal St., Boston, Mass. 

Recorder, there is available at the Marbridge Building, head- sian ane 

quarters of the New York shoe industry, a desirable suite of 

offices or display rooms especially suited for a concern selling 


the shoe trade. Complete information can be had by writing WANTED TO PURCHASE 
the Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 









































OOD paying Shoe Store in New York, 

New Jersey or Connecticut, $5,000 cash to 
invest. Address B-423, care Boot and Shoe 
Recorder, 239 W. 39th Street, New York, 
ie Ue 














WANTED TO PURCHASE MERCHANTS’ NEEDS 











SHOE BUYERS 











TO BE SURE YOU RECEIVE , Milbradt 


HIGHEST PRICES a Rolling Step Ladders 


for your retail odds and ends, entire rf Shee Buyers Attention 
or surplus stocks, ask us for our bid. > — Enable you to reach your Well established merchant in Karlsbad, 
(Estab. 40 years.) Cash transactions. ‘ highest shelves convenient- Czechos tovakia, offers ie. serviens fer ye 
4 A purchase o hoes in the Czechoslovakian dis 
Export Surplus Purchase Co., Inc. ag ee last a lifetime trict against a commission to be arranged 
596 Broadway, New York, N. Y. . and . a. 7 souahe a. 
® od ° rigina manufacturers’ nvoices sub er 
anal : --— tyl with each purchase. Best references available. 
a a eae eon wae - , - = > +» = Address 6426, care Boot & Shoe Recorder, 
kind of shelving. 239 West 39th Street, New York, N. Y. 


Write for general catalog 
and let us suggest the best 


HIGHEST CASH PRICES ea Ae Se som we 
PAID > Milbradt MERCHANTS’ NEEDS 


for shoe stocks, slow sellers, ete. Short term =| Manufacturing Co. 
leases taken ee — confidential. — = Established 1895 


GLAUB a | 2416 No. 10th Street 


MAX ERG 7 
54 Liapenncd 2. o Now York City , 2 : St. LOUIS, MO. 












































Quick Cash Buyers jf -a Saf \ WINDOW 


Retail Shoe Stores—Stocks or Odds and Hi} | ESTABLISHCO 1890 


Ends. = Pa ae over. } II TURES 
—itdem! ELABELS BOPP 


436 Grand St. New York City | and 


hen || SHOE CARTONS | SEGALLE SONS 


ne get ng daa |) 933 ARCH ST. 
If you contemplate — your i | I PHILADELPHIA, PA. 


— or Brung = com- : 
municat t le t at- H\\\| BE cate — titel i\| - 

poe pony +i — Wh = (263- 271 LEXINGTON AVE « enn NY ARE BUSINESS GETTERS 
KIRSCH-BLACHER CO., INC. i AMERICA’S CREATEST 

624 Broadway New York N om a - an va SEND FOR CATALOG 


Phone Spring 1443 
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MERCHANTS’ NEEDS | MERCHANTS’ NEEDS MERCHANTS’ NEEDS 

















Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Established 1903 New York 




















Shoe Ornaments © 
roures? “t= ORNAMENTS FOF. 


In Stock 
SOLE SLIPPERS 
RHINESTONE BUCKLES eo GL i ae ee ale eee 


RHINESTONE CLASPS Samples sent on request 
(Vomp Ornaments) HY-GRADE SLIPPER SUPPLY Co 


RHINESTONE BUTTON COVERS ee ee ee oe 
RHINESTONE HEELS 


RHINESTONE PUMP STRAPS [» : ~~ 

CUT STEEL BUCKLES - 2S cusiion TIRE 

PRESSED STEEL BUCKLES 

BOWS, Leather and Satin STORE aint 
(Plain or Beaded) : 

2 PIECE PUMP STRAPS —y Insure perfect 


ete. a shelf service for 


Shoe and Hosiery Cabinets Priced to suit every need iii ie 


Nov, 2—Made of wood, to be retailed Lincoln Store Supplies Co. steps, properly spaced, 
8 ealer. 
i with convenient full 


I lai 1 od istic d ti ® 
ee 1508 Washington Ave. length handholds on both 


A good side line for the retail shoe ST. LOUIS, MO. sides of ladder permit 
dealer. * mounting or descending 


Ask for Portfolio No. 11-X = poy Band = 
| replace stock without 
THE Oscar ONKEN Co. dengue of falling. /) 

. UVE Cushioned Tired € 

611 W. 4th St., Cincinnati, Ohio SO’ VENIRS Trolle and Truck 4 ‘ 
eels eliminate noise and prevent vibra- 

ADVERTISING NOVELTIES | {| tion. Erection as simple as A, B,C. Utilize 
for store openings, anniversaries end special mer- small space. Make top shelves safely avail- 
chandising events for men, women and children. able for stock purposes. One style—neat of 


aaa al nel ea eeemaneel SAMPLBS UPON REQUEST design—nicely finished-~any height ceilin 
ousands in use. 


HOTELS VICTOR E. LEDERER Coots on me FEMVERS & BRO.°o. 
123 West 33rd Street New York ee ASHLAND, OHIO. 
G@PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR NANGERS 



















































































HOTE xz Finds Post Cards Good | Windows Used to Show 
Advertising | Matching Bags and Shoes 


Sr. Louts, Mo.—Paul G. Veillard, who | ; eee 
MON NICLAIR i shoe ‘buyer of the Wolf -clothing | ,,.BOgTOS: Mass. —The vor of ma 
store, is having good success with send- | g : g a eee 


: : : recently in a series of window trims in 
Room and 9th Oth S ing out from 25 to 50 post cards each the store of William Filene’s Sons ‘o. 
Ss Bath "4 ~ to 5 ts. day. These cards are printed up in in this city. Four or five of the larg 
Tuband Shower Lexington Ave. en oo There is no | windows were used for several days 1 
3 to 5 NEW YORK CITY It od nat -) Walliend’s nenater dot put across the ensemble idea fo: 
per day a F ; & "Y | and winter. Huge pieces of comp 
stint to go through his record cards . “ste : 
For 2 persons ahs Gumndiis @elin & diact Guim tion board were leaned against the 
$4 to %6 800 Rooms js the eaerve It is ould that = walls of the windows and to eac! 
per day P ae these boards was attached a com 


H ever uses over a dozen words to tell 
Suites Fach with Tub his story. This brevity has much in Yr ype: dress, hat, gloves, 
$8 to #12 and Shower its favor. By hand writing them, it is | * ~ ponte geen gi i ail 
y ae 4 Oe Radio in Every Room possible to get a personal touch that is were matched, even a ae ansia 01 
and Yearly Rates usually missing when several hundreds ish of the leather. The jewelry usu 


a=] *e * . 
3 minutes’ walk from Grand Central. Times po — of cards are sent at one matched the lightest shade in the di 
Square, Fifth Avenue Shops important §| ™#!!!ng.- except in some cases where it was 


angela ME, ne trasted sharply, as in the case 
al i deep green frock with which was a 
Grand Central Palace Seat Interior of Shoe Store ciated a necklace of old gold. 
only 2 short blocks away j s 
Modernized 


a 
Hartrorp, Conn. (UTPS)—The in- Stylist Resigns 
terior of the Avery Walk Over Boot PORTSMOUTH, OHIO (UTPS)- 
Shop, 737 Main St., this .city, has | eph Dodd, who has been in char: 
been modernized. Separate depart- | styling at the Selby factory for 
ments have been installed for women, | time, has resigned to accept a pos 
men. and children. Two new display | as head stylist of the Julian & Kok 
windows grace the front of the store. | Co. of Cincinnati. He has taker 
N. C. Nielson is manager. | his new duties. 
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B UsSINESS 
BO AROMETER 


Business Changes 


CALIFORNIA—Corcoran 
boots, shoes, ete. ; 
out 

lt pland—-Verner H. Wilson 
boots, «shoes, ete. ; 
busi ness. 

COLORADO—Denver—O. G. Beck Shoe Mfg. 
Co. (1517 Champa St.), shoe manufacturing 
an : oe succeeded by Beck & Wyman 
Shoes, Ine. 

CONNECTICUT — Southington —I. Belman; 
sh etc.; succeeded by Jacob S. Shapiro. 

PISTRICT OF COLUMBIA—Washington— 
Strand Boot Shop, Inc. (9438 S St., N. W.); 
bor and shoes; reported dissolution. 

ILLINOIS—Chicago—Isaac Segal (1956 W. 
Division St.); boots -and shoes; reported suc- 
ceeded by Segal Strike Shoes. 

E!mweod Park—Jacob Raffe; boots and shoes; 
succceded by Luckhart & Raffe. 

Galesburg—Bayard’s (Bayard S. 
Prop.) (331 E. Main St.); shoes, etc.; 
out and will discontinue business. 

Sterling—Fred W. Bell; boots, shoes, 
succeeded by Sterling Boot Shop, Inc. 

INDIANA—Bloomington—Hub  Clothiny & 
Shoe Co.; shoes, ete.; reported closing out stock 
and will discontinue business. 

10 W A—Marshalltown—A. M. Morris Co. (The 
Hul shoes, etc.; reported closing out. 

KENTUCKY—Shelbyville—Harbison Smith & 
Co.; shoes, ete.; sold out to Noble Store. 

MASSACHUSETTS—Athol—Marston & Tap- 
ley (0.; shoe manufacturers; succeeded by Pike- 
Esten Shoe Co. 

Boston—The Geko Company of Birmingham; 
boots and shoes; capital stock reduced by 
$40,000. 

Rexy Shoe Co.; shoe manufacturers ; 
commenced business. 

Breckton—Capt. Kidd Shoe Co.; 
turers of children’s shoes; 
business. 

Chelsea—Perma Wood Heel Co.; 
turers; ine. authorized capital $100,000 

Great Barrington—Hutton & Height, 
boots, shoes, etc.; capital stock reduced 
$15,000; filed $15,000 issue of preferred stock. 


Walter H. Wright; 
reported advertising to sell 


(Second Ave.) ; 
reported sold or closed out 


Solomon, 
closing 


etc. ; 


recently 


manufac- 
recently commenced 


manufac- 


Inc. ; 
by 


Haverhill—Oscar A. Martin Co.; wood heel 
manufacturers; recently incorporated. 

Melba Shoe Co.; shoe manufacturers; 
authorized capital $25,000. 

Lynn—Shoe City Wood Heel Co., 
manufacturers; filed $10,000 issue of 
stock. 

Rockland—Alden, Walker & Wilde, Inc.; shoe 
manufacturers; filed issue of 70,030 shares of 
common stock. 

MICHIGAN — Detroit — Stephen Machlanski 
(Recreation Shoe Shop) (7445 Harper Ave.) ; 
boots and shoes; executed trust mortgage. 

Hartford—Harry H. Dowd; shoes, etc. ; 
ceeded by Olds Bros. 

MINNESOTA—Stephen—C lausen 
Clothier) ; boots, shoes, etc.; reported 
out stock and will discontinue business. 

NEW YORK—Brooklyn—Abraham Stein (62 
Moore St.) ; boots and shoes; succeeded by Philip 
Goldstein. 

New York City—Cathedral 
(976 Amsterdam Ave.); boots 
moved to 1053 Nostrand Ave., 

Forstyle Shoe Store; shoes; 
capital $5,000. 

JORTH CAROLINA — Winston-Salem — 
Powell’s, Inc.; boots and shoes; reported suc- 
ceeded by W. A. Sides. 

OKLAHOMA—Cowetta—S. H. 
boots, shoes, etc.; branch store, 
menced business at Jenks, Okla. 

PENNSYLVANIA — Harrisburg Mack’s ; 
shoes, etc.; inc. authorized capital $10,000. 

Midland—H. Sigal (Sterling Busy Shoe Store) ; 
shoes, ete.; recently commenced business. 

Philadelphia—Fox & Feinsinger (25 N. 4th 
St.); wholesale boots and shoes; partnership 
dissolved. 

Benjamin Senker (1709 S. 7th) (2109 S. 7th); 
boots and shoes; succeeded by Stanley Shoes, Inc. 

Maurice S. Senker (630 South St.) ; boots and 
shoes; succeeded by Stanley Shoes, Inc. 

Avedis S. Tchemelian (5912 Market St.); 
shoes and rep.; filed certificate to trade as 
Family Shoe Stores Co. 

WISCONSIN—Milwaukee 
(1045 Greenfield Ave.); boots 
ported going out of business. 


ine. 


Inc.; heel 
common 


suc- 


(The 
closing 


Shoe Shop, Inc. 
and shoes; re- 
Brooklyn, N. Y. 


ine. authorized 


Scales & Co.; 
recently com- 


Lucille A. Davis 
and shoes; re- 








Failures, Embarrassments, Etc. 


CALIFORNIA — Huntington 
Hunter: boots and shoes; reported assigned. 

Los Angeles—Sidney Glass (1139 Wall St.); 
wholesale and retail boots and shoes; called 

meeting of creditors for Oct. 21. 

ILLINOIS—Chicago—Joe Lipschultz (J. & L. 
Dep't Store) (2757 W. Harrison St.); shoes, 
etc.; reported assigned. 

Harry Rothenberg (2913 W. 63rd St.) (for- 
merly * 3530 S. State); shoes, ete.; reported 
assig nec 

MARYLAND—Baltimore — Isadore Goodman 
(1024 S. Charles St.); shoes; reported petition 
in bankruptey; reported receiver appointed. 

P. J. Monaghan & Co. (317 N. High St.): 
~ manufacturers ; called meeting of creditors 
or Jet. 23. 

MICHIGAN—Grand Rapids—William ‘te FT 
(c/o Emporium) (95 Monroe Ave., N. obs 
boots and shoes; reported offering to AN 
mise at 20 per cent. 

MISSOURI—St. Louis—Morris Gottler (2129 
Mad son St.); shoes, etc.; reported assigned. 

NEW JERSEY—Jersey City—-Charles Levy 
(449 Central Ave.); boots and shoes; called 
Mecting of creditors for Oct. 24. 

Passate -George D. Rosenstone (596 Main 

V boots and shoes; reported petition in 
bankruptey. 

NEW YORK—Brooklyn—Fred A. Eyre & Co. 
(212 Greene Ave.); shoe manufacturers; re- 
Ported offering to compromise at 25 per cent 
payable 5 per cent Nov. 26; 5 per cent Dec. 


Park—R. V. 


26; 5 per cent Jan. 26; 5 per cent July 26, 
1930; and 5 per cent Oct. 26, 1930. 

Joseph Triger (Plaza Family Shoe Shop) (250 
Broadway); shoes; called meeting of creditors 
for Oct. 17. 

New York City—Gillery & Levine (Feel Rite 
Shoe Store) (180 Avenue B.); boots and shoes; 
called meeting of creditors for Oct. 21. 

Minnie Unger (Mrs. Harry) (200 Dyckman 
St.); boots and shoes; reported petition in 
bankruptcy; reported receiver appointed. 

Ormsby-Wood, Inc. (57 W. 50th St.); 
shoes; reported receiver appointed. 

Joseph Zamosky (936 E. 165th St.); boots. 
shoes and rep; reported called meeting of 
creditors. 

NORTH CAROLINA — Lumberton 
Style Shoppe (Mrs. Emily M. Parker, 
reported petition in bankruptcy. 

Nashville—Arrington-Bissette Co., Inc.; 
etc.; reported petition in bankruptcy. 

Wilson—Bullock Furnishing Co. (L. P. 
lock); shoes, etce.; reported petition in 
ruptcy. 

OHIO—Columbus—Huff & Head (1928 Par- 
sons Ave.); shoes, etc.; reported receiver ap- 
pointed. 

VIRGINIA—Norfolk—J. Pliner; boots, 
etc.; reported petition in bankruptcy. 

WISCONSIN—Néeillsville—Grover C. Huntley; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 


ret 


Parker's 
prop.) ; 


shoes, 


Bul- 
bank- 


shoes, 








New Shoe Dealers 


Jacksonport, Wis.—Charles Neiman. 

Cleveland, Ohio—Miller’s, Inc., Colonial 
ca 

Akron, Ohio—Miller’s, Inc. 

Baltimore, Md. —Miller’ s, Inc. 

Houston, "Tex.—Miller’s, Inc. (soon). 

Youngstown, Ohio—Miller’s, Ine, (soon). 


Ar- 
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Hartford, Conn.—Miller’s, Inc. (soon). 
Ozona, Tex.—L. B. Adams. 
Rutherfordton, N. C.—H. Grady Freeman. 
Coleman, Tex.—Perry Brothers. 
Jacksonport, Wis.—Charles Neiman. 


Eloy, Ariz.—Henry Smith. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 


Bankruptcy Proceedings 


avVYavYaY 


» 
4 
» 
4 
> 


Chambersburg, Pa.—The Fashionland Store 
(new dept.). 
Herkimer, N. Y.—Dolgeville Slipper Co., 
Watertown, S. D.—Schaller’s (new dept.). 
Phoenix, Ariz.—Wetherby-Kayser Shoe 
242 N. Central Ave. 
Newburyport, Mass. 
Co. (soon). 


: Jamestown, N. Y. 


Inc 
Co., 


W. Herrick Shoe 


Geo. 


The Hazzard Co., 504 Main 


Fond du Lac, The Schiff 
Main St. 
Monticello, Ind._-H. L. Batterell. 
Santa Monica, Cal..-Hackleman & Long, 
3rd St. 
Massillon, Ohio—-The Mass Co. 
Madison, Wis.—Henry R. Ludwig, 


Wis. Co., 


1317 


318 State 


St. 
Akron, Shoe Store, 1145 S. 
Main St. 
New York, N. Y. 
Spring St. 
Atlanta, Ga. 
tree St. 
Stanford, Ky.—Walter Browning. 
DeWitt, lowa—W. H. Walker. 
New York, N. Y.—Jano’s Bootery, 
Iverness, Fla.—C. G. Barksdale. 
Harlingen, Tex.—J. L. Foraker Co. 
New York, N. Y.—Thrift Shoe Stores, 56 W. 
14th St. 
De York, 


Ohio— Economy 


Ever Rest Slipper Co., 2 


Dr. G. T. Peach- 


‘ 


Dowling, 25 


Inc. 


Cetic Shoe Co., 206 E, 85th 


‘Monet, Mo.—Montgomery Ward & Co. (soon). 
Old Forge, Pa.--Wellworth Stores, Inc. 
Centerdale, lowa—-R. DeBruyne. 
Brooklyn, N. Y.—Walter Hanover Shoe Stores, 
Inc. 
Los Angeles, Cal.-Hicksons Outfitting 
Hobart, Ind.—J. C. Penney Co. (soon). 
Lancaster, Ky.—J. C. Penney Co. 
Statesville, N. C.—J. J. Newberry Co. (soon). 
Hartford City, Ind.—J. J. Newberry Co. 
Decatur, Ind.—-J. J. Newberry Co. (soon). 
Whiting, Ind.—J. J. Newberry Co., 540 119th 
St. 

London, Ont., Can.—Metropolitan 
Stores, Inc., 654-6 Dundas St. 
Enid, Okla.—Metropolitan 
Thief River Falls, Minn. 
& Co. (soon). 
Hopkinsville, 
Brownsville, 

(soon). 
Haverhill, 
Marshland St. 
Cleveland, Ohio 
Philadelphia, Pa. 
Wiliiamsport, Pa. 
Clinton, Ind.—-National 
Washington, D. C.--Saltz 

W 


Co. 


Chain 


Inc. 
Ward 


Chain Stores, 
Montgomery 

Ky. 
Tex. 


Montgomery 


Ward & 
Montgomery y 


Ward 
Shoe Co., 


Mass.—-Dancette 


Northern Merchandise Co. 
Adelphia Bootery. 

Rand Shoe Stores, 
Bellas-Hess Co. 
Bros., 1342 F 


Inc. 


St., 
N. : 
York, Pa.—Saltz Bros. (soon). 
Buffalo, N. Y.--Saltz Bros. (soon). 
Chicago, Ill.—Saltz Bros. (soon). 
Athol, Mass.—Merit Shoe Co., Factory B. 
Worcester, Mass.—-Graybern Ground Gripper 
Stores, Inc. 
Evansville, Ind.__DeJong’s, Inc. 
Los Angeles, Cal.—Paramount Shoe 
New York, N. Y.—-Stein Bootery 
Bamberg, S. C.—-Smith’s, Inc. 
New York, N. Y.—-Morley Shoe 
Phoenix, Ariz.—Farber’s, 22 East 


Mfg. 
Corp. 


Co. 


Stores, Inc. 
Washington 


St. 
Ionia, Mich.—Miracle Store, 218-20 West Main 


Ore.—Central Outlet Co. of Ore- 


Belmont. 
Samet 


St. 
Portland, 
gon, 8th and 
Bedford, Ohio 
New York, 
Stockton St. 
Bray, Cal. 
Hoodsport, 
Milltown, 
Southgate, 
Seville. 
Modesto, Cal.—Dwight 
Benton Harbor, Mich. 
Inc., 143 E. Main St. 
North Muskegon, Mich. 
Seattle, Wash.—-N. G. 
Ave. 
Mt. Vernon, 
McLean Bldg. 
Milwaukie, Ore.—C. J. 
Kuna, Idaho George 
Gooding, Idaho—C. C. 
Store. 
St. Helens, 
Bldg. 


(new dept.). 
Legging Co., 36 


Bros. 
Ajax 


Hall & Simpson. 
Wash.—-Wilford H. Lunt. 
Wash.—Henry J. Ombholt. 
Cal.—Knute Hougen, 8010 S&S. 
M. Smith, 931 10th St. 
Avery & Longacre, 


Andree Bros. 
Tenzi, 7315 Greenwood 


Wash.—Ross Self-Service Store, 


Peters, 1015 Main St. 


Tallman. 


Anderson Golden Rule 


Ore.—The Peoples Store, Bennett 





Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot anv 
SuHoe Reconrper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 

Abbott Shoe Co., N. Reading, Mass 
Alden, C. H., Abington, 
Athletic Shoe Co., Chicago, 
Ault Williamsen Shoe Co., Auburn, Me... 
Best Ever Slipper Co., Brooklyn, N. Y.... 
Bleecker Shoe Co., New York City 
Blog Shoe Co., New York City 
Bond Shoe Co., New York City 
Brass Bros. & Feinroth, New York City.. 106 
Brooks Shoe Mfg. Co., Philadelphia, Pa. 
Brown Shoe Co., St. Louis, Mo 
Burkley Shoe Co., Brockton, Mass 
Capezio, New York City 
Cedar Grove Shoe Co., Cedar Grove, Wis. . 
Central Shoe Co., St. Louis, 
Chase, W. S., & Co., Haverhill, Mass... 
Clapp, Edwin, & Son, Inc., E. Weymouth, 

BEB. coc cccccesseseeseseseeesesesesese 
Colt Cromwell Co., New York City 
Commonwealth Shoe & Leather Co., Whit- 

man, Mass. 104 

Concord Shoe Co., New York City 
Coon, W. B., Co., Rochester, 
Crescent Shoe Co., New York City 
Crossett Shoe Co., Boston, 


Dorothy Dodd Shoe Co., Boston, Mass. 

Dryzer & Rosenberg, Inc., New York City er 
Duane Shoe Co., New York City 
See, Stanley Shoe Co., Cincinnati 


Ebberts, John, Shoe Co., Buffalo, N. Y... 105 
Edwards, J., & Co., Philadelphia, Pa.4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y... 64 
Emerson Shoe Mfg. Co., Rockland, Mass.. 104 
Evans, L. B., Sons Co., Wakefield, Mass.. 106 


Freeman-Beddow Shoe Co., Beloit, Wis... 19 
Friedman, B., Shoe Co., New York City.. 67 
Garofalo Bros. Shoe Co., Brooklyn, N. Y. 88 
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Aext Week 


you will find 


in the 


Boot and Shoe 
‘Recorder 


HE battle of inches is on—skirts 

at the knee, four inches below, at 
the ankle and on the long, long trail— 
upon the present fashion conflict de- 
pends not only yardage of materials 
but changes of line and design in foot- 
wear. If this return of the feminine 
is a true trend, it promises a greater 
sale of styleful shoes. “In a fashion 
day, when every line leads downward 
and focuses on the foot,” the shoe is 
IT. The importance of the forepart 
gives to the designer new opportunity 
for expression—read the secret of style 
by Madame Hamilton Jeffries in this 


AAA 


OT without importance also—in 

this issue—men’s footwear no 
longer to be measured by tonnage, but 
by speed, shape and satisfaction. As 
George Genting puts it, “Let’s lift 
men’s shoes out of the absolute utili- 
tarian class, begin to dramatize—in- 
crease man’s inquisitiveness—if to a 
woman shopping is a business and to 
a man a thing apart, let’s change the 
viewpoint.” 
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As Uniform as Human Skill Can Make Them 


Right in step with every advancement of modern shoemaking 
— millions upon millions of VULCO-UNIT BOX TOES are 
supplied to leading shoe manufacturers each year — manufac~ 
turers who know VULCO-UNIT BOX TOES to be of as uni- 
formly high quality as human skill can make them. 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes in the world 


STATLER BLDG. + BOSTON 
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The appeal of 
THE DOLLAR 






































is available for any store. It has no more in- 
dividuality than a blade of grass ... and is easily 
cut down by the mower of price-competition. 

But ... the appeal of more satisfying mer- 
chandise . . . of better service . . . of intelligent 
salesmanship... is not common property. And... 
it is a sturdy counter-argument to the dollar-cut. 

GORDON 

INDIVIDUALLY- PROPORTIONED STOCKINGS * 
give satisfaction . . . better service. Intelligent 
salesmanship is . . . so to speak . . . embodied 
in them, for they were created after careful 


scientific study of the individual. 


GORDON PETITE +* GORDON REGAL 


GORDON PRINCESS + +* GORDON SPLENDIDE 


BROVW/N DURRELL CO. 


NEW YORK : ° BOSTON 


@s.0.co. 
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Sales prove Gyeiwes has the Idea’ 


The complete line, the newest styles, the same Everwear quality and the 
new Golden Cooperative Plan—they looked like winners to us from 


the start. 


Now that the returns are coming in, sales prove Everwear 
has “the Idea.” 
yr] And it’s the right idea for more hosiery volume, 


quicker stock turnover and large profits from 
your hosiery counter. 


.Write today for the latest price list 
for and Fall and Winter color card. 


The Everwear Hosiery Company 
Women Chattanooga, Tenn. 


wy 


The most com- aS 
plete line ever a 
offered. All pop- 
ular styles in the for <hildren- 
latest modes and 7 
sh ad es. Full The Everwear children: 
fashioned and and infants’ line is com 
seamless. V6 plete. Included are plain 





Everything 
from_ sheerest 
chiffon to heavy 
weight service— 
in all price 
ranges. 


and fancy hose for misses 
and children in rayon and 
cotton, infants’ plain cot. 
ton, silk and wool stock. 
ings and boys’ Golf Hos, 
a full range of styles to 


retail at 15c. up to $1.00. 


All sizes and most wanted 
, styles. 





Featuring a most extensive line of fancy socks in 
Silks, Lisles, Rayons and Wools. Many exclusive pat- 
terns to suit every taste from the smartly conservative 
to the most colorful modernistic. Included also are all 
the popular shades in men’s plain socks, featured by 
the popular new two-tone effects. 


The Everwear Fall and Winter Line of Men’s Socks 
exemplifies Everwear Style—Economy at its best. 


<3” FIRST WITH THE LATEST 
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No. 324 — Le. Beau. 

All over triangular open 

lace pattern. All silk. Full 
fashioned. Dainty jicot top. 
8 shades. Dozen $18.00. 


No. 350—Gable Heel. All silk 
chiffon. Full fashioned. fine 
gauge. Stop run at welt. 23 
shades. Dozen $12.50. 


No. 150—Step Twins. All silk 

chiffon. Full fashioned. Step 

up heel pattern in self color. 

Stop run at welt... 17 shades. The fashionable full 

Dozen $13.50. fashioned four for holi- 
: day selling, backed by 

No. 540— Peco. Very fine a service’ of aati 

gauge, full fashioned, all silk that makes quick turn- 

chiffon with dainty picot edge. over and large profits 

Stop run at welt. 19, shades. a positive certainty. 

Dozen $12.50. 


HOSIERY COMPANY cau 5.Pa7 OFF 


354 Fourth Avenue, New York City All stamped with the Hall 
Mills at Willow Grove, Pa. Mark of First Quality 
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IRON CLAD 


Style No. 910—Pure silk—light service 
weight—-silk-to-the-top—with “Panel Heel’ 
and silk-plaited foot. Colors: 


Allure Light Gun Metal 
Alomra Mirage 


Atmosphere Mistery 

Black Pastel Parchment 
Breezee Pearl Blush 
Crystal Beige Platinum 

Cuban Sand Romance 
Evenglow Sable 


Grain Suntan 
White 
Sizes 8 to 10% 


1 2 .00 per dozen 


Packed 3 pairs of one size and color to box. 


IMMEDIATE DELIVERY 


Cooper, Wells & Co. 


100 Broad St., St. Joseph, Mich. 


Manufacturers of Full Fashioned and 
Seamless Hosiery at St. Joseph, Mich- 
igan, and Decatur, Alabama. 
Manufacturers of Quality Hosiery for 
Fifty Years 
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women 
what they want/ 


INERY has taken a revolutionary 
step in Hosiery Merchandising. 





ADvegrise? 
BRANDED 
Kos) ERY At this.time of the year, with the Interstate 
Mills running 100% capacity, prices have 
been reduced to a point where they chal- 
lenge all other lines of comparable quality 
—whether branded or special-packaged 
—whether nationally advertised or not. 





We have done this because— 


We want to give women what they want, 
namely: Smartly styled, quality hosiery with an 
advertised, known reputation—at prices that they 
cannot beat in any similar stockings anywhere. 


And because we want to pass on, as quickly as 
possible to both retailers and consumers, the 
added value that the economies of our recent 


merger have made possible. 


And because we want retailers who feature 
FINERY to be able to capitalize on our services 
and facilities this season! 


FINERY 
HOSIERY 


offers 100% Delivery Service; an Exchange 
Policy that prevents excess stock, a weekly 
Inventory System that keeps down the 
investment; an Advertising Program, 
with direct Retail Sales Aids that insure 


$4.25 to $4 -95 turnover. 


Really—you cannot overstock Finery 


Hosiery...its quality, prices, services, make 
Thecom i i i : . ¢ Bee . 
plete Finery I ine retails from ; it the Line of Least Resistance. 


$1.25 to $1.95; it gives you your choice 
of 18 different styles, Service Weights 
to 48-gauge Chiffon, and 26 colors. 


New price list or salesman sent on request. 
Address: Interstate Hosiery Mills, Inc., 232 
CORAL BAND Madison Avenue, New York City. Mills at 
An average mark-up of 35%! HOSIERY Bloomfield, N.J., Clifton, N.J., Lansdale, Pa. 
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Up-to-the Minute 
Every Minute 
The Gotham 


Automatic Reor- 
der System, which 
replaces what has 
already been sold, 
is a perfect check on 
the authenticity of 
evety style that 
calls itself ““New”’ 





Today, so many crimes are committed 
in the name of “Newness” that it be- 
hooves the alert retailer to buy with 


caution, and not to be dazzled by 


every label bearing upon it the glam- 


orous word “New”, lest he find upon 
his shelves, at stocktaking time, an 
attractive display of worthless antiques. 


No GULDSTRIPE merchant finds him- 
self with an “antique” on his shelves; 
neither does he see an authentic 
Fashion demand that he can not 
meet—for the simple reason that, to 
Gotham, “Newness” means THE 
RIGHT STYLE AT THE RIGHT 
MOMENT not a day too soon, 
not a day too late. 
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Here's proof of Mojud superiority .... No. 475, a full-fashioned, “13 50 


French Heel stocking ....45 gauge, 4 thread .. .. Lavender picot and stripe. 





Pure silk from top to toe, including reinforcements ....with the exclusive 4 pOZEN 


Diptgrain* finish for unexeelled clearness and sheerness. This is a stocking 15 good shades 


has be 
suitable for sale to your finest trade .... at an exceptionally good profit to you. — Terms net 30 days cond 


Order now for November 15th delivery assume 
develoy 


MOCK, JUDSON, VOEHRINGER CO., Ine. i. Meee 
PIERCE & EIGHTH AVENUES, LONG ISLAND CITY, N. Y. of First Quality is Retaile 
Salesrooms: 212 Fifth Avenue, New York City on every pair of 
Factories: GREENSBORO, N. C. : PHILADELPHIA, PA. : LONG ISLAND CITY, N.Y. , Mojud Silk Stock- 
*Reg. App. for ings. 


levelo 


Their 








Vo aie 


NAT & TAILTORET 





(JK (TOCKINGS 









Boot AND SHOE RECORDER > 1929 
combining THE SHOB RETAILER, Nov. 2,1 





THRE SHADOWS DEERE 


Kews and Views on Colors, Styles, 
‘Prices and Other Things in 
the Realm of Hosiery 


> 


EARS of an adverse effect 

upon the hosiery business 

because of the lengthened 

skirts has been pretty well dis- 

sipated. In the first place there 

has been no rush to ankle length skirts, and in the 

second place with less stocking showing, hosiery has 

assumed even greater importance. Now comes a new 

development, a vogue for matching gloves and hosiery, 

which serves to throw stockings into even higher relief. 

Retailers will find it to their advantage to watch these 

developments very closely in the next few weeks. 
Their importance cannot be overestimated. 


Colors 


UBLIC demand for hosiery 

colors is developing about 
as was expected—that is the 
deeper tan tones are coming into 
use more strongly each day. 
One development, however, 
seems to have been unexpected, 
or perhaps, underestimated. 
Gunmetal, dust and the deep 
bronze shades are selling better 
than was expected. This is due, 
in all probability, to a much 
greater acceptance of black as a 
fashionable costume color than 
was thought would develop, 
eatlier in the season. 

For wear with black costumes 
and black shoes, nothing ap- 
pears to be so acceptable to the 
average woman as a gunmetal 
or dust colored stocking. The 
high fashion woman, of course, 
adopts a deep bronzy brown 
hose to wear with black. These 
dark shades have been helped 
considerably by a wider use of 
gunmetal; dull silver and 
bronze buckles on black suede 
shoes, when worn with black 
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costumes. Along with the de- 
mand for the deep bronze and 
other metallic tones has come a 
swing, as yet not pronounced, to 
sheer black hose. This is an- 
other point that it would be well to watch. 


For Spring 


RIMARY factors in the hosiery business are begin- 
ning to think seriously about spring colors. In fact, 
before the month is out the spring hosiery colors de- 
cided upon by the industry in cooperation with the 
Textile Color Card Association 
will be issued. From this van- 
tage point it looks as if the sun- 
tan colors are in for a repeat, 
but only as a basis for spring 
hosiery shades. These sun-tan 
shades will be overcast or 
clouded, mainly with a mauve 
cast, according to many promi- 
nent factors. \We hear much of 
the use of “tired” or subdued 
colors for spring, in costumes. 
Hosiery will follow the same 
trend, undoubtedly. \lready 
some of the newer colors that 
have been added to hosiery lines 
carry this overcast or “opaque” 
effect. 


& 


An advanced spring mode, show- 
mg the new skirt length. The 
dark blue bouclé skirt and blue 
and white sweater ordinarily 
would call for a blue gray stock- 
ing. In this case, however, the 
hosiery chosen was an opaque 
pecan shade, to match the gloves. 
Displayed at the Shoe Styles Con- 
ference in New York last month. 
Propper Hosiery was used. 





a 


Prices 


HE primary market, after sev- 

eral months of rather dull busi- 
ness and considerable price cutting 
seems to have reached a point of 
stability. In fact, there is more than 
a strong suspicion that recent price 
cuts to move goods were unneces- 
sary, in the last analysis, for now, 
there is a brisk market with many 
producers sold up until after the turn, 
of the year. This applies particu- 
larly to the makers of medium and 
priced full fashioned silk 
hosiery. One angle of the price 
situation at retail is worthy of 
thought. The old intermediate prices 
between $1.50 and $1.95 have faded 
into the background. It is up to the 
individual merchant, more or less, 
whether he will allow his customers 
who were in the habit of paying 
$1.65 or $1.85 for their hosiery to 
drift down into the $1.50 or lower 
price class, or whether he will, by a 
little effort bring them into the $1.95 
and upward class. 


lower 


tume 


Winter Sports 


HE new tweed hose, produced 
both in this country and abroad 
has caught on and is proving to be 
a good running mate with the older 
wool sport sock to be worn over silk hose. 


York last 


Wool 
mesh hose also has reached a place of wide 
sale, particularly for wear at football games and 
similar functions which call for a spectator sports cos- 
tume rather than attire suitable for active sports wear. 
These novelty winter sports hose offer the merchant 
an opportunity for much extra business this fall and 
winter and in addition serve as admirable Christmas 
gifts. 


Heels 


OVELTY heels are still with us, in a variety of 
patterns. The augmented demand for gunmetal 
and dust hose have carried black heels on these shades 
back into popularity. Black or contrasting heels on 
other colors are not much in evidence. Pointed heels, 


With this beige clair spring cos- 
and beige 
hosiery of a shade darker than 
the shoes was chosen to give a 
proper accent. Displayed at the 
Shoe Style Conference in New 


month. 
Hosiery was used 


both the single and double variet; 
continue in fair demand. The big 
selling heels, however are the narrow 
square French type, with the curved 
panel heel creeping up steadily jy 
popularity. 


Meshes 


‘ who predicted a slump in 
the demand for mesh stocking; 
with the advent of colder weather 
have been compelled to revise their 
opinions. Not only have wool meshes 
reached a high point of popularity, 
but silk meshes are still in high favor, 
particularly for semi-formal wear. In 
this connection, leading New York 
stores report a brisk demand for black 
meshes, either the plain or fancy lacy 
effects, for wear with black costumes 
and black suede gloves and shoes. 
The rough texture of the mesh fits 
in admirably with the dull finish of 
suede. 


Men’s Hose 


HILE conservative 

and relatively quiet colors con- 
tinue to prevail in the men’s half hose 
field, there has lately been a revival 
of interest in fancy goods, after some 
months of a rather dull market for 
this type of men’s hosiery. There is 
no reason to anticipate, however, 4 
demise of conservative hose. Clocked half hose selling 
at 50 cents a pair retail, and better, are still in a good 
selling position. 

In men’s sport hose, more liberty is allowed in colors 
and patterns, but here, too, sobriety is paramount, as 
evidenced by the continued large sale of plain color 
golf hose. 


clair shoes, patterns 


Propper 


Children’s Hose 


ERE is a division where gay colors and bold pat- 

terns predominate. Novelty hose for children, 
particularly the ankle socks, are going particularly well 
at present. Anklets have been better sellers at retail 
than many have anticipated, and this development has 
led leading manufacturers to put in a big range ol 
patterns in anklets for spring. 
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HILDREN 
wear out 
hosiery so much 
faster than they 
do shoes, so more 
frequent pur- 
chases are neces- 
sary. 


LTHOUGH 
hosiery is 
only a side line in 
the Five Points 
Shoe Store it 
yields enough 
profit to pay 
store’s rent. 











“s HILDREN 
wear out 
hosiery more 


quickly than they wear 
out shoes, and thus there 
must be more frequent 














—S5 


“By the time she is 
home again with stock- 
ings for each child, the 
cost in money, plus the 
carfare, plus the worry 
and trouble of getting 





SS 
os 











shopping expeditions for 


them downtown, has 
made the stockings much 





hosiery. That is where 








the neighborhood shoe 
store has an advantage 
over the downtown store. It can maintain a large side- 
line of children’s hose and not only make frequent 
turnovers of stock, but get people into the habit of 
coming frequently to the store to purchase stockings 
—from which it is but a step to the purchase of shoes 
for the youngsters.” 


HE above are the opinions of G. H. McDevitt, 

| lo of the Five Points Shoe Store, Denver, Colo. 

“Our location is our best advertisement,” continued 
Mr. McDevitt. 

“When a mother decides to take her children down- 
town to buy them stockings, she must bring them in 
from their play in the summertime, or wait until after 
school hours in the winter, wash their faces and hands, 
change their clothes, worry over getting them on the 
street car without any one of them getting hurt, pay 
carfare for them, and worry some more about get- 
ting them through the heavy traffic. 


HOSIERY AND ACCESSORIES 
SECTION 


more expensive than she 
wanted them to be. 
“While if she takes them to the neighborhood shoe 
store such as ours in a suburban business district she 
can get much better service, can get the same prices 
as in the big stores, and hasn’t the trouble of going to 
town. If the block is close to home, it is not even 
imperative that the mother go if the child is old enough 
to know what to get, because there is not so much 
danger of the child’s being hurt in traffic, or of being 
utterly ignored in the crowd by the saleswomen. It is 
this fact that makes the location of the Five Points 
store so valuable for the sale of children’s hosiery.” 


R. McDevitt “uses every form of advertising that 

a downtown store does, except the newspapers.” 

He finds that the newspapers are much too expensive 
to use for the amount of good that they do this business. 
because they are used for every part of Denver, while 
he cares only about the section in which he is located. 
About twice a month he puts out 4000 to 5000 circu- 
[TURN TO PAGE, 153 PLEASE] 
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MODERN ART IX VARYING 


Wood (Carving and Color Are Used in West (Coast 
Store to -Achieve ~-Modernistic Ef ct 


HIS delightful 

example of mod- 
ern art in store dec- 
oration shows what 
can be done with a 
hosiery department in 
a shoe salon. Kem 
Webber allowed his 
imagination free rein 
in creating the Shoe 
Salon just opened by 
Roos Brothers, San 

Francisco 


ASHIONS in stores change 

just as do fashions in shoes and 

hose. Modern art is scoring 

heavily in the newest shoe salons 

springing up in our larger cities and 

even our smaller towns. Probably nowhere is modern 

art more adaptable than in the hosiery department, 

where the tiers of glass fronted drawers fit into the 
picture with a jarring note. 

In this hosiery department, facing one of the com- 
modious shoe fitting rooms in the new Roos Brothers 
store in San Francisco, Kem Webber, who created the 
entire interior decorative scheme, has utilized an offset 
in the wall to good advantage. Note the rounded 


counter, the glass front hosiery drawers and the big 
all-glass display case near the door. 

All lighting is indirect, through sand blasted glass 
The walls are a delicate green and the wood carving 
at the door entrance on the right is stained a dee 
brown color. It was executed by Raymond Puccinelli 
a young San Francisco artist, who received his training 
in Italy. 


UMPING from the West Coast to New York we 
find a highly modernistic shoe store with an equally 
modernistic hosiery department on Fifth Avenue. The 
store, one of the A. S. Beck establishments, is devoted 
to the sale of $5 shoes and $1.35 is its average price 
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IGIMOODS—WEST AND EAST 


In This Eastern Store eAngularity of Design 
and Brilliancy of Finish Do the Trick 
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*FFICIENCY 
has not been 
sacrificed to mod- 
ernism in this 
hosiery department 
in the A. S. Beck 
Shoe Store on 
Fifth Avenue, New 
York, which was 
designed byV. 
Hagopian, in the 
ultra-modern style. 


~ rs 


ELEVATION OF WALLS OF LOBBY 


OH Lec 


HOSIERY AND ACCESSORIES 


SECTION 


MOSIEQY DEDADTMENT 
tLevaTion 8-6 





for hosiery—and the store sells a lot of hose. The dis- 
play counter and shelving are both offset. One ad- 


This architect's 
plan drawing 
shows the exact 
details of this 
modernistic de- 
partment 








vantage of this is that it provides 
four distinct sections of shelving, 
each one of which is used exclusively 
for a single priced hose. This makes 
stock keeping easier. 
Drawer fronts and other woodwork in the hosiery 
department are of haréwood in keeping with the wood- 
work and fixtures throughout the rest of the store. 


HE entire effect of the Beck store is one of shin- 

ing metal and glisten and glitter. The harshness 
of this is relieved by the lighting system which, while 
direct, is softened by the use of opaque glass. The 
dark triangle on the floor is orange, set into the 
linoleum to direct attention to the hosiery counter. 




















> 


> 
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(Constant Contact with (Customers 
Through Mail and Phone Builds 


Substantial Hosiery Business in 


Washington Shoe Shops 


ERSONAL friendli- 
P ness is one of the best 

assets a store can have 
in increasing sales and build- 
ing up a substantial hosiery 
business, according to Jack Best, 
manager of Hahn’s Women’s Shoe Shop, 1207 F 
Street, N. W., Washington, D. C. 

“By keeping in personal touch with our customers 
we prove to them that they are not forgotten after they 
make a purchase and also that we are looking out for 
their hosiery needs,” he said. “It further shows that 
we take enough interest in them by advising them when 
they can purchase new shades and new styles and when 
they can save on their hosiery bill if some hosiery 
‘specials’ are being featured by the shop. This per- 
sonal interest is appreciated by the large clientele of 
the store and serves to make them partial to the store 
when in need of hosiery. 

By maintaining a friendly relation with our hosiery 
clientele we eliminate the possibility of losing customers 
through personal neglect. 

Every shoe customer is a hosiery customer. Most 
of the store’s customers come in originally to buy a 
pair of shoes. From shoe customers we make hosiery 
customers out of them. When a pair of shoes is pur- 
chased the salesperson takes the pair of shoes to the 
hosiery counter, where the customer can get her pur- 
chase. While she is there hosiery is suggested. Very 
often even suggestion is not necessary, for the attrac- 
tive display of hosiery which the store features appeals 
to the feminine taste for the beautiful. The sale of 
hosiery is the result. 


ROM the moment a customer buys a pair of hose 
she becomes the object of personal interest. This is 
shown in two effective ways. One is the employment 
of the telephone and the other is the sending of per- 


sonally written post cards, 
When a woman buys a 
pair of hose at this store, her 
name and address is taken, 
This is filed away in a filing 
cabinet set aside for that purpose. 
Each salesperson looks after the hosiery needs of each 
of his customers. At least once a month the sales- 
persons go through their list of customers and note the 
last time they purchased hosiery. If they have not 
bought a pair within a reasonable time, they are made 
the object of a personal telephone call or they have a 
personally written card sent them. Too long a time 
is never allowed to elapse between sales. This is the 
result of consistency in keeping in constant personal 
touch with the customers. 


HEN the new shades or new styles come in, or 

when there is anything in hosiery that may be of 
special interest to the customers, the salespersons get in 
personal touch with them. Through the telephone or the 
personally written card the customers are made aware 
of the new styles, the new shades, the new mode in 
hosiery. Before closing the telephone call the sales- 
person suggests that the customer drop in at her earliest 
opportunity, or perhaps she would like to have a pair 
or two sent out for her approval. The same suggestion 
is made on the personally written cards. 

The cards employed are the regular type of post 
cards that are bought at the post office. These cards 
are not typewritten or mimeographed, but are written 
out in longhand by the salespersons and signed by them. 
This gives the cards a personal touch, whereas the 
typewritten or mimeographed kind have the appearance 
of an impersonal touch. Sent this way the cards are 
read because they have the appearance of being sent by 
a personal friend. The expense of the cards is very 
small. 

[TURN TO PAGE 154, PLVASE 
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WHATTLEL We Have For Kmas? 


a 


te 


Ss 


Hosiery and Accessories, 

Properly Exploited Bring in 

«Much Additional Business 
ecAround Holiday Time 


EERING through the 
P dark blue haze of the stock 

market debacle toward the 
Christmas season we see a rather 
mixed picture. It would be 
foolish to say that the lopping of billions of dollars 
from security values will not affect business. Every 
man or woman who has lost money in the stock market 
is going to feel blue around Christmas and that blue- 
ness will be transmitted to others. At the same time 
there is no reason to think that there will be no Christ- 
mas business. Let’s look at the thing this way. The 
big money boys, those who might be considered fair 
prospects for the automobile, fur coat ahd jewelry 
people around the holiday season are likely to tighten 
up the purse strings and swing to less expensive pres- 
ents. Then too, there are millions of people in this 
country who have no interest in the stock market. 
Their spending power has not been curtailed by the 
































fall in stock values. They may 
be depended upon to make their 
usual holiday purchases. 

So the shoe and hosiery man 
is not in an unfavorable posi- 
tion. There will be Christmas business—lots of it in 
hosiery and accessories—if he will go after it, which 
brings us to the real point of the story. How can he 
go after it? 

First of all, he can put across the idea of hosiery, 
buckles, hand bags or whatever accessories he may 
wish to exploit in his advertising and window display. 
Further than this he may tell his Christmas story via 
the telephone and mail. All these methods have been 
used successfully in the past. 

Exploiting the three to six pairs of hose in a special 
Christmas box is a favorite method with many retailers. 
In case this is done the price tags should be carefully 
[TURN TO PAGE 153, PLEASE] 





This isn’t a Christmas trim, but it is based on the same idea, that of stimulating the 


gift idea. 


It is a small window facing a hotel lobby in Kansas City, and the F. E. 


Foster & Co. shoe store keeps it interesting by showing in it, hosiery, boudoir slippers 
and other accessories, which the tired husband, away from home, might, and often 
does, purchase as gifts for the wife who has been left behind 
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The Mode Favors 


Style 720—with 
Lace Ankle Clock 


Extremely smart all silk chif- 
fon, featuring lovely lace 
clock and French heel. Ex- 
quisite texture of character- 
istic RUBY RING strength. 
Made in twelve fashionable 
shades. An attractive retail 
value at $1.95. 















Every pair 
Certified 

First Quality 
By This Stamp 


Style 4500 


Extra fine gauge. Extra 
sheer chiffon. Silk from 
picot top to toe. French 
heel. To retail for $1.95. 


Pubiy‘Rin 


X Long PATERSON MUTUAL 
33 to 34 inches long. Pure HOSIERY MILLS, Inc. 
silk all the way. A very N. Y. Office: 267 Fifth Ave. 


sheer stocking of luxurious 
quality. Picot top. Fine 
texture French heel. To 
retail for $2.25. 


Mills: 
Paterson, N. J., Philadelphia, Pa. 


Stockrooms 
Paterson, N. J., Chicago, 
San Francisco, Calif. 


Ii, 














PAIR 
O’HEEL 





Fine gauge Chiffon 
Silk from Top to Toe 


No. 88 Self Colored Heel . $12.50 
No. 82 Solid Black Heel . . $15.00 
No. 81 Black Shadow Heel. $12.50 





No. 83 Brown Shadow Heel $12.50 


/n all desirable 
colors and combinations 


‘TRIUMPH HOSIERY MILLS we 


CManufacturers of Full Fashioned and Spring Necdle Silk Stockings 
902-10 BROADWAY ~NEW YORK Mills: Philadelphia and York, Pa. 











yy | 


Ls Quality 
By John Fedden, Preside, 


WENT Y nine out of every thin 

of the full-fashioned silk  hosie: 
factories in the country are producing 
price merchandise—some with greate; 
others with less success. 

The thirtieth factory stresses quali 
—,and produces it. This factory buys oni 
the best materials—it uses the fy 
width of needles on its frames—it pr 
duces the proper length, width and qua. 
ity by knitting them into a stocking ani 
not by depending upon the strong arm 
methods of its boarders. 


LADD I/g 


INGRAIN 
(HIFFON : 
HO/IERY \ 























hy {40 © 























HERE will always be smart women 
who insist on only the finest, sheer- 
est, clearest ingrain hosiery. 


T is not a question of changing 

fashions. . .but simply a matter of 
discerning taste that determines the 
preference for Harris 45 and 51 gauge 
ingrain stockings, for these are the 
aristocrats of fine hosiery. 





E have anticipated your holiday 

requirements, and are prepared 
to make immediate delivery on our 3 
thread, 45 gauge numbers. 


Send for Samples and Color Card! 


Created by 


Harris Silk Hosiery Co. 
Springfield, Mass. 
NEW YORK OFFICE: 389 FIFTH AVE. 
LEE & COWAN, Selling Agents 
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en Brothers Co., Inc. 


Such a mill may have found its path 
little more difficult at first, but in a 
hort time it will find such methods 
appreciated, and will surely reap a har- 
est in reputation as well as in profit. 
There are relatively very few fac- 
tories who stress quality—and produce 
it-and buyers who require such mer- 
chandise will find purchasing difficult if 
they delay—possibly they will find they 
are already too late. In our own case, 
we expect to take proper care of our 
customers. We believe they will use our 
entire production until Christmas. 





Keeping 
the Faith 


with our 
Customers 


Stamping our full fashioned silk hosiery with 
this hall mark is just another evidence of how we 
prize our own integrity and protect that of our 
customers. This is the highest symbol of quality. 
When there is a higher, we shall use it. 


y 


Reg. U. 5. Pat OF. 








Fine sheer 45 
gauge all silk 
thiffons with 

and 
t ; Me- 
dium sheers and 
Service weights. 
See page adver- 
tisement in this 
issue. 


Send for 
Society 
Maid 


“Slips of 


Fashion” 


HOSIERY COMPANY 
34 Fourth Ave. New York City 


Mills at Willow Grove, Pa. 
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They don’t give 
shoes but they do 
give stockings! 


...and many a pair of shoes have been bought 
by the Miss whose sole objective had been a 
few pair of gift stockings. 


Folks don’t give shoes for Christmas, but they 
do give stockings. 


An effective display of moderately priced 
hosiery wiil attract the holiday dollars into the 
shoe store! 


JADE Hosiery 


Elliott Hosiery Co., Inc. 
258 Fifth Avenue, New York 





FOOTLIgH f 

















This butterfly, in gold or 
silver, appears above the 
heel on this new evening 
hose just put into the line 
by Rosenhaine. It is named 
“Twinkling Heel” 


Made for wear with 
the new rough tweed, 
a new fine, all-wool, 
flecked, tweed hose, 
full fashioned. Wide 
range of deep beige 
shades—From 
Krueger-Tobin Co. 


Imported two - tone 
French lisle in soft 
overcast tones and 
with hand  embroi- 
dered clocks in exclu- 
sive designs and col- 
orings — From H. 


Jacquin & Co. 


Imported, mercerized lisle 
half hose, dyed in two-tone 
effect, with small contrast- 
ing colored figures. A new 
number from the line of the 
Everwear Hosiery Co. 


A new skating sock of 
white wool, with angora 
cuff striped in blue, green 
or red. A real sport sock 
for outdoor winter sports-- 
From Kramer Brothers 
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A new idea designed to ap- 
peal to the luxury-loving 
woman, a_ full-fashtned 
sheer hose, with picot top, 
lace stripe in outside hem 
and a pink inside hem— 
From Van Raalte Co. 


Another version of the A cellulose and rayon 
tweed hose with all- cross dyed half hose 
over diamond pattern with mercerized heel, 
effect, made of rayon toe and top, in a num- 
and wool, seamless. ber of color combina- 
—From Kramer tions — From Rich. 

Brothers mond Hosiery Mills 


Here the sock idea is ex- Children’s “sockette,’ made 
panded to include a fur of worsted with rayon 
cuff. Both socks and fur striped cuff, reinforced heel 
cuffs come in a number of and toe, variety of color 
different colors. — From combinations—From Rich- 
Mavis Hosiery Co. mond Hosiery Mills 
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WHAT 
DRIicE 
Price? 


Putting Hosiery on Other than Low 
Price Base in Advertising, 


Brings ‘Results 





er ns nh it ll 
See Stevens Other Advertisemelits in This Paper 


Cras -A- STEVENS - &- ones 











-. Fer Dame ing Feet 


Sleek ankles gliding smoothly over a shining floor . . vi- 
vacious ankles stamping impatiently as the music stops 
slender little ankles, never missing a step. all of them clad 
in gossamer mists that have stolen their colors from the 
moonlight, or the yellow glow of paper lanterns.r the faint 
rose of the first streaks of dawn. 


“DELMAR” CHIFFON HOSE 
WITH VAMP-TOE 


Sold Exclusively in Chicage by Us 
$45 
3 FoR $5.25 6 FOR $10.00 


E reproduce 
on this page 
three hosiery 
advertisements that 
really brought in busi- 
ness—and after all 
the test of an advertisement lies in its pulling power. 

It will be noticed that these ads carefully avoid any 
reference to low price. In fact, the large ad by C. H. 
Baker on the Pacific Coast, does not even mention price 
at all, but, through the light line drawings and the 
darker solid black drawing exploits hosiery in general. 
High quality and beauty are the two themes about 
which the advertisement is built, and the beauty of the 
drawings, rather than a welter of words, carries over 
the message. 

In the two other advertisements, both from the 
Charles A. Stevens & Bros. store in Chicago, the idea 
of price is submerged to that of the proper stockings 
for dancing, in one advertisement, and the correct 
hosiery for tea-time or dressy afternoon occasions, in 
the other. Both of these ads are made doubly effective 
by the novel arrangement of the list of colors. 
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*. 
“29 Years of Faithful Service” 


/ FOR HIGHEST QU ALITY 


AND 
IRRESISTIBLE BEAUTY 


SELECT 


PROPPER 
“Blue Edge” 
“America’s foremost chiff. 


McCALLUM 


“Sheerest and clear 


PHOENIX 
“Pointed Heels 


GORDON V LINE 
“Individually Proportione 


Appealing Chiffons from America’s 
best known branded 


412 W. Seventh St. 
629 S. Broadway 451 S. Broadway 


Pasadena at In Hollywood at 
6664 Hollywood Bivd 
BAN FRANCISCO 


In 
282 E. Colorado St. 





Cuas-A- STEVENS-&-Bros } 
“DELMAR” CHIFFON HOSE 


WITH VAMP-TOE AND PICOT EDGE 


LELOP Sa OLN IA PDP 


the general consensus of opinion 1s that Delmar” Chiffon Hose 
do wear longer because of their Vamp-Toe and even texture 


+ and that they have awfully clever shades that 
blend with ape cumume. 
“DELMAR” CHIFFON HOSE 
WITH VAMP-TOE AND PICOT EDGE 
3Forss2s § 95 6 FoR $10 


At a saving of 20c « peie © saving of 28 





LRP Bo FOLIO ILI ION RIOD ig ONL IIOP LO IAI SP PF 


MOSIERY—FIRST FLOOR. 








° 
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KNITBAC 


will bring good 
business to alert 


QUALITY 


BEAUTY 


SHOE RETAILERS 











THERE is only one way to build a profitable 
hosiery repair business . . . give your customers 
Knitbac Repair—flawless in quality and beauti- 
ful in appearance. Your customers will come 
back time after time, satisfied and eager to tell 
their friends that your store provides Knitbac, 
flawless hosiery repair. . . . That is the only way 
to build a profitable repair business—offer the 
highest quality repair . .. KNITBAC. 


Yow’ll Profit by Offering 
Knitbac--Flawless Hosiery Repair 


GOTHAM KKMWETBAC service 
COMPANY, INc. 
508 FIFTH AVENUE NEW YORK 
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No. B70 Duo- Steeple 
Black Heels—the leader 


in twin point heel styles. 





No. B53 Steeple Black 
Heels—a popular favor- 
ite everywhere. 


BLACK HEELS! 


Steeples! Duo-Steeples! 


Are you cashing in on the big de- 
mand for them? East—west—north 
—south! Such whirlwind popu- 
larity never before. Order now. 
Immediate delivery from our 
Chicago stock. Finest 45 
gauge, 4-thread, all silk 
chiffon. Full lengths. 

Sizes 8% to 1042. Write 

today for sample, col- 


or chart and prices. 


Several desirable 
territories open 
for experienced 
Hosiery Salesmen 
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has placed buyers of better grades of shoes in a 
particularly strong position. Up to the present 
time, if they merchandised their own departments prop- 
erly that was all that was expected of them. This sea- 
son, however, a shoe buyer’s 
knowledge of shoe styles and 


T= marked demand this fall for the ensemble 
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«Matches to Footwear 


sa PTHisExsempireEIpEaA = 
——— SS == 
t==- Shoe —Man Now Becomes an Expert on == 
= Picking Bags That Are “Perfect” = 


a 


The experience of the shoe buyer in the George 
Innes Co. store, Wichita, Kan., on this subject, is 
worth relating. In his experimental order, L. P. 
Hallack ordered six bags to each 36 to 48 pairs of 
As soon as the shoes were shown in the win- 

dows, with the identical bags 
underneath them, customers 


shoes. 








leathers is absolutely necessary 
information for the guidance of 
the handbag department. 

Ensemble bags to be sold suc- 
cessfully must be bought when 
and as the shoes are bought. It 
is not practical to have bags that 
have to be sold as a “comple- 
ment” to a costume or that come 
somewhere near the shoe mate- 
rial and design. 









AGS must be of 







“ of Jean Patov 
the exact same hat of black soleil, 
leather, have the galyak bow $17.74 
. k . h French Room— Second Fleer 
same pinkin unch- 
P 6) P Copy of Maggy Rouft 





double bag of calf- 
skin. . ~ $13.89 


Dog Dept —Strent Peer 





ing and piping, and 
be of the same qual- 











came in like bees. The next lot 
of shoes called for twelve bags 
to a shoe number, and the last 
orders were detailing eighteen 
bags to a run of 36 and 48 pairs 


of shoes. 


HERE is never a question 

about the price of a bag. A 
woman who might quibble about 
paying $15 for a pair of shoes 
never questions the 
price of a $15 bag, 
provided it is exactly 
like the shoe in all 


Black kid pall-ons 
with white stitebings. 
Apsir. . . $3.69 


Clove Dept.— Street oer 





details. 
Black opera pumps 
If in ei 
rer ape A brand new 
it cea thought for shoe- 








ity as the shoe. A 
bag cannot’ be 
“near”; it must be a 
perfect match in ev- 
ery detail. If the 
shoe is of brown kid 
and brown suede, the 
bag must have both 
these identical leathers in the samne proportion as the 
shoe. 

It is an obvious fact that the shoe buyer is the logical 
one to successfully merchandise the ensemble bags. 

One bag buyer absolutely refused to buy suede bags 
this fall, giving as a reason that they would not wear 
satisfactorily, and that there was no call for them. 
Permission was given the shoe buyer to buy what he 
thought he could sell. His department sold fifty suede 
bags, retailing around $15 each, in two weeks’ time. 
The only complaint uncovered was that he did not 
have enough merchandise. 







Macy's advertising. 
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MACY’S 


34th STREET AND BROADWAY is 


The black “ensemble” of hat, gloves, bag and shoes is stressed in 
Note that both shoe and bag 
are of black calf 






men was worked out 
by Mr. Hallack. “It 
commonly = ac- 
cepted that gold and 
silver evening slip- 
pers are as dead as 
patent leather. Ev- 
erything is satin and 
moire, dyed to match. We are tinting from 40 to 50 
pairs of evening slippers a week. When I asked the 
bag department if they had any white satin or moire 
bags that could be dyed they were almost scandalized 
at the idea. Let me tell you that the dyeing of hand- 
bags to match evening slippers is one sweet thing that 
many stores are passing up.” 


N the Sanger shoe department, J. O. Ward has sold 
bags that were bought to go with shoes for the past 
two seasons. Mr. Ward’s experience parallels that of 
Mr. Hallack in all important points. 
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UeUsSuUAL WIAXDOWS FOR 


ERE’S) a_ Christy 

hosiery window with, 
the conventional hl 
wreathes or candles. It % 
used last year in the Kays 
Shop in New York. 1 
angular blocks get attenti 
and Christmas is suggested | 
the wrapped packages and , 
few pairs of stockings ani 

gloves 


LOOMINGDALE 
BROTHERS, in uptown 
New York, have gone in for 
modernism in their windows 
This well balanced and re- 
strained window 
was used recent: 
ly in conn 
with the 
57th ann 
sale. Not 
the flow ers 
used to hi 
the harsh 
the di 
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wp EDEAS FOR OTHER Days. TOO 


ERE’S another highly modernistic Christmas window presented by 

Peck & Peck. The Christmas star motif predominates, even to 

the wrappings of the packages. The assymetric grouping of the hosiery 

on the right side of the window is distinctly novel and eye-catching. 

The stars were of silver and the background and packages of light blue, 
a most pleasing color combination 


Chiristmg 
Y withoy 
al hol 

It x 
@ Kayse 
he. 7 
attentio) 
gested | 
es and 


DALE 

uptown 
ein for 
vindows. 
and re- 
condor 
1 recent: 


mnection 





store's 
Tra rsary 
ote hor 
“sare 


rear up 


HE stars in this 

window are not 
representative of 
Christmas, but serve 
effectively to intro- 
duce a new star in the 
Gotham firmament. 
This effective display 
was used in one of the 
Gotham, New York, 

shops 
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MONG the unsung heroes of Christmas time is the 

man who walks into an exclusive women’s shop 
and goes about the miserable business of selecting a 
hosiery gift for some female relative or friend. 

The New York Apparel Store of Denver, Colo., 
aware of the crisis that men undergo as they stand 
before the entrance of the shop trying to build up 
enough courage to go in, puts a card in the window 
to hasten the process. 

It reads: “Mr. Man. 
if you wish.” 

The card is placed in the most advantageous posi- 
tion in the window along with the 
hosiery display. It appears in the left 
window at the front to confront the 
gaze of the inside line of sidewalk 
traffic. 

This solicitation for the masculine 
hosiery gift hunter was so outstand- 
ing because so rare in the Denver 
Christmas trade that men took ad- 
vantage of it as never before. 

“Most ‘of the men who came in 
were so reassured by the presence of 
the male clerk behind the hosiery 
counter,” says H. W. Feldman, man- 
ager of the store, “that they readily 
allowed the salesgirls to wait upon 
them without embarrassment.” 


A man inside to serve you 


Sd Sd Sd 


N° always is hosiery long-wear- 
ing. Miller & Paine, Lincoln, 
Neb., for this reason feel that it is 
better to tell customers of this fact 
than to have them later find out for 
themselves—to the store’s detriment. 

An advertisment recently issued by 
the store therefore used the following 


copy: 


ences . 
ekeave 
YOIL 


if ry! i items of hosiery that he carries, a 
WIS 


This is the sign that takes the 

embarrassment from the male 

shopper in search of hose for 
holiday gifts 


“These hose are almost too sheer and fragile to 
be practical, yet are favored by those who admire 
this effect. Imported direct by us and an excellent 
value in a sheer style hose at $2.25 a pair or three 


pairs for $6.50.” 
» od od 


URING the month of November, instead of send- 
ing out the usual collection letter, a hosiery mer- 
chant located in Memphis sends delinquents an appeal 
which ties up with the approaching Thanksgiving holi- 
day. Here is a copy of the letter he used last year: 
Thanksgiving is coming along this 

month. 

That is, it will be Thanksgiving for 
us if you send a check for the amount 
of your account. 

Then, too, it will be Thanksgiving 
for the wholesale houses and manu- 
facturers we owe, because we can 
pay them with the money you pay 
us. 

Please help make Thanksgiving 
come along for me. 


Sd Sd 
Y calling his regular customers 
on the telephone several weeks 
before Christmas and reminding them 
of the gift possibilities in certain 


, Winnipeg merchant every year man- 


ages to secure hundreds of dollars 
of extra business. The calls are con- 
ducted in a chatty fashion and are not 


prolonged, the dealer invariably 
closes by wishing each customer a 
Merry, Merry Christmas. The at- 
tention of a personal call flatters the 


customer. 
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i RINTED con- 

spicuously on the 
atements sent out 
y a merchant in 
Racine, Wis., is this 
opy: 

“An audit of our 
accounts is made 


monthly by The 
Racine Merchants 
Credit bureau. You 


make your own 


credit rating.” 
* * Sd 


LOW movers in 

the hosiery de- 
partment of the J. 
D. Cole Company, 
Billings, Mont., are 
not cleared out at a 
price cut except as a 
last resort. Instead, 
the department keeps 
a perpetual inven- 
tory of its stock. As 
soon as an item indi- 
cates, through the in- 
ventory, a certain 
inclination to stick 
to the shelves, the 
salespeople are at 
once instructed to 
‘talk up” the number 
to all prospective 
customers who might 
be interested. 


* a * 
OT “Applica- 
4 tion Blank” but 
“Acquaintance 
Blank” is what a re- 


taller in Toronto, Canada, calls the form on which 
prospective charge accounts are asked to fill out cer- 
By this simple touch, the merchant 
avoids having customers feel that they are being put 
through an inquisition. 


tain information. 


ad 


— the public was intensely interested in 
endurance contests, Wolf & Dessauer of Fort 
Wayne, Ind., announced an- endurance record, that 
has made marked impetus to their hosiery sales. 
When a new silk hose was adopted by the hosiery 
department, each Wolf & Dessauer co-worker was 
asked to wear a pair each continually to test them 
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Garoen City Gatat Bend 


December 20th., 
19286. 


Mr. Ben Allen. 
Sarden “ity, 
Kansae. 


Dear Mr. 4llen, 

Did yeu netice the enclesed adver- 
tisement in laet week's "Telegram"? 
The last minute Omristmas rush is en 
and it is ne fun wading around thru 
the crowds, especially when you doen't 
know exactly what to buy. 


We are going to come te the rescue of 
a few of you whom we count among our 
best friends and customers. 


Mrs Allen has shewn her approval ef 
GOTHAM GOLD STRIPE SILK STOCKINGS by 
having them on her regular shopping 
list and we know she would be delighted 
with a gift bex ef “GOTHAKS". 


We e#1ll be glad te aid you in making a 
selection, or if you are tee busy to 
come in, telephone 339 and we will per- 
gonally take care of the matter fer you. 
Sincerely, 
MILES SHOE STORE 


tate is 


en/EML 








A year ago, Earl E. Miles, who operates the Miles Shoe Store in 
Garden City, Kan., wrote a letter to the husbands of his customers, 
in which he made a practical suggestion calculated to help these 
husbands in selecting their Christmas gifts. These letters were 
mailed just a few days before Christmas, as it was thought that 
this would be the best time to catch the perplexed male off his 
guard. The response was so exceptionally good that he will 
repeat the letter this year 


ad > 


windows. 


as you can make it. 


mailed on a one cent government postcard. 
thought that the 50 dozen stockings set aside for this 
event would be more than ample, in fact, Mr. Thomp- 
son thought he had too many. 
sale the store was deluged with personal calls. 
orders alone ate up the 50 dozen. 
of the management that the success of this sale 
was due entirely to the mode of advertising, as no 
mention of this was made in either newspapers or 


thoroughly. One 
worker wore a pair 
sixty-seven times be- 
fore even a thread 
pulled. The stipula- 
tions of the test read 
that hose must be 
worn day in and day 
out and that they 
nust be washed after 
‘very wearing. Many 
other co-workers 
wore their hose from 
forty to fifty days. 
Not content with this 
endurance record for 
their hosiery, Wolf 
& Dessauer an- 
nounced that this 
possessor of the en- 
durance record is 
still 
same pair of hose, 
after them 
repaired by the 
Wolf & 


hosiery menders. 


wearing the 
having 


Dessauer 


ad ad od 


ECENTLY the 

Hunter-Thomp- 
son Shoe Store of 
Salt Lake City ran a 
one day private hose 
At this time 
some regular $2.65 
and $2.95 numbers 
were offered at 
$1.95. This was 
brought to the atten- 
tion of some 1000 
customers through 
an announcement 
It was 


sale. 


On the day of the 
Mail 


It was the belief 


In many other lines this cheap method of announcing 
a sale has been highly productive of good business. 
The message should be as short and as full of punch 











THE COLOR TREND 


AS REPORTED BY LEADING MAKERS AND SELLERS 
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ALLEN—A HARRIS McCALLUM 
1. Light Gun Metal 1. Light Gun Metal 1. Ali Baba 1.Gun Metal 1. Barcelo 
2. Sable 2. French Nude 2. Autumn Brown 2. Barcelo 2. Gun Metal 
3. Almora 3. Crystal Beige 3. Turf Tan 3. Sun Mode 3. Sun Mode 
4. Sun Tan 
5. Duetone 
ARROWHEAD 
1. Grain 1. Grain MOJUD 
4 Gun Metal z. Gun Metal 1 Sotte 1. Sable 
3. Mistery 3. Mistery HOLEPROOF 2. Duskee 2. Beechnut 
3. Mz 3. Duske 
1. Grain 1. Grain anon 3. Duskee 
ARTCRAFT 2. Mocca 2. Mocca Bros. 
1. Perique 1. Perique 3. Beige Castor 3. Blond d’Or ington 
va Tangier 2. Tangier QUAKER ps ; 
3. Castor 3. L’Avenue : Th 
4. Mushroom 4. Fallow 1. Sable 1. Gun Metal sione 
5. Gun Metal 5. Rajah HOLLYWOOD 2. Duskee 2. Almora vurth 
; 3. Manon 3. Sable ture 
1. Light Gun Metal 1. Light Gun Metal 4. Ming 4. Crystal Beige ied, | 
CORTICELLI 2. Almora 2, Almora 5.Gun Metal 5. Romance who 
, ; 3. Sable 3. Sable — 
1. Capucine Taupe 1. Nude ny , 
2.Gun Metal 2. Duskee deni¢ 
3. Sable 3. Sable 
,OMILLA 
4. Almora 4.Gun Metal on Tl 
5 Pastel Nude 5, Almora IRON CLAD 1. Sandalwood 1. Sable cent] 
‘ ee Metal 1, Licht Gun Metal 2. Almora 2. Afternoon ay 
1. Light Gun Meta . Lig it Gun Meta 3. Oak Tan 3. Oak Tan Cal.. 
DEXDALE 2. Sable — whey 
= 3. Almora 3. Crystal Beige This 
1. Rose Taupe 1. Rusty Brier . 
2. Rose Metal 2. Rose Metal Sala lacie clus 
3. Safari 3. Oriental Beige ROSAINE sets 
KRUEGER-TOBIN 1. Light Gun Metal 1. Light Gun Metal Hj offic 
a 2. Sable 2. Sable on t 
FINERY 1. Capucine Taupe 1. Duskee 3. Duskee 3. Duskee 
1. Almora 1. Almora 2. Sable 2. Sable 4. Crystal Beige 4. Boulevai 
2. Sable 2. Misty Morn 3. Almora 3. Beaver 5. Boulevard 5. Crystal ige T 
3. Misty Morn 3. Light Gun Metal 4. True Beige 4. Elf Hos 
5. Pastel Nude 5. Onion Skin om 
' 
GOTHAM SOCIETY MAID ven 
= tinu 
1. Sable 1. Sable 1. Cedar Glow 1. Cedar ( ¥ 
2. Duskee 2. Duskee LARKWOOD 2. Light Gun Metal 2. Light ‘ Metal pe 
3. Afte 3.G Metz , ‘ 5 Sable 
: oo” 3.Gun Metal 1. Ming 1. Ming 3. Sable 3. Sable ai 
- Pawnee 4. Afternoon | 2. Beechwood 2. Boulevard g 4. Afternoon 4. Afterno” 
5. Gun Metal 5. Seasan + 3. Boulevard 3. Kaffa + 5. Crystal Beige 5. Crystal 
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q NOT HER case where the similarity of trade 
names causes confusion has just been reported by 
New York, manufacturers of ‘“Trimfit” 





Kramer Bros., 
hose. 

As a result of proceedings instituted by Kramer 
3ros. on Sept. 20, the Patent Commissioner in Wash- 
ington denied registration to “Primfit,” the trade-mark 
of a competing hosiery manufacturer. 

The similarity of names which caused the Commis- 
sioner to deny the “Primfit” registration has led to still 
further confusion. Since the “Primfit” mark was de- 
ied, Kramer Bros. report several inquiries from people 
who were under the erroneous impression that “Trim- 
fit,” Kramer Bros.’ own mark, was the one which was 


denied. ' 
wy 


The Benjamin Franklin Knitting Mills, which re- 
cently moved to 365 Fremont Street, San Francisco, 
Cal, where it has a large plant for the manufacture 
of men’s and boys’ sweaters, has added a hosiery unit. 
This new unit is for the manufacture of golf hose ex- 
clusively, and most of the output is to complete golf 
sets of sweater and hose. The firm maintains sales 
ofices in Chicago and New York, in addition to those 
on the Pacific Coast. 


&® 


The first order from the new mill of the Alabama 
Hosiery Mills, Inc., Decatur, Ala., was shipped to east- 
The order consisted of 100 
Meanwhile installation of machinery con- 
tinues at the new mill, with three machines already in 
operation. 


em markets recently. 
dozen pairs. 


(UTPS) 
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Introducing to 
the shoe trade S. 
Jack Solomon, who 
joined Morris 
White, Inc., New 
York, 


manufacturer, in 


hand bag 


September of this 
year to develop the 
sale of hand bags 
in shoe stores. Mr. 
Solomon’s duties 
close 
with 
the shoe trade in 
hand 
suitable for 


will include 
cooperation 


developing 





bags 
S feck Solomon sale in shoe estab- 
lishments. 

After being grad- 
1920, Mr. Solomon entered 
business with a resident buying firm in New York, 
and since has been engaged in various merchandising 
capacities. Before going with the Morris White or- 
ganization he was an executive with the Lerner Shops 


in New York. 


president of Paul Guenther, Inc., 


uated from Cornell in 


Paul Guenther, 
New York, sole selling agents for Pyramid Hosiery 
Co., Inc., of Rockaway, N. J., arrived home on the 
Bremen after an extended trip through Europe. 

Mr. Guenther stayed in New York long enough 
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to receive from his salesmen a novel bouquet m, 
from orders taken during the month of September. | 
was reported orders for that month were one and oq, 
half times greater than the mill production of the Py, 
mid Hosiery Co., Inc. Mr. Guenther left immediate 
for Canada. 

aN 


Announcement is made by the Interstate Hosie 
Mills of recent additions to the Finery division ply 
at Lansdale, Pa. An extra storage building and a pe 
dye house have been completed, and plans have } 
drawn for another new building to house the ent; 
finishing plant. The latter building will be comple 
about the first of the year and will provide for 
finishing of 6000 dozen pairs of Finery stockings » 
day. 

This expansion of facilities is due to the expects 
increase in volume following price reductions in ty 
Finery line, which were made effective at retail ,; 


Oct. 21. 
a 


The Federal Trade Commission has dismissed a cop. 
plaint against the B-Z-B Knitting Co. of Rockfor 
Ill., charging misuse of the terms “fashioned” or “fy 
fashioned,” as applied to hosiery when sold to the pur. 
chasing public. The complaint was issued four yeas 
ago. In its reply to the complaint the respondent &. 
clared that its products were truthfully and _properhf 
advertised as “Rockford Fashioned Hose” or “Rock. 
ford Fashioned Hosiery,” and denied that it had at an 
time falsely denominated, represented or described 
upon boxes, labels or by the use of legends, brands o 
otherwise the hosiery which it manufactured. 


aN 


The Atlantic Silk Hosiery Co. of 22 Mercer Street 
Paterson, N. J., has purchased a tract of land at Butler 
N. J., on what is known as the Cowdry estate, where it 
plans to erect a factory and have it ready for operation 
by next spring. The factory will contain twelve unit: 
of machinery for the manufacture of hosiery at the 
beginning. Each unit will be of the newest type, capa- 
ble of making twenty-four stockings at the same time 


(UTPS) 
aN 


Fred R. Huettigg, connected with the well-know: 
Paterson Mutual Hosiery Mills, in which he and hi 
brothers are interested, has been named as a director 
of the New Standard Aircraft Corp., Inc. He is the 
second Paterson, N. J., man to be accorded this honor 


(UTPS) 
aN 


Oscar H. Conrad, secretary and treasurer of the 
Conrad Hosiery Co., arrived home from Europe it 
September after a six weeks’ tour of Europe, where le 
visited Germany, Austria, Poland, Italy and Switzer 
land, in search of new ideas and machinery for thei 
silk hosiery plant. He stated that in order to make 
good use of his time while there he traveled by 
airplane from Lodz, Poland, to Venice. (UTPS) 
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WHAPLEL WE HAVE 
FOR XMAS? 


[CONTINUED FROM PAGE 137] 


removed from the stockings and the size should be 
indicated on a small piece of paper or cardboard in- 
serted in the stocking itself. 
of a possible later exchange. 


This is necessary in case 


Special Christmas wrappings also appeal strongly to 


many shoppers and there is a large variety of these 
special wrappings which take the form of Christmas 
candles, striped peppermint sticks, dolls, etc. 


The gift certificate idea is particularly applicable 
to hosiery and many shoe merchants have used them 
successfully for a number of years. The certificate, 
bought by the donor of the gift may state the amount 
of money to be expended or may call for one, two, or 
any specified number of pairs of hose of a certain 
brand, usually the store’s own brand. 

For several years one leading shoe store in New 
York has done a _ nice Christmas business in 
“ensembles,” a pair of pumps, buckles, hose and bag. 
Different combinations of this “ensemble” can be pro- 
duced from the stock of almost any shoe store. 

A most profitable Christmas selling idea is found 
in the hosiery and shoe cabinets, which are being more 
beautiful and alluring every day. These cabinets, run- 
ning from the little ones that hold three or six pairs 
of hose, up to the big fellows that hold a half dozen 
pairs of shoes and two dozen pairs of hose, with room 
for other nic-nacs, make a strong appeal to the 
feminine heart. They make good window pieces during 
the holiday selling season, too. 


CATCH THEM YOUNG 


[CONTINUED FROM PAGE 133] 


lars which reach the entire section of the community. 
Although shoes are mainly advertised, hosiery is al- 
ways mentioned somewhere. Of course, if there is a 
special on children’s hosiery, it is played up more 
prominently than otherwise. At less frequent inter- 
vals, letters are sent to a mailing list of customers. As 
soon as a customer makes a purchase, his name is put 
on the list. “These letters are principally to pep up 
business. I send them out only when business is not 
what it should be,” explained Mr. McDevitt. 

Theater slides in the suburban picture houses are an 
excellent form of advertising, according to Mr. Mc- 
Devitt, as the patronage of his store is made up of 
the working class who cannot afford to attend the big 
downtown theaters often, but who take the entire 
family to the show at the neighborhood houses. The 
children are allowed to attend the movies frequently, 
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Will Help 
You Sell Hosiery 


TTENTION! That’s the first req- 

uisite of any sale. You can’t beat 

Fairy Forms as an eye-catcher for ho- 
siery displays. 

Beauty ! balance! — 
rhythm! action! Those are the 
things that get attention. And they are 
the qualities of Fairy Forms. 

Fairy Forms are perfectly balanced 
and weighted in the toe. They stand 
alone anywhere — gracefully poised—on 
their toes—suggesting action! 

That’s why thousands of dealers have 
found Fairy Forms a real, snappy stimu- 
lus to hosiery sales. You'll find they’ll 
boost the sales power of your displays, 
too! 

If your jobber can’t supply you with 
Fairy Forms, order direct from us. 


Shoe Form Co., Inc., Auburn, N. Y. 
United Last Co., Ltd., Montreal, Canada 


Fairy Forms are fully protected 
by American and Foreign Patents. 








NeHi 
for Men's 


Golf Hose 


CalfHi 


for 
Men’s hose 











Shoe and Hose Chests 
and Gift Hosiery Boxes 


tremendous profit 
opportunity. Pro- 
gressive merchants 
the 
country are mer- 
chandising 
““Chests’’ not only 
as a separate 
unit but as part 
of a merchandising 
plan selling an en- 
shoes 


throughout 


semble of 
and hose. 


Model No. 1H has one compart- 
ment and is a combination chest 
and gift box. Many merchants are 
selling more hosiery by offering 
this box with each pair. It is 
made of imported fabrics of pleas- 
ing pattern. It measures 1%” 


high, 7” wide, and 5” deep 


Photographs and 
engravings cannot 
do justice to the 
beauty and attrac- 


tiveness of these 


Model No. 4H, as illustrated, has 
three compartments, will hold a 
pair of stockings in each compart- 
ment, made of imported durable 
papers of pleasing decoration; rib- 
bons and lining to match; measures 

”" high, 7” wide, and 5” 


o 


° @ 
offer to enterpris- 
ing merchants a | 





deep. @ 


The shoe chest illustrated is Model 
““E,’’ made of wood, finished with 
durable fabrics of pleasing decora- 
tion. It measures 27” high, 14%” 
wide, and 10%” deep. Made in 
sizes to hold 4 pairs, 6 pairs, 8 
pairs, and hosiery drawer. Shoe 
chests to hold more than eight pairs 
are specially made to order. 


They 


many beautiful col- 


come in 
ors and the con- 
sumer is quickly at- 
tracted. Boom your 


sales volume. 


Model 2H, as illustrated, has two 
compartments made of durable im- 
ported paper of pleasing decora- 
tion. It measures 2%” high, 7” 
wide and 5” deep. This chest will 
hold a pair of stockings in each 
compartment and is an exceptionally 
good seller 


and if you feature 
them your holiday 
business is bound 
to show a real in- 


crease this year. 


Write for descriptive folder of the line. 


~ A, HENDON & SON 


“Art Novelties for the Shoe and Hosiery Trades’’ 


186-192 West 4th St. 


New York 








too, so that someone in the family is sure to be ther 
every week to see the slides of the store. 

Added to these main forms of advertising, Mr. Mp. 
Devitt has notices in the suburban newspaper for hi 
district, theater programs, special church performang 
programs, and the like; and in every one he is carefy 
to mention that he carries both children’s and ladies 
hose. The suburban newspaper is published once , 
week, and goes to every home in the section free oj 
charge. Suburban merchants of all kinds have foun 
it to be a valuable advertising medium because it does 
get into every home. 

“We have good prices on the kind of hosiery the, 
want for their children, which is always attractive 1 
the mothers, because children wear out so many pairs 
of stockings playing that to pay high prices and car. 
fare on top runs into big money for a small item. Wy 
give them good service too, which helps by keeping 
their good will,” says Mr. McDevitt. “And, although 
hosiery is only a side-line with us, it amply pays our 
rent, and is a healthily growing side-line.” 


A, a ar 


PERSONAL 
FRIENDLINESS 


[CONTINUED FROM PAGE 136] 


The response to the telephone calls and personally 
written cards has been very gratifying. Compared with 
the results the expense attached is really negligible. At 
times the response is virtually one hundred per cent. 
It is very seldom that a fifty per cent response is not 
experienced. For instance, if a hundred and fifty 
cards are sent out, more than a hundred and close to 
the hundred and fifty will reply through the form of 
orders. 

The same ratio is experienced from telephone calls, 
indicating that the selling of hosiery by way of the 
telephone is as effective as personally written cards. A 
telephone call is always personal. 

Very often when telephone calls are made, orders 
are placed then and there instead of the customer's 
waiting until she has had time to stop at the store. The 
customers have explicit confidence in the salesperson. 
This has resulted from the personal and friendly rela- 
tions that exist between them. Upon the recommenda- 
tions of the salespersons they will order such and such 
a shade, style, etc. The same results from the per- 
sonally written cards. Instead of coming down to the 
store to look over the new shades, etc., the customer 
will call up and place an order. 

Whenever the store has specials in hosiery, all cus- 
tomers are personally advised of them, through one 
or the other method. These specials always reccive a 
big response. The customers are appreciative of the 
interest shown in acquainting them of the hosiery spe- 
cials. It helps to cement the confidence had in the 
hosiery values and the store itself. 
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